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dunter Casement Fan Y Za" 


A BIG 
VALUE AT 


$7995 \\ 7 


(Retail Price) 


Hunter also makes 18", 22" 
and 30" Window Fans 


Place your order early for Hunter Window Fans 
a Contact your Hunter distributor or 


Hunter HUNTER FAN AND VENTILATING CO., 392 S. FRONT ST., MEMPHIS, TENN. 





\/) ‘ 


a Motor is Plain Brute Force! 


It has to be controlled. It has to be made to apply its power when and 
where needed. 


The control starts, stops, reverses the motor. It provides overload and 
stalled rotor protection. It can perform other required functions, such as 
plugging, jogging, etc. All this, and more, is 
provided by CLARK TyPE “CY” AC MoToR 

STARTERS. 


Featuring an entirely new method of arc 
quenching in which the arc is constantly forced 
to rotate, never striking the same place twice, 
longer contact life is insured. A minimum of 
contact pitting and wear gives millions of 


hantom view Show 
trouble-free operations. rs eee eee 


Arc shield 


All parts are removable from the front—that simplifies maintenance! 


And the overload relay, with true eutectic alloy, has 50% greater 
clearances than demanded by standard specifications, oversize 
silver to silver contacts, quick break tripping, and easily determined 
heater ratings. This relay has been successfully used on countless 
applications for over 14 years. 


Magnetic blowout coils are used on all Size 2 and 3 “CY” starters. 
Sizes 0 and | use the same general mill type construction as the 
larger sizes. 


Size 2 Non Reversing Type “CY” : 
AC Motor Starter Cover Removed Cabinets to meet allindustrial conditions are available for all four sizes. 


You'd Better Try... CLARK type"CY”! 
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NEERED ELECTRICAL CONTROL + 1146 EAST 152N°0 STREET, CLEVELAND 10, OHIO 
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Sleek, modern styling gives these Progress “Modern” 
Lanterns eye-appeal that will ring up more and more 
sales. 


Your choice of Satin-Black or Satin-Aluminum finish. 


Attractive French Crystal glass with clear lines provides 
an abundance of efficient light. 


Approved and labeled by Underwriters’ Laboratories, Inc. 


These Lanterns are priced for quick sales and Distributor 
profits — made possible by Progress mass production 
971 Width 43” — height 734” methods in the world’s largest residential lighting fixture 


extension from wall 4”. 
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PROGRESS MANUFACTURING CO., INC, 
Leaders in Lighting for Ftalf-a-Century 
CASTOR AVE. & TULIP STREET * PHILADELPHIA 34, PA, 


972 Width 44%" — height 71%" 
extension from wall 434”, 





A New Look 


has been given 


KINDORF CLAMPS 


STEEL Se, 
FsCkay 
| me 2 


‘4 


ia : For more information on these 
Corners have been rounded to blend with 


the curvature of the conduit as well new items and a copy of the 
as to save knuckles when wrenches Switch Box Book, 
slip. And, a new high-produc- - . ot ‘ 
. . > r} yr & 2e y » 
tion die has lowered cost of the following Steel City Southern 
of No. C-247 Representatives: 


contact any 


QUICK & BATCHLER, Inc. 
2323 N. Charles St., Baltimore, Md 
ak ana This Book or Munsey Building, Washington, D. C. 
giving detailed and 
iii dibentweted inbee- EDGAR E. DAWES & COMPANY 
mation on Steel City 401 Rhodes Building, Atlanta 3, Georgia 
Switch Boxes, is 
yours for the ask- PAUL LUMPKIN COMPANY 
ing. 222 Builders Building, Charlotte, N. C. 


GEORGE E. ANDERSON COMPANY 
1903 Griffin Street, Dallas 2, Texas 


ELECTRICAL BOXES AND WA ‘M@ KINDORE DEVICES FOR 
CONDUIT FITTINGS ‘Qags INSTALLING CONDUIT 
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STATES 





where space INSTALL 





is limited © C 


SWITCHBOARDS 
front-connected 


Like all ( Switchboards, these space-saving 
boards are built from standard, pre- 
assembled units that fit readily together to 


form one complete assembly. 


Designed for floor mounting against wall, 
they are constructed of standardized unit 
type sectional enclosures with integral pull 


boxes at top and bottom. 


Switching units are either Shutlbrak or 


The @® Switchboard, Front-Connected illustrated here Klampswitchfuz, plug-in design, permitting 
is 54” x 96” x 14¥%2” and contains two (2) 60 Amp., 


one (1) 100 Amp., two (2) 200 Amp., and one (1) 400 ready interchangeability and replacement 
Amp. 3 P. Shutibrak Switches; also space for two (2) 100 ; 


Amp. and two (2) 200 Amp. future switches. without the use of tools. 


@ Switchboards, Front-Connected are 
available in the following types and capacities: 


SHUTLBRAK — 30 to 1200 amperes, 250 ’ 
volts AC or DC and 600 volts AC. Rotary type Want to know more about these light and 
operating handles furnished on 30 to 200 


— capacities. Straight handles on all power distribution units? Your nearest @) 
others. 


KLAMPSWITCHFUZ — 30 to 600 amperes, representative, listed in Sweets, will be glad 
250 volts AC or DC. 


SNUFARC — 30 to 200 amperes. 600 volts AC. to give you complete information. 


Srank eCdam Glectric Co. li 


P.O. BOX 357 ST. LOUIS 3, MISSOURI Year 


© QUIKHETER 
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Ecouomie Commeut 





HOW CURRENT EVENTS WILL AFFECT BUSINESS TRENDS 





® SUMMER TIME usually brings a 
seasonal slump in trade and busi- 
ness activity excluding, of course, 
those items that thrive on soaring 
temperatures. This slump has not 
reached such serious proportions in 
recent years as it has in the past, 
but the public in general usually 
wonders about the future of 
economy when the summer 
sion begins to appear. 

First of all, it should be indicated 
quite clearly that there is nothing 
alarming in this condition. Ac- 
tivity of business, like the activity 
of humans, normally slows its pace 
when faced with high temperatures. 
Much of our industrial production 
has been geared to such conditions 
and this very fact makes a seasonal 
economic decline a normality. 

On the other hand, the influence 
of air-conditioning, particularly in 
our southern plants and business 
houses, has minimized the effect of 
heat on human activity to a great 
degree. 


our 


reces- 


It may be even more pleas- 
ant for the housewife to shop in an 
air-conditioned store than to re- 
main at home under severe heat 
and humid climatic conditons. Thus 
the summer business slump can and 
will be minimized in the years to 
come. But what of the economy 
now? , 


No depression in sight 
There are many reasons why one 
should not fear any immediate busi- 
ness break or 
The more 
seems to 
follows: 


depression 
important of 
me, might be 


period. 
these, it 
listed as 


(1) Government defense spend- 
ing must and will continue at high 
levels regardless of administration 
desires. 

(2) Public confidence in business 
and in business leadership appears 
high and shows little indication of 
changing in the near future. 

(3) Corporate profits still 
high seemingly on a 


are 
although 


Dr. Bunting. well-known southern 
economist, is president of Oglethorpe 
University, Oglethorpe, Ga. 
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by J. Whitney Bunting, Ph.D. 


The removal or 
retention of the excess profits tax 
in the immediate future appears to 
make little difference in 
policy during the next six to twelve 
months. 

(4) Small town business is more 
healthy than large city 
Thus, those firms that operate more 
closely with people and with com- 
munity affairs seem to have greater 
economic health 
than do our mammoth industries in 
large city areas. 


plateau at present. 


business 


business. 


characteristics 


(5) Recent settlements of labor- 
management wage negotiations in 
the automobile industry have been 
without tremendous 


have increased 


fanfare but 
benefits to labor 
seemingly without curtailing own- 
ership profits. 

Let us examine these reasons one 
by one to get their full impact upon 
the economy. First the problem of 
continuing defense spending. Here 
public sentiment appears to support 
a strong and forthright military 
policy, with perhaps an exception in 
the mid-west area. 

Most of the 
budget 


suggested defense 


have such a 
storm of criticism that any curtail- 
ment of spending will be mild in- 
deed. President 


cuts aroused 


Eisenhower now 
leans to this view and a consequent 
result will be a continuation of high 
employment in defense industries. 
The spending of payrolls from these 
firms will promote high economic 
activity particularly in areas ad- 
jacent to such production. 
few voices 
raised today against business lead- 

Reeall a 
favorite 
that 
banking 


Second, there are 


ership. few years ago 


when 
manded 


political sport de- 
leaders 
interests be public 
“whipping boys.”’ The public shows 
a better understanding of the im- 
portance of real leader- 
ship today than ever before. And 
this understanding 


our business 


and 


business 
along with 
comes a closer cooperation in eco- 
nomic life that 


breeds confidence 


and continued productive develop- 
ment 

In the third place, the probable 
retention of the excess profits tax 
upon industry is not entirely a bud- 
get balancing gesture by the ad- 
ministration. It 
valve to prevent runaway business 


is also a safety 


expansion at a time when inflation- 
ary conditions appear to be under 
control. True, the control may not 
be permanent and secure but heavy 
spending by industry might well 
make times “too good” and promote 


further unhealthy inflaton. 


Small-town economy best 
The fact that 
good economic health, in fact better 
than their larger and more indus- 


small towns show 


trialized urban neighbors, is a good 
A friend recently returned 
from a business trip through the 


sign. 


northern states and reported this 
condition. Since the bulwark of 
our society is still the small cities 
and towns of the nation, this is a 
Further 
strengthening of this condition will 


heartening indication. 
be evident as more and more decen- 
tralization of industry takes place. 

Finally the quick (and favorable 
to labor) settlements of the General 
Motors and Ford wage and special 
have led to 
inuch optimism among economists 
and business experts. There is lit- 
tle doubt but that the agreements 
surprised many experts both as to 


benefits controversies 


the benefits received by labor and 
the speed with which the agreement 
was reached, 

To many this will signify an era 
of good labor management rela- 
tions in industry. To others it de- 
notes continued confidence by thou- 
sands of employees in the strength 
of our economy will be felt 
through added purchases in tne 
stores of the land. 


which 


This is a strong 
economic factor. 

Thus there appears to be strong 
indications for a continued. period 
of good times and, if handled wisely 
by government and business leader- 
is little indica- 


decline 


ship together, there 


tion of economi¢ 








Outdoor connections at switch yard. Note manually prepared terminals. 








a: 


The 600 volt cable for motor connections and single conductor con 


trol cable was RoMarine-RoPrene, style RR-D. All sizes from No. 12 
to 1000 CM style RR-D were used for this service. 





Multi-conductor control cable in this installation is RoLene 
ethylene) insulated and Rome Synthinol sheathed, described by 
Rome Cable specification CT-2. 
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Recently built Kaiser Steel Tin 
Plate Mill (left foreground), Fon 
tana, California. Capacity is 200,- 
000 tons of tin plate per year. 


Electrical Contractor: 
Kaiser Engineers, Inc. 


How Kaiser Steel licked 3 tough cable problems all at once 


In selecting power cables for 6.9 KV 
circuits at its new Fontana Tin Plate 
Mill, Kaiser Steel Corporation faced 
three knotty problems: 


First, the hazard of acid and alkali 
corrosion was severe. 


Second, the threat of electrolytic ac- 
tion was more than a possibility. 


Third, termination and splicing costs 
were important factors. 


Kaiser's choice for this service fell 
to single conductor, 500,000 CM 
Rome RoZone-RoPrene shielded 
power cable, insulated for 3 KV. Two 
sets were installed to connect the 
main substation with two 6,900 volt 
busses in the tin mill proper. Total 
connected load to the busses was 
19,000 HP of M-G motors and 14,250 
KVA of transformers. 


Why RoZone-RoPrene 
RoZone insulated, RoPrene sheathed 
cables offer maximum protection 


against acids, alkalies, oils, greases, 
moisture, heat, sunlight, and flame. 
They are non-metallic sheathed and 
require no lead sheaths. Their 
RoZone (premium quality oil base) 
insulation provides exceptional re- 
sistance to corona action and ozone 
cutting. 

Simple manual terminations elim- 
inate the need for potheads. Stand- 
ard splicing kits only are needed; 
no costly wiped joints. And the 
smooth surface of the RoPrene (Neo- 
prene compound) sheath makes for 
easy working and pulling through 
conduits and junction boxes. 


HELPFUL INFORMATION — Whether your elec 
trical requirements involve special cable de 
signs to meet severe service conditions or 
simple home wiring, consider the advantages 
Rome products offer from the standpoint of 
price and quality. For information that you 
may find immediately useful, send for the 
Rome Power and Control] Cable Catalog illus 
trated below. 


500,000 CM, single 
conductor shielded, 
RoZone-RoPrene 
power cable, rated 
at 9 KV. 


ve wires and cables added protection against heat, 
moisture, Gorrosion and abrasion, several thousand feet 
are encased in Rome* EMT. This is a superior electrical 


metallic tubing, electrically welded for extra strength, You'll get a wealth of helpful 


information fr Rome 
Cable 


with an electrogalvanized exterior surface for protection m the 


against corrosion and a mirror-smooth interior surface to Power and C 


prevent cable injury. Catalog. It contains 65 


pages 


ables and on 


cupon for your 


It Costs Less to Buy the Best! 


7. UC 
Tan 9 Mo age 


ROME - NEW YORK 
and 
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JAMES R. KEARNEY CORPORATION WRITE TODAY for Prices and 
4224-42 Clayton Ave. + St. Louis 10, Missouri Quantity Discount 


CtS cata 


hs S F : os CORPORATION 


ST.LOUIS, MO. 


For Better Construction... For SAFER Maintenance! 
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CATALOGS and BULLETINS 


Available Free to Readers of 
Electrical South upon Request 


(Additional items will be found on page 84) 


1008—Electrical Equipment. The latest edition of the 
Federalog has just been issued by Federal Electric 
Products Co., 60 Paris St., Newark 5, N. J. This profusely 
illustrated catalog contains complete details of Federal’s 
newest motor controls, safety switches, service equipment, 
circuit breakers, panelboards, switchboards, and busduct. 


1030—Condensed Lighting Catalog. This 8-page de- 
scriptive bulletin issued by. Pittsburgh Reflector Co., 450 
Oliver Bldg., Pittsburgh 22, Pa., describes in detail the 
most popular items in the Pittsburgh line of fluorescent 
and incandescent lighting equipment. Each item is fully 
illustrated and cataloged, and many are accompanied by 
installation drawings. 


1032—Receptacles, Plugs, and Connectors. Russell & 
Stoll Co., Inc., 125 Barclay St., N. Y., has released a 
bulletin No. EL-4-46, describing the new Ever-Lok re- 
ceptacles, plugs and cord connections for 30 amperes, 
440 volts, a-c. Typical uses are for heavy duty industrial 
purposes. 


1048—Plug-In Strip. A complete revision of Catalog 
CF-2 has recently been published by National Electric 
Products Corp., Pittsburgh, Pa. This 8-page, illustrated 
brochure pictures the 3 ft. and 6 ft. standard lengths of 
the redesigned multi-outlet branch circuit assembly. Sev- 
eral pages are devoted to detailed instructions for cutting 
the Plug-In strip on the job. 


1054—Fluorescent Fixtures. Catalog No. 52 illustrates 
the commercial, industrial and residential designs offered 
by the Kayline Co. Featured are troffers, glass and louver 
type, recessed incandescent units, and many others. The 
catalog is available from the Kayline Co., 2480 E. 22nd 
St., Cleveland 15, Ohio. 


1058—Conductor Fittings. A complete catalog, illus- 
trated and listing prices, has been issued by Penn-Union 
Electric Corp., Erie, Pa. Described is the company’s com- 
plete line, including a wide variety of service connectors, 
terminals, tees, and taps; also many other types of con- 
ductor fittings. 


1076—Modular Lighting. A 20-page booklet containing 
interesting and useful information about the “modular 
system” of lighting can be obtained by writing to the 
Mitchell Manufacturing Co., 2525 Clybourn Ave., Chi- 
cago 14, Ill. 


1082—Wakefield Luminous Acoustical Ceiling. Just off 
the press is this booklet devoted to the photometric and 
acoustical performance of the Wakefield Ceiling. This 
covers full engineering data and full engineering informa- 
tion and layout help for architects and engineers. F. W. 
Wakefield Brass Co., Vermilion, Ohio. 


1086—Connectors and Couplings. Tomic Sales and En- 
gineering Co., 4864 Woodward Ave., Detroit 1, Mich., now 
have available catalog sheets containing data on the com- 
plete line of their connectors, couplings, and cable con- 
nectors. 


1088—Fittings and Fixtures. A 24-page illustrated cata- 
log covering Killark fittings and fixtures is offered by 
Killark Electric Mfg. Co., Vandeventer and Easton Aves., 
St. Louis 13, Mo. 


1090—Midget-Size Busduct. Complete information on 
Power Plugin, the new, midget-size busduct, is found in 
bulletin No. 703, available from Frank Adam Electric Co., 
3650 Windsor Pl., St. Louis 13, Mo. 


1092—Electrical Boxes and Conduit Fittings. Steel City 
Electric Co., 1207 Columbus Ave., Pittsburgh 12, Pa., offers 
a catalog of their complete line. 


1110—Flexible Cords and Portable Cables. Bulletin 
H-420, a 55-page illustrated booklet describing Hazacord 
cords and cables, is being offered by Hazard Insulated 
Wire Works, Div. Okonite Co., Wilkes-Barre, Pa. 

1130—Conduit Fittings. The latest completely illustra- 
tive catalogue on their diversified line of conduit fittings is 
announced by The Atlantic Conduit Fittings Company, 589 
Atlantic Avenue, Boston 10, Mass. 

1136—Cavalier Heaters. A booklet is available from 
Cavalier Corp., Chattanooga, Tenn., describing the special 
features of the Cavalier Wall Insert Automatic Electric 
Heaters, and including specifications on the four models of 
the line. Cutaway views and photos illustrate exclusive 
features. 

1140—Pole Line Haraware. VUatalog No. 50 has just been 
announced by Hubbard and Co., 6301 Butler St., Pitts- 
burgh, Pa. Hundreds of new products in the pole line hard- 
ware and accessories line are included in this new edition 
which is bound in burgundy fabricoid, embossed, and 
printed in two colors throughout. 





ELECTRICAL SOUTH 
806 Peachtree St., NE 
Atlanta 5, Ga. 


Gentlemen: 


Please send me the bulletins and catalogs indicated. 
(Print Plainly) 


Name 
Company 
Address 


City & State 





June, 1953 


Circle numbers below. Bulletins and 


catalogs will be mailed promptly. 





1008 1030 1032 1048 1054 
1058 1076 1082 1086 1088 
1090 =1092 1110 1130 1136 
1146 1150 1156 1166 
1178 1180 1182 1184 
1188 1190 1192 1198 
1206 1208 1214 1216 
1218 1220 1222 
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—— for your most exacting installations —— 


for time switch quality 
youll neverdo beller 
than to choose Sangamo 


When the chips are down—when you need a time switch 
that’s got to be good—choose a SANGAMO... you'll 
never do better. 


Why? Because Sangamo Time Switches were never 
built to merely meet minimum requirements. Sangamo 
Heavy Duty Time Switches have the exclusive 
Sangamo-built, slow speed motor that is quiet—needs 
no replacement, no repair, no oiling—that has the 
ability to keep operating under great temperature varia- 
tions—and that guarantees long life. 


But the motor is only one of the reasons for the Sangamo 
reputation for quality. 


\ 
\ 


\ 
\ 


vs ihe age aie: 0. i MS AR Nae, CARE 





her eS the SCUSO/l...tor exceptional long contact life: 
oS . 


tact 


. Flex 


. Spring member for maintaining proper con- 


pressure. 


ible copper conductor for high current 


carrying capacity. 


. Stationary contact adjustment screws for easy 


setti 


ng of gap. 


. Heavy silver contacts for low-resistance and 
long life. 


. Curved contact surface for central point of 
contact when closed, and small gap when 
open—for minimum damage from arcing. 


. Roller for low-friction contact operation. 





* Your electrical wholesaler can furnish all types 

of dependable Sangamo Time Switches. See them before 
you specify the time control for your next installation. 
Bulletin 1010 tells the full story—write today. 


SANGAMO 


ELECTRIC COMPANY 








a SPRINGFIELD, ILLINOIS — 


i 
a $T53-2 
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jams: 


There is a Prescolite for any commercial or residential in 
Stallation. Easy to install, Easier to sell! Exclusive features, 
pre-wired units. Wide range colors, styles and finishes — 
unit packing, easy to stock and reship. 


Write for complete new catalogs to: Prescolite 
2229 Fourth Street, Berkeley 10, 
California. : 


A-1 Architectural 
R-7 Recessed 
S-2 Swivel 


PRESCOLITE MANUFACTURING CORPORATION 





red Unit 
Us Pat No 2561986 
S Pat. No. 259 
other patents pending 


ble access 
ke wiring 
r all conditions 


3 remova 
plates ma 
easy unde 


60° wired unit 


Pry-out knock-outs 


nge 
Exclusive Swing -way hing 


iiwsis.. cs Daatin, Gea 


See your distributor or your near- SWEET'S FILE 
est Prescolite sales representative. ARCHITECTURAL 


Atianta, Ga.—Charles L. Woodyard 
Baltimore, Md T. H. Baile 
Boston 10, Mass hn W 
Cedar Grove, N. J... P_M 
Chicago, Illinois —Rud 
Cleveland, Ohio 

Dallas, Texas 

Dayton 2, Ohio 

Denver, Colo.__Kenneth £ 
Detroit, Mich 

Erie, Pa. f 
Flourtown, Pa 

Kansas City, Mo 

Knoxville, Tenn 

Los Angeles, Calif 
Milwaukee, Wisc W 
New Orleans, La.—£ 
Oklahoma City, Okla 
Omaha, Nebr 

Richmond, Va 

Salt Lake City, Utah 
Sacramento, Calif 

St. Louis, Mo 

St. Paul, Minn 

St. Petersburg, Fla 

San Diego, Calif 

Seattle, Wash 

Syracuse, N. Y..-Fa 
Vancouver, B. C 

Mexico City, D. F 


Export Agents 


* ¥. Y 


Berkeley, California Neshaminy, Pa. 
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Why take 
a big 
chance 


b for 
©) a few 


cents? 


NATIONAL 
ELECTRIC 


offers unequalled low-cost protection 


of your installation and reputation 





















Up-to-date builders and 

don't gamble. Sure, they want to hold construc- 
tion costs to a minimum, but they know it's 
foolish to cut corners on wiring for a few cents 
and take a chance on fire hazards and high 


repair and maintenance bills. Their reputation is - 


at stake. 

That's why so many specify STEEL CLAD 
WIRING SYSTEMS of ABC CABLE for their 
installations. 


ABC provides these extra features 





They've learned that 
Steel Clad Wiring Systems provide: 


Protection against shock. Steel raceways are completely 
grounded systems. 

Protection from external mechanical damage to prevent 
time-consuming breakdowns. 

Protection against moisture. 


Protection against corona cutting and breakdowns on 
high voltage work. 


Protection against fire hazards. 
Protection against tampering. 


And they’ve found by experience 
that National Electric ABC CABLE 
CUTS BUILDING WIRING COSTS 










ABC—complete, ready-to-use—is the 
fastest steel clad system to install. 























DILEC SAFECOTE 


—insuloted wires, 
flame retordont, 








ANTI-SHORT 
BUSHING 


moisture resistant, 


i i 
easy-to-strip. y —protects wires | 


y . from outer edges. 


National Electric Products | 


PITTSBURGH, PA. 
3 Plants » 7 Warehouses + 34 Sales Offices 
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EVERYTHING IN WIRING POINTS TO _ 


ABC is easiest to handle . . . easy to 
install. 
ABC wire and raceway are installed 
together. 


ABC is one piece outlet to outlet. 

ABC requires no special tools . . . no 
threading . ..no coupling and causes 
no waste. 


Don't take a big chance for a 


few cents—specify safe wiring 
DOUBLE PATHS TO GROUND > systems thet offer the best 
: protection, security and per- 

on Sizes No. 14 and No. 12— 
(1) Flat grounding strip for manence—Steel Clad Wiring 
continuous low-resistance Systems of National Electric. 


poth (2) Armor with “bond- 
hook”’ 
assures positive ground. 


channel construction 


Listed by the Underwriters’ 
Laboratories Inc. and sold through 


. d di I 
aoe leading electrical wholesalers. 



















THE MAKERS OF THE WORLD-FAMOUS AMPROBE NOW BRING YOU THE 


NEW 
AMPROBE 
JUNIOR 


VOLT-AMP TESTER 


85 


INCLUDING 
VOLTAGE 
TEST LEADS 


IT’S A VOLTAGE METER 
Measures voltage quickly, accu- 
rately on a full-sized calibrated 
scale; eliminates guesswork. 
Gives you tester ruggedness with instrument accuracy (within + 3% of full scale) 


IT’S A SNAP-AROUND AMMETER 
Measures current instantly with- 
out shutdowns or breaking of in- 
sulation forammeter connections. 


PICK THE RANGE THAT FITS THE JOB: 


MODEL "10": O- 10 AMPS A-C 0-125/250 VOLTS A-C 
MODEL "25": O- 25 AMPS A-C 0-125/250 VOLTS A-C 
MODEL “50”: 0- 50 AMPS A-C 0-125/250 VOLTS A-C 
MODEL ‘100": 0-100 AMPS A-C 0-125/250 VOLTS A-C 


Now every service man can be equipped with this time-saving pocket tool. 
The Amprobe Junior pays for itself the first month alone by taking the guess- 
work out of installation and servicing jobs. When you ‘‘Amprobe” it, you get 
it right the first time and eliminate costly call-backs. Write today for Catalog 
No. 132, Pyramid Instrument Corporation, Lynbrook, New York (Export 
Division: 458 Broadway, New York 13. Cable: Morhanex). ES 63 
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ACTUAL 
SIZE 


IF YOUR JOB CALLS FOR 


A MULTI-RANGE AMPROBE: 


AMPROBE “300” 


0-6/15/30/60/150/300 
AMPS AC, 
0-150/300/600 VOLTS AC, 
$49.50 COMPLETE WITH 
LEATHER CASE AND 
VOLTAGE TEST LEADS. 


AMPROBE ‘‘600” 


0-15/30/60/150/300/600 

AMPS AC. 
0-150/300/600 VOLTS AC. 
$59.50 COMPLETE 


AMPROBE ‘'1200" 


0-15/60/150/300/600/ 

1200 AMPS AC. 
0-150/300/600 VOLTS AC. 
$67.50 COMPLETE 
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iF Ar’s PARANITE 
IT’S, RIGHT, Wiz «d (L 


PARAFLEX Non-Metallic Sheathed \ <<a) 
Cable lays flat. Won’t squirm or twist. yearn 
Clean to handle. Plainly marked. Dood 


PARASYN Type TW Thermoplas- 


tic Wire stands exposure too severe for 
rubber insulated wires. Smaller diameter. 





PARA-USE Type “RR” Cable pro- 


vides permanent underground installa- 
tion from power line to meter, and for 
connecting several buildings. Meets re- 
quirements of CAA Specifications L-824 
as Type A (on all applicable sizes). 


PARA-USE 





HYDRO-THERM Building Wire 
combines in a single wire the heat-resis- 
tant qualities of Type RH and the mois- 
ture resistant qualities of Type RW. 


URC Weatherproof Wire and Cable 

can be relied upon to meet severe cli- SAAS rane 7<-7-5'- ; “tans ttatales 
matic conditions. Both actual line and : 

Weather-Ometer tests prove unusual 

ageing characteristics. 


SERVICE ENTRANCE CABLE, 
Type SE Style U unarmoured and Type 
SE Style A armoured. There is also a 
Paranite Service Drop Cable, two con- 
ductor, Type SD. 


Flexible, durable, 
repairs and re 





\ Mek . ‘ 4 i 


\ 


j < 2 : ‘ : on: 
aa \ e : 3 iY ee 
owe PARANITE WIRE AND CABLE... 
THROUGH . AND CABLES 


WHOLESALERS Division of ESSEX WIRE CORPORATION SINCE 1890 
FORT WAYNE 6, INDIANA 


EXPORT SALES OFFICE —LIONEL-ESSEX INTERNATIONAL CORPORATION, 15 E. 26th ST., NEW YORK 10, N.Y. 


ELECTRICAL WIRES AND CABLES “BETTER THAN CODE REQUIRES” 
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You always find the EXACTLY RIGHT 
TERMINAL-in the Complete line 


Shown above, at center, is one of the various Multi-Slit Tapered Sleeve lugs in the Penn-Union catalog. 
You'll also find E-Z lugs with Post-and-Nut, Vi-tite, Multifit, and numerous clamp types. These pic- 
tures can merely suggest the variety. 


Below are shown Thread-On, Shrink Fit and screw types, soldering lugs, a wide selection of 
sheet metal terminals, ete. Penn-Union makes the terminal you need. 
Also, Tee Connectors; Cable Taps; Straight, Parallel, Elbow and Cross Connectors; 
Bus Supports, Clamps, Spacers; Groundin g Clamps; Service Connectors, ete. 
Penn-Union fittings are the choice of leading users, who have found that ij 


Penn-Union makes it, it’s dependable—mechanically and electrically. 


SOLD BY LEADING WHOLESALERS. WAREHOUSE STOCKS CARRIED BY— 


BEN K. PATTON L. MORRIS LANDERS WALTER J. HUEMMER 
Gulf Sales Agency 624 Spring St., N.W. Dallas Transfer & 

3022 Metairie Road Atlanta, Ga. Term. Warehouse Bldg. 

New Orleans, La. Dallas, Texas 


WILLIAM ROBINSON BECKER DRANE 
Gulf Sales Agency Gulf Sales Agency 
524 East 14th St. 731 Wingfield St. 


Little Rock, Arkansas Jackson, Miss. 
PENN-UNION ELECTRIC CORP., Erie, Penna. 
The Complete | fe ==) & 


PENN-UNION | 
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BELL SYSTEM COMMUNICATIONS 


_for flexibility all along the line 


-g.- 2 2-2_ 


' 

\ ¢ 

! 

: @ Mobile Unit to Base Radio Station 
i 


STATION No 








STATION No. 3 





STATION No. 5 


With integrated mobile radio and private-line tele- 
phone service, this Bell System setup is adaptable 
to many requirements. 

Of course. this lavout may not fit your particular 
needs. But Bell Svstem engineers can design one 
that will. Thev ll study vour operations. then tailo1 


a system to voul special requirements, 


. 


TELETYPEWRITER 
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Mobile Unit to Distant Private-Line Station via 


Base Radio Station and Private-Line Service 


Mobile Unit to Distant Mobile Unit 
via two Base Radio Stations and 


Private-Line Service 


Mobile Unit to Mobile Unit within 


range of each other's transmitters 


For Bell System communications you pay a fixed 
monthly charge which is complete. It includes 
continuous maintenance, resources to meet emer- 
_ all the “extras” that would otherwise be 


rencies 
gencies .. 


vour responsibility and expense. 


Your Bell Telephone Company will be glad to study 


your communications problems and needs without charge. 


BELL TELEPHONI 
SYSTEM 





If we really want to stop the 


trend toward a welfare state— 


Let's Stop Asking 


NE OF THE political conundrums of the day is 

tied closely to the problems arising from the 
federal government’s distribution of taxpayer’s 
largesse. 

While there is both “viewing with alarm” and 
“pointing with pride” in the current scene, few can 
answer with any degree of confidence these questions: 

Can we stop asking Washington for it? 

Can we really resist the “Gimme Boys”? 

I am a Jeffersonian Democrat and I am sincere in 
my convictions that Jefferson, a great leader in his 
day, had a true vision in pointing this nation toward 
a right and true course. Jefferson believed in little 
government. 

“What is necessary,” he asked in his First Inau- 
gural, “to make us a happy and prosperous people? 

“A wise and frugal government, which shall restrain 
men from injuring one another, which shall leave them 
otherwise free to regulate their own pursuits of in- 
dustry and improvement, and shall not take from the 
mouth of labor the bread it has earned. This is the 
sum of good government.” 

It is not to examine how far we have strayed from 
Jefferson’s preachments that I write, but to ask the 
questions stated above, and to ask you to inquire as 
to what direction we are heading. 

To find our answer, we can get more lessons from 
history than we can draw from prophecy based on 
our own convictions. 

There once lived a popular political leader who 
seemed destined to change the basic economic and 
political concepts of his nation. He had a good back- 
ground—he was a member of one of the nation’s finest 
families, he had a good education and he had the 
ability to influence people with his charm of manner, 
his oratorical ability, and his manifest qualities of 
leadership. 

It was virtually foreordained that he would become 
the administrative chief of his nation. 

Attaining this post with its power, he set about to 
improve the lot of the common man with a pater- 
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By GEORGE SMATHERS 


United States Senator from Florida 


nalistic program of economic planning and _ social 
reform. 

Prices and wages were set by government decree. 
All or virtually all of the tax load was placed upon 
the upper and middle income groups. Special benefits 
were provided to various groups, and government 
pensions, unemployment compensation, and regular 
grants in all categories of welfare were begun. 

Government bureaus were set up throughout the 
nation to administer this program. 

The leader’s ego thrived. There are indications in 
the history of the period that he considered himself 
incapable of error. 

But after a decade or less, the reform plans went 
awry, and both the common man and his uncommon 
neighbor were in trouble. The monetary structure of 
the nation sagged; the economic planning wasn’t pay- 
ing off. Money values were manipulated but this only 
added to the country’s woes. 

To cap the climax, members of the administration 
finally were caught stealing public funds. 

After ten years, the country was weakened morally 
and near bankruptcy. The nation still had strength 
enough to remove from office the impractical reformer, 
and his abortive schemes were abandoned. But the 
damaging effects remained for a long time. 

Called a savior and peerless leader at the height of 
his power, he later was termed by some historians as 
“Charlatan” and “impostor.” 

His. name was Wang An-Shih. He was head of the 
nation in China from 1069 to 1079. 

Historians are not in full agreement on the long- 
range extent of injuries done by the ten years of po- 
litical paternalism and economic planning. But history 
does record that the nation did not have the necessary 
moral and physical strength when some years later 
the godless hordes of Genghis Khan, bent on world 
conquest, overran and plundered the whole country. 

History tells us in other lessons of the dangers from 
the “Gimme Boys” who thrive on power seated in the 
central government. Back in the Seventeenth Century 
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REPRINTS up to five will be furnished without chorge 
Larger quantities will be supplied at cost, 3¢ each. 
W. R. C. SMITH PUBLISHING COMPANY 
806 Peachtree St., N.E., Atlanta 5, Ga. 


- Washington For It 


No. 7 of a series on problems 
of business and government 


the individualism of the English common law saw 
dangers in a continuous resort to central authority 
for every need and every problem. 

Lord Coke translated the well-known initials, 
S.P.Q.R., not as the Latin abbreviation for the “Sen- 
ate and People of Rome” but as “Stultus populus 
quaerit Roman”—*‘A foolish people runneth to Rome.” 


Similar Dangers Exist Today 
Too great reliance upon the distant and unwieldy 
central government dries up the springs of initiative 
and interest in local government upon which the life 
of a democratic and free people depends. It stimu- 


lates greedy requests for needless appropriations to 
serve local political promises regardless of the general 
economic welfare of the country. Moreover, it makes 
for inefficiency and waste. 

No President, however competent and conscientious 
he may be, can possibly give adequate thought to the 
vast quantity of complex issues entrusted nowadays 
to the chief executive. No Congress, however hard- 
working, can possibly give thorough consideration to 
the huge stream of bills poured into the governmental 
hopper in Washington, or to the astronomical appro- 
priations which the present overgrown central gov- 
ernment is making and ever enlarging. 

The endlessly staggering fact about the U. S. Gov- 
ernment of 1953 is the number of things it has a 
policy about, and the profusion and power of its in- 
struments. 





SENATOR SMATHERS. at the age of 39, is one 
of the outstanding young men in the Federal gov 
ernment. In his first public office, assistant U. § 
attorney in charge of the Miami (Florida) office 
in 1939-41 he attained such wide recognition that 
immediately following his three years with the 
U. S. Marine Corps during the war, he received a 
United States Attorney General appointment to 
prosecute war fraud cases where again he had an 
outstanding record. In 1946, heading a militant 
group of young people, he was elected a member 
of Congress, serving with such conspicuous success 
that in 1950 he achieved the political upset of the 
year by rather easily defeating the veteran Claude 
Pepper in a race for the U. S. Senate 





ELECTRICAL SOUTH for JUNE, 1953 





Our government has a policy about Camel cigarettes 
as well as battery acids; it has policies about foot- 
and-mouth disease, color television and railroad fares 
as well as a would-be policy about the state’s coastal 
waters and even the natural resources found on the 
property owned by some states. 

It is true that some of these policies are decreed 
by Congress but some are the simple creations of 
administration and some have come to have the force 
of policy when based on nothing more than whim or 
political expedience of temporary holders of authority. 

The U. S. Government has grown to be the biggest 
example of almost every material thing of which we 
have examples—the biggest employer (2,500,000), the 
biggest owner of capital assets, the biggest spender 
with an income of 68.7 billions and a budget of 70 
billions (dollar estimates for 1953). This year it will 
buy something like 35 million pencils and 168 thousand 
erasers and 72,000 yards of red tape (they actually 
do use it—to bind documents). Its accumulated records 
would fill seven Pentagons and there is need for yet 
more space. For it is destroying old records at the 
rate of two million cubic feet a year, but filing away 
new paper at the rate of two and one-half million cubic 
feet a vear. 


Services Sound Alluring 


No benefactor imaginable could ever offer you a 
fraction of the services and “things” you can get 
from your federal government. You may get a free 
education, a pension, a homestead in Alaska. You can 
get your old firearms identified, a Japanese sword 
classified, or a 30-day weather forecast. You can ask 
for dredging or damming of a stream, or government 
help to plan a small business or lay out a retail news- 
paper advertising campaign. You can get advice on 
fertilizers or plant pests, testing of your soil, or 
preparation of application for a government loan to 
build a farm. 

For small sums you can buy art prints, “proof” 
coins, maps, two daily government newspapers, and 
any of 70,000 other publications on a variety of sub- 
jects. You can even buy rugs, a lighthouse, or an 
island through the government, but the sums _ in- 
volved are not nominal. The government will help you 
christen a mountain. It will even help you plan a 
community or find a missing person. 

There are a great many other services your federal 
government renders. It helps support the needy blind 
and dependent; it builds highways, operates a barge 
line and a railroad, inspects meat, sells electric power, 
sponsors youth clubs, insures home loans and bank 
deposits (and lives); it tells housewives how to sew 
slip covers; it subsidizes ships, and airlines; it buys 
millions of pounds of eggs and butter. 

It runs employment offices and settles strikes, loans 
cattle to the Indians, runs a film exchange, issues 
patents, supports farm prices and sells synthetic rub- 
ber, besides buying some of nearly everything pro- 
duced in the country; it provides low-cost housing, 
protective tariffs, free navigation aids to shippers, 
medical care to veterans, and statistics to bankers. 

Yet, with all that, we are not yet past the point of 
no return from the welfare state; we have plenty of 
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room to maneuver within the framework of constitu- 
tional democracy. 

Fortune Magazine editors say that with all of our 
services, “What has emerged is no ‘welfare state’ by 
British standards and certainly no police state by any 
standards. It is, however, a government engaged in 
a fabulous number of services to the citizens and 
restraints upon the citizen.” 

This system of services sounds alluring to the many 
of our citizens but we must not forget we give up 
something in return when we ask Washington for it. 

It was because the creeping BIGNESS of: govern- 
ment is to be feared that I, as virtually the sole 
member of the Senate to do so openly, opposed the 
creation of the new Department of Health, Education 
and Welfare. If we are not yet to the Welfare State 
point, I do not think we have sufficient expanse left 
to continue taking such broad steps in that direction. 

Nineteen centuries ago, Plutarch wrote that: 

“The first destroyer of the liberties of a people is 
he who first gave them bounties and largesse.” 

That wise man whose counsels have lived through 
the centuries was talking of the destruction of the 
Greek civilization by its conversion to a welfare state, 
and of the end of the Roman state, which did not 
learn the lesson from the Greeks and Egyptians. 

The same truths which filled Greece and Rome will 
destroy us. Why should we be exempt? If we are to 
look to Washington to fill every need, as the Greeks 
looked to Athens, and as the citizens of the Empire 
looked to Rome, what are we losing? Is our individual 
freedom less important than comfort? Our forefathers 
came to this country seeking not comforts and “se- 
curity” but a freedom that knows no bounds, and they 
achieved their goal literally through blood, sweat, and 
tears; and with all the hardship, suffering and sacri- 
fice, the fruits of their victories were sweet and few 
turned back. 

Without this God-given liberty which always must 
be wrested from the world, we can still have security. 
The totalitarian state offers “security”; we must want 
more. 


Significance of the Individual 

The great liberal minister of Washington, Dr. 
Powell Davies, tells us that “Democracy as contrasted 
with Marxism is founded upon the significance of the 
individual.” He says: 

“It is this significance that is fundamental and not 
the collective significance of the society ... What it 
does mean is that the society shall liberate the indi- 
vidual and not dominate him; that it shall enhance 
his significance and not belittle him; that it shall 
invite his free participation and not enslave him; 
that it shall respect him and not demean him. The 
government is his servant and not his master; his 
leaders are his agents, not his rulers; his fellow men 
are individuals like himself, his neighbors and his 
fellow citizens, not fellow subjects. For democracy 
is founded upon the significance of the individual.” 

And of the “State versus the Individual,’’ Louis 
Bromfield, the farmer and author, writes that a strug- 
gle is going on to make man subject to ‘a 


Please turn to page 5S 
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R Gllor 
The roving Lamplighter" MZomeO7 


A NEW SERVICE AT YOUR DOOR 
No Parking - Yo Waiting 


A mobile service that uncovers 


service jobs in profitable volume 


by Baron Creager 


COMPLETE LAMP REPAIR SERVICE 
d AR SD SEKS of experimen- andbills were at first , 
@ AFTER SIX WEEKS of ex] Handbill f ectal $479 
tation last spring, K. M. Collins has distributed as direct mail 
complete confidence in the eventual pieces requesting a tele- 
a 7 : a a phoned request for a 
ane of his Roving Lamp- visit from the roving 
lighter’ service—providing on-the- lamplighter, but when 
job lamp and appliance repairs that method proved too 
and is considering putting into ser- expensive, small boys 
; ‘ were employed to leave 
vice a second truck equipped ap- 
; : 5 them at doorways along 
proximately like the first. the truck’s routes. 
Mr. Collins is owner of the Avon 
Radio and Electric Service, in Dal- 
las, Texas, and his “Roving Lamp- Mr. Collins does not expect to 
lighter” truck is a standard chassis show a substantial profit solely on 
and panel body equipped for curb- service operation of the truck, 


ANY STANDARD TABLE-LAMP RENEWED! 


Pick-Up and Delivery Service on Small Appliances 


AVON RADIO AND ELECTRIC SERVICE 


4329 Lovers Lane Deties, Texos Phone LA a 


What he does expect to do in the 
long run is uncover a volume of 
business of a type beyond capacity 
stone service of lamps, radios, small which requires a driver who is of the “Ro 
appliances and, in some. cases, skilled in repair and in dealing 
minor television repairs. with people. 


ving Lamplighter” 
business that requires call-backs 
with other equipment, for the ser- 
vice shop on wheels proved from 
the outset that it could discover 
that kind of business in volume. 

As an illustration of what this 
type of mobile domestic service can 
do, in the early stages of the ex- 
periment, three domestic stops re- 
sulted in three different types of 
jobs that could not be handled by 
the “Lamplighter” truck 

One 10b was to completely over- 
haul the lighting system for all 
closets in a residence. A second 


Please turn to page 24) 





The roving lamplighter is so stocked 
with equipment and materials for re- 
pairs that it is seldom necessary to 
take an item back to the shop unless 
the job is an especially complicated 
one. Stock of the truck includes test- 
ing equipment, wiring. and parts, and 
small items for immediate sales. 
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An old industry furnishes new business 


for Southern electrical contractors 


ectrification of cotton 


by Baron Creager 


® COTTON OIL MILLS of the South 
have discovered the safety, econ- 
omy and convenience of converting 
from Diesel and steam to electric 
power, and one Texas contractor 











has had satisfactory experience 
with such jobs and believes there is 
a heavy volume of such work avail- 
able across the country. 

Joe Bob Lawrence of the Law- 
rence Electric Company in Harlin- 
gen, in the Rio Grande Valley of 
Texas, has partially completed a 
conversion for the Valley Co-op Oil 
Mill and reports two others near 
completion. One is operated by 
Swift, the other by the South Texas 
Cotton Oil Company and they are, 
respectively, 95 and 50 per cent 
converted to electric power. 

One of the attractive features of 
this work, according to Mr. Law- 
rence, is the schedule of such mills. 

Habitually, they run 11 months 
out of the year and then close down 
for the twelfth month. Therefore a 
contractor can do all his engineer- 
ing, assemble needed materials and 
complete all preparations well in ad-_ 
vance, then apply himself to the job 
without interference when the mill 
closes. 

But he cannot complete the job in 
one month and must do it in sec- 
tions, either when the mill is com- 
pletely closed down, or by previous 
arrangement with mill management. 

“My last job ran $125,000 with- 























There were 12 typical load centers in 

the cotton oil mill conversion job, and 

take-offs were to various motors in the 

region. (Below) Closeup of the instal- 

lation. Mr. Lawrence stands at left 
with a straw hat on. 
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oil mills 


out motors or starters,” Mr. Law- 
rence commented. 

“These jobs almost sell them- 
selves, too, now that the mill people 
realize the advantages involved. The 
conversion trend has set’in, with 
Diesel and steam going out in favor 
of electric power. And whether the 
job is a full conversion or merely 
replacement of old wiring, the oil 
mills know the best job they can get 
is the most economical. 

“They know, too, they can oper- 
ate more economically after the 
conversion or re-wiring. Taking in 
electric power gets a lot of anti- 
quated equipment out of the way. 
This is an advantage because this 
old stuff is a hazard and, after re- 
moving it, the mill finds it has more 
room. In my opinion, it is a good, 
field for the contractor.” 


Dust-proof units used 


Mr. Lawrence says that all such 
installations are either semi or 
completely dust-proof, to circum- 
vent the explosion hazard. In areas 
of heavy dust, installations must be 
100 per cent dust-proof. It is neces- 
sary to isolate power panels, which 
are sealed off from dust, and power 
runs from these panels to dust- 
proof push-button stations. All mo- 
tors must be made dust-proof. 

In going into the cotton oil mill, 
Mr. Lawrence entered by way of 
the ground. For this he uncovered 
a ditch, 13 feet wide and 54 inches 
deep. 

For this underground distribu- 
tion to various load centers, the 
ditch carried a total of 28 four-inch 
lines of conduit, each conduit carry- 
ing three 350,000 MCM RHRW. 

The completed underground nest 
of conduit was 36 inches below 
ground level and sealed in concrete, 
with concrete three inches thick be- 
low, on both sides and above the 
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Underground conduit was extended from a switch house to various load cen- 


ters, 36 inches below ground level. 


The lower picture gives an idea of the 


size of the ditch, 13 feet wide and 54 inches deep, prepared for the conduit. 


installation for protection. 

Mr. Lawrence recently completed 
his own building in Harlingen and 
occupies half of the front section, 
where Mrs. Lawrence, who is also 
active in the business, maintains a 
display of small appliances. 


However, contracting is the prime 


interest of this institution and the 
shop occupies the entire rear sec- 
tion of the structure. 

Two accompanying photographs 
make it unnecessary for Mr. Law- 
rence to claim one of the neatest 


shops maintained by a contractor, 
any place, for when the day is fin- 
ished there is a place for every tool 
and piece of equipment, and Mr. 
Lawrence insists they be in their 
places. 

“It is a lot safer and a lot more 
convenient to keep the place clean,” 
he said. 

“If tools and equipment are in 
place, no one is going to stumble 
over something and get hurt. And 
it is much easier to find the stock 


we want, without loss of time, with 
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an orderly arrangement of storage 

“Tools and equipment were not 
posed just for the sake of a picture. 
I invite anyone to inspect the shop 
at any time. It will always be in 
approximately the neat condition 
shown.” 


Roving lamplighter 


(Continued from page 21) 


called for replacement of practi- 
cally all receptacles in a home and 
a third involved running a 220-volt 
circuit for an air conditioning unit. 

This business is discovered by 
predetermining a route the mobile 
unit will follow on a certain day 
and by notifying householders on 
that route that the “Roving Lamp- 
lighter” will be in the neighbor- 
hood. 

This was originally done by di- 
rect mail pieces, but direct mail 
proved to be more expensive than 
expected. So Mr. Collins planned to 
substitute distribution by school 

= H boys after the close of school. 
- » : 4 Such a _ project, he explained, 
on male g would call for circularization by 
E ——| | i youngsters of a neighborhood se- 
a . lected with an announcement that 
could be attached to each door knob. 
One side of the announcement 
would bear information on the ser- 
vice and the approximate time it 
would be available to households of 
the area. The other side would bear 
the two words, “Stop Here,” so the 
householder could attach the litera- 
ture to the door knob as an indica- 
tion that a call was requested. 

In this promotion, Mr. Collins 
plans to lay emphasis on service 
for lamps, fans and irons, in line 
with the summer season. 

However, the “Roving Lamp- 





lighter” specializes continuously on 
portable household lamps and light- 
ing fixtures. 

“It is often surprising the 
array of household electrical units 
brought out for repair when the 
truck stops,” Mr. Collins com- 
mented, “‘for in nearly every house- 
hold some electrical appliance will 
have been in need of repairs for 
perhaps months, but none there has 
remembered or found it convenient 
to transport the item to the shop. 

“This applies especially to lamps 


Members of the Lawrence organizati i 

h ganization pride themselves on the neatness of 7 

: . , ss and some of the lamps ‘ re 
their shop. Mr. Lawrence has provided a place for each piece of equipment arenes ee 
and he maintains that having a place for everything saves valuable time, brought to the truck for repairs 


and cuts the number of accidents caused by stumbling over equipment. (Please turn to page 76) 
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A formula for estimating 


by Beatrice Miller 


@ AN ELEMENT of gamble exists in 
every estimate made on an electri- 
cal installation even though years 
of experience and a_ thorough 
knowledge of costs of materiais 
and individual output of each elec- 
trician back them up. This is the 
belief of R. J. Leedy, veteran esti- 
mator of the R. J. Leedy Electric 
Co., of. Washington, D. C. 

In discussing the business of 
estimating, Mr. Leedy stated that 
of the estimated volume of $140,000 
for residential and commercial in- 
stallations and servicing for the 
current year, he predicts 25 per 
cent will be losing jobs, 40 per cent 
will break even, and enough will 
be made on the remainder to come 
out ahead. 

Although he predicts that profits 
will be small, Mr. Leedy believes 
that the amount of good will built 
up through ‘dependable work at 
reasonable prices will be large. 
Good will brings a swelling stream 
of repeat business. This is the for- 
mula which doubled the volume of 
the Leedy company’s 1951 business 
during the past twelve months. 

Mr. Leedy went on to illustrate 
how he estimates the cost of a job. 
As an example, he considers the 
installation cost of an_ electric 
range. He knows the amount of 
time it will take from the moment 
an electrician leaves the office to 
the time he returns upon comple- 
tion of the job would be an esti- 
mated four and a half hours. 

An estimate must also consider 
cost of the required materials 
which would include 40 feet of 
cable, a switch, and miscellaneous 
electric supplies. 


$22, labor $25, 


If materials cost 
and a permit $4, 
this totals $51. To this figure, Mr. 
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Leedy adds 20 per cent for the cost 
of overhead, and ten per cent for 
profit. The job estimate would then 
be $66. 

In presenting his bill to the cus- 
tomer, Mr. Leedy submits list price 
of material and rate of charges 
per man hour. This makes a more 
acceptable statement to the cus 
tomer. 

“If a man is to be on the job at 
8:30 a.m. and he has a flat tire on 
the way and doesn’t arrive until 9, 
we still have to pay him from the 
moment he left this office at & 
o'clock to the time he gets back,” 
Mr. Leedy explained. “If I were to 
put on a customer’s bill, 61% hours 
for labor at $5 per hour, there 
would most certainly be some pro- 
test that actually the time on the 
job came to only three hours. Item- 
izing a customer’s bill with list 
prices of materials and regular 
hourly rates for labor makes for 
far more favorable relations.” 


Letter-contract method used 
The Leedy organization uses no 
forms in submitting an 
estimate. Upon returning to the 
office, however, Mr. Leedy writes 
a letter to the customer detailing 
the work to be done, materials to 
be used, amount of time to be con- 
sumed, from which he compute 
and quotes the total cost of the ser 
vice. If the estimate is acceptable 
and the job is assigned to Leedy’ 
the letter of estimate is signed by 
the customer and a duplicate is 
signed by Mr. Leedy. The _ ex- 
change of signed contracts protects 
both parties. 

Any extra jobs outside the in- 
stallation or repair work require a 


letter of authorization from _ the 


customer and an agreement signed 
as to terms and estimate rhis 
usually takes place only on large 
jobs. But Mr. Leedy sticks by his 
estimate whether it puts him back 
or not, 


Customer has responsibilities 

If the customer wants the cable 
concealed and the Leedy men run 
into a crossbeam and break up the 
plaster, they will replace the plas- 
ter as best they can, but they are 
not responsible for a finished pn 
fessional plastering and painting 
job. That, the customer will hav 
to do at Nis own expense. 

The Leedy Company recently in- 
stalled a 100-ampere service with 
a 7'o hp hook-up for a three-phase 
refrigeration unit going into a 
vegetable storage room that re 
quired a 50 degree temperature. In 
the completed job, the company 
dispensed with a mainline discon 
necting switch and combined me- 
ters from five to three. Figuring 
the job would take six days with 
two men a day on the job, Mr. 
Leedy added the cost of labor and 
then the ten per cent for overhead. 

“I know each one of my men, 
That is 
how I can arrive at the figure de- 
noting how much time the job will 
take,” Mr. Leedy points out. “If 
I’m reading an installation job off 


and what his output is. 


blueprints, I figure so much per 
outlet. Estimates vary from job to 
job, too, depending on conditions 


The cost of 


made up in a statement on the 


labor is sometimes 


number of outlets. For example, in 
a recent job where there were 200 
outlets, we charged $15 per outlet 
Then adding ten per cent for over- 
head, the estimate on that job took 
in labor costs through the itemiza 


tion on outlets.” 


Work space is considered 


The amount of space in which 


vill work should 


Whece 


plenty of room the electri- 


estimates 

there 

ork faster and : ) com- 

pleted soone) ! d ace to 

work in retards 

On maintena! 
tracts where a 
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The wiring installation for the bank building of the Perpetual Building 
Association, Washington, D. C., included this modern deadfront board. 


@ UPON UNDERTAKING the wiring of 
the Perpetual Building Association, 
several difficulties become apparent. 
Difficulty obtaining materials due to 
defense needs and the speed re- 
quired in completing the work were 
anticipated. There was also the 
necessity for maintaining complete 
operation in the existing building. 
Added to this was the problem of 
storing our materials before use in 
the very limited space of a building 
located in the heart of the business 
section. 

To maintain full operation of the 
bank it was decided to perform the 
work in two operations: first, to 
build one-half of the new building 
without interference with the old: 
and second, to transfer operations 
into the new half and then complete 
the second half of the new building 
(now in process of completion). 
This meant all operations on our 
part had to be coordinated to make 
both jobs of uniform construction. 
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Due to the size of the structure, 
75 ft. by 200 ft., and the need for 
two sections of construction, the 
feeder system was designed in two 
sections with the service board in 
the first section. The building is 
provided with two pipe shafts and 
wire closets, one in the first section 
of construction, the other in the 
area of the old building. The feeder 
system is standard. 

The problem of material short- 
ages and anticipated speed in com- 
pleting the project added to the 
storage problem. Materials could 
not be scheduled but rather had to 
be taken as found available. With- 
out space for storage we resorted 
to the use of our own storage ware- 
house in Arlington, Virginia, and 
when this became impractical for 
fixtures, these items were stored in 
a local storage warehouse and with- 
drawn as necessary. 

Because of the shortage of space, 
materials such as conduit had to be 


Electrical 


by J. E. Williams 


Engineer, E. C. Ernst, Inc. 
W ashingion, D. C. 


delivered on a daily requirement 
basis. such as 2000 to 3000 feet 
rather than several deliveries of a 
carload at a time. Panels and panel 
cabinets were delivered one and 
two at a time. Q-floor raceway was 
delivered on a hundred foot basis 
and as noted above, fixtures were 
picked up only as actually needed. 

Due to the location and type of 
job, amount of time and loss of 
time in handling and storing ma- 
terials had to be taken into consid- 
eration in preparing their budget. 
This was paid for by the owner. 

Under the system of construction 
outlined, maintaining full bank ser- 
vice in the old building presented 
no problem until occupancy took 
place in the new building. At this 
time trouble developed. Since the 
new banking equipment was _ not 
available, old equipment was moved 
into the new building. This equip- 
ment turned out to be d-c operated. 
We were forced to set up a motor 
generator to maintain operation of 
this equipment until such time as 
its replacement arrived. 

A bank with an office building 
added thereto, the Perpetual Build- 
ing Association job had its first 
floor or bank lobby equipped with a 
standard floor duct system for both 
telephone and power. 

All other floors are equipped with 
Robertson Q-floor duct. All duct 
systems are fed from panels in both 
wire shafts. This feature enabled 
us to wire a large number of tem- 
porary air conditioning units in or- 
der to put the first half of the build- 
ing into operation. Feeders were 
run in the ductways without the 
presence of conduits and hazard- 
ously exposed cables. The building 
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construction problems 


Wiring half of building for immediate 


occupancy complicated the electrical 


work on this Washington bank. 


ie 

















is equipped with panels of the cir- 
cuit breaker type. 

The office section of the building 
is wired in standard manner pro- 
vided with commercial recessed-type 
fluorescent fixtures. 

The bank area is equipped with 
many types of lighting for decora- 
tive effect and utility. There is cold 
cathode cove lighting, incandescent 
spotlights, downlights of 1000-watt 
capacity in the two-story-high area. 
The tellers’ desks are. specially 
lighted to supplement the ceiling 
downlights. Recessed indirect fluor- 
escent lighting is provided under 
the tellers’ counters which raise the 
light level at working height to a 
satisfactory point for such work. 
This special lighting is concealed 
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from the customer and does not af- 
fect general illumination. 

The employees’ cafeteria is 
lighted in a manner similar to the 
general office area with the addi- 
tion of surface mounted incan- 
lighting. The directors’ 
suite and board room are equipped 
with a louvred ceiling lighted by 
strip fluorescent fixtures. 

The complete building has 1553 
four-foot or equivalent fluorescent 
recessed troffers, 321 


descent 


standard in- 
candescent fixtures and 94 special 
incandescent fixtures which are 
mainly in the bank area itself. Some 
5000 fluorescent and 48 in- 
candescent lamps of 1000-watt are 
in use. 


tubes 


The building is equipped with a 


Above, cap is being removed from 
a Q-floor duct in the Perpetual Build- 
ing Association by an electrician work- 
ing in the second half of the building. 
Left, recessed type fluorescent lighting 
in the building’s cafeteria provides a 
soft, even, non-glaring lighting. 


clock 


tronic type, and the garage has a 


master system of the elec- 
completely automatic operating door 
and traffic light system. The garage 
is also equipped with a lubrication 
rack for 
turntable to 


servicing company cars 


and a facilitate han- 

dling cars in and out of the build- 

ing. 
The 


ploy ees’ 


lobby 
office are furnished with a 


main and bank em- 
central music system, piped in, with 
local volume and an off-control for 
each immediate area. 

The 


conditioned by 


building is completely ait 
equipment in the 
roof penthouse, the main compres- 
sor of which is operated by a 250 
hp motor. There are approximately 
34 other large motors varying from 
10 hp down to 3 hp making a total 
of 250 hp including elevators. 

At the last moment a completely 
equipped hobby workshop for em- 
ployees was installed in the base- 
ment where building maintenance 
Electrical 
o page 64) 


is carried out as well. 


Please 
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Planning, hard work, and readiness to take 


advantages of opportunities open way to 


Successful electrical contracting 


@ WHEN Bos Moser of Fort Worth, 
Texas, decided to go into business 
for himself in May, 1946, he had 
$800.00, an old truck, and a credit 
rating. His first job was an $8000.00 
cost plus egg-racking and washing 
project for Swift Dairy and Poul- 
try in the T&P freight station. 
Luck? No. According to Mr. Moser, 
he planned it that way. 

There has been a lot of specula- 
tive talk about Bob Moser’s “luck” 
ever since he started in business. 
But nobody knows better than Bob 
how much planning it took to bring 
about the conditions that appear to 
be luck to the superficial observer. 
And the best part of it is that he is 
more than willing to share his suc- 
cess secrets with those who are 
struggling to get started but don’t 
seem to have any “luck.” 

Before we get started on Bob’s 
story, let me say here and now that 
it is not the purpose of this article 
to discourage interest in house wir- 
ing or in competitive bidding on 
any type wiring by the beginning 
contractor. Many contractors who 
began in a small way, in fact most 
of them, found it expedient to start 
with house wiring. They have been 
’ very successful. It is a fine way to 

start, and it is a lucrative field. 

A good proportion of the large 
contractors have grown to their 
present size as specialists in the 
residential field. And I know of sev- 
eral contractors who got their 
starts by going to a builder and 
saying to him frankly, “I’m just 
starting out on my own, and I’m 
not asking you to give me any busi- 
ness regularly done by another firm 


Bob Moser’s shop, as of today, is a 

small modern structure on two levels: 

office at street level—warehouse and 
shop below. 
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by Walter R. Stone 


Chief Electrical Inspector 
Fort Worth, Texas 


that you know and trust. But if 
there is any work that you let out 
on bids, I would appreciate your 
letting me bid along with the 
others. That’s all I ask.’”’ These men 
are now getting business. 

Now that it is clear that I am not 
trying to discourage anyone who 
contemplates this manner of start- 
ing, but rather wish to point to still 
another way in another field, let us 
get on with the story of Bob Moser 
and prove that it can be done by the 
little man anywhere. 

When Bob quit his job as fore- 
man for a large electrical contract- 
ing firm, he had a wife and two 
small children and the very limited 
amount of capital mentioned in the 
beginning of this article. People 
said that he was crazy. But before 
he had time to take the examina- 





tion and get a license to contract on 
his own, Swift Poultry and Egg 
called the firm which Bob had been 
working for and asked for him. 
When told that he was no longer 
with the firm, they made it their 
business to find him. When they 
had found him, they asked what 
firm he was with. He told them that 
he was going into business for 
himself. 

The answer was: “Then we've 
got a job for you.” When Bob said 
that he could not take the job until 
he had obtained his license, they re- 
plied, “Then the job can wait until 
you do. Contact us as soon as you’ve 
gotten your license.” He did. Re- 
sult? The $8,000.00 job mentioned 
earlier. 

I could not resist asking, “Bob, 
wasn’t that just a piece of luck?” 
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“That’s what everybody else 
thinks,” he answered. “Depends on 
how you look at it. But I had 
planned for the day when that 
would happen.” 

“How do you mean?” I asked. 
“Did you know the job was coming 
up? Was the man in charge your 
friend? Did you quit at just the 
opportune time to have it thrown 
your way?” 

“The answer to all your ques- 
tions is ‘No,’’”’ he replied. “I started 
my planning long before that, as 
soon, in fact, as I had worked at the 
trade long enough to know that I 
liked it. I decided then to learn the 
trade right and then get into the 
business for myself. I didn’t want 
to enter the house wiring field, and 
I didn’t relish starting on a cut- 
price basis. I liked quality work, so 
I knew I had to base my business 
on service and satisfaction at a 


His faith in progressive ideas was put 
to work by Bob Moser when he e¢ 

verted entrance lighting of the W. T. 
Waggoner Building, in Fort Worth, 
from old-style hanging ceiling fixtures 
to a modern luminous ceiling, as 
shown in these before and after pic- 
tures. Lighting of the lobby brought 
him several other jobs in the 20-odd 

stories of the building. 


ELECTRICAL SOUTH for JUNE, 1953 


fair price. That was my _ goal. 
Everything I did after that was 
planned to take me a step closer to 
that goal. When I was foreman, | 
stayed on the job, I looked after the 
customer’s interest, | made it my 
business to please that customer. 
When the job was done, the cus- 
tomer was happy. I’ve always con- 
sidered it my moral duty to look 
out for the best interests of the 
customer. That was true when | 
worked for the other firm and it is 





true now. I train my men to do the 
same. Customers don't forget. 
That’s how I got my first one 
memory of service rendered. Luck? 
Call it luck if you want to. But any 
man who tries as hard as I have 
can duplicate anything that I’ve 
done.” 

“How did you manage to carry 
through an $8,000.00 job on $800.00, 
Bob?” I asked. “Did they advance 
you money at frequent intervals as 


Please turn te page 69) 














The National Bureau’s recently completed 
study of radiant glass heating panels indi- 
cated that the units were usable as a satis- 
factory, though more expensive, method of 
warming a basementless house. Exploded 
view of a typical radiant glass heating 
panel shows its principal components— 
frame, reflector, and glass heating element. 
Tests of the panels were conducted in the 
NBS Test Bungalow. This cutaway view of 
the insulating shell which surrounds the 
bungalow shows a corner of the house. 
Unit coolers are used to maintain the de- 


sired test temperatures. 


Radiant glass heating panels 


The National Bureau of Standards has announced the findings of 


its study of this method of heating small buildings. 


@ IN RECENT YEARS radiant glass 
heating panels have come into in- 
creasing use for heating residences 
and other small buildings. This 
type of panel was recently studied 
under controlled conditions by Paul 
R. Achenbach of the National 
Bureau of Standards under the 
sponsorship of the Housing and 
Home Finance Agency. The results 
of these tests indicated that elec- 
trically-heated radiant glass panels 
constitute a satisfactory method of 
warming a_basementless house. 
However, even with the house 
thoroughly insulated, electric heat- 
ing can be expected to entail higher 
annual heating costs in most areas 
than would coal, oil, or gas because 
useful heat derived from electricity 
has a higher unit cost than that 
produced from these common fuels. 

The tests were conducted in the 
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NBS Test Bungalow, a small one- 
story house of four rooms and bath, 
with a hallway near the middle of 
the structure connecting the rooms. 
For the purposes of these tests the 
house was treated as basementless. 
The Test Bungalow is completely 
enclosed in an insulated structure 
with a five foot space between out- 
side bungalow walls and the inner 
walls of the enclosure. Unit coolers 
in the enclosure allow the control 
of outdoor temperatures. Thermo- 
couples, suspended at various levels 
throughout the house, were used 
with indicating and_ recording 
equipment to observe the tempera- 
ture distribution in the house. 
The typical radiant glass panel 
is mounted on a metal frame and 
backed by a reflective shield from 
which it is separated by a small 


air space. A metallic coating on 


the rear surface of the glass serves 
as the electric conductor and heat- 
ing element. The output per panel 
is typically about 1000 watts, al- 
though units with lower wattage 
ratings are available from some 
manufacturers. Panels are designed 
for either 115 or 230 volts a-c, and 
are made for mounting beneath 
windows, as baseboard units, or as 
vertical units adjacent to window 
frames. 

Heat is transmitted from glass 
heating panels primarily by radia- 
tion and convection. When the panel 
is heated above the room air tem- 
perature heated air passes upward 
over the face of the panel, through 
the space between the glass and 
the reflective shield, and between 
the shield and the frame of the 
panel assembly. At the same time, 


radiant heat is emitted outward 
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In the tests of radiant glass heating 

panels, two units were mounted to- 

gether under the living room window 

as shown. Installations in other rooms 

used single panels. The panels were 

tested with the house both insulated 
and uninsulated. 


Curves comparing the vertical tem- 
perature differences and heat losses 
over a wide range of indoor-outdoor 
temperature differences show the 
effect of insulating the house. 
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2 inch - 94 inch gradient 


from the face of the panel. The 
passage of air through the spaces 
back of the glass keeps the tem- 
perature of the rear of the assem- 
bly cool enough to allow it to be 
in contact with combustible ma- 
terials. 
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For some of the tests, the bunga- 
a an nereraresy with 3%% inches © Radiant glass, house uninsulated 
of rock wool laid on the upper side A 
of the ceiling of the living quarters © Radiant glass, house insulated 
and one inch of rigid fiber board 
insulation nailed to the bottom of 
the floor joints, and the windows 
and doors were weatherstripped. 
The bungalow with this amount of 
insulation was considered as “‘unin- 
sulated.” For the remainder of 
the tests, the stud spaces of the 
walls of the bungalow were filled 
with expanded-mica insulation, and 
plastic-filled wire mesh screen cloth 
was tacked over the outside of the 
window frames to simulate storm 
windows. With this additional in- . 
sulation, the house was considered 30 40 90 60 70 
“insulated.” Indoor - outdoor temperature difference, F 

Ten radiant glass heating panels 
were installed in the Test Bunga- 


Vertical 
temperature difference, F 
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Observed heat loss of house, 
Btu per hr x 1073 

















low at the beginning of the tests. power supply corresponding to a steady power demand and approxi- 
Two of these were placed under the capacity of approximately 820 n.ately 30 minutes 


were required 
double window of the living room, watts. The panels in each room to attain 


a steady temperature on 


one under the single window of the were connected to separate elec- the exposed glass surface. The tem 


living room, and one under each of trical circuits and the room tem- peratures at the centers of the 
the other windows of the bungalow, perature of each room was con- ylass plates operating at rated volt 
making a total of three panels in trolled by means of an individual age averaged about 340° F 

the living room, two in the kitchen, thermostat and relay The temperatur 
two in the north bedroom, two in The initial power demand for the the Test Bungalow 


the south bedroom, and one in the panels was about 145 per cent of ferent test conditions 


bathroom, all located just above the the steady demand after the panels outdoor tem 
floor level. The panels were rated became thoroughly heated Ap- from 0 


i 


erat 


at 1000 watts at 230 volts, but were proximately 20 minutes were re- 
actually operated on a _  208-volt quired after starting to attai 
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Lightning protection 


for industrial plants 


® TEXTILE MILLS or any other in- 
dustrial plants should begin their 
lightning protection immediately be- 
yond the end of the power company 
system. The last power company 
step in most cases is lightning ar- 
resters on the high voltage side of 
their substation. These arresters 
are tied to the substation ground. 

We begin our protection between 
the substation and our main switch- 
board breaker with lightning ar- 
resters in parallel with surge ca- 
pacitors. All of our old indoor 
switchboards have lightning ar- 
resters connected to the incoming 
line as it starts through the mill 
wall. As we have replaced these 
old oil breaker switchboards with 
draw-out air circuit breakers, we 
have included lightning arrester- 


This article is adapted from a talk 
made by Mr. Ward at the recent Tex- 
tile Electrical Conference, at Georgia 
Institute of Technology, sponsored by 
American Institute of Electrical Engi- 
neers, 


Fig. 1. 
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Lightning arrester-capacitor mounted in rear of 
incoming line panel of the outdoor switchboard. 


capacitor combinations. We bought 
a three-phase thyrite lightning ar- 
rester and three-phase capacitor 
separately for the first new switch- 
board, but have had them included 
in the specifications for five other 
switchboards. 

A lightning arrester-capacitor is 
mounted in the rear of the incom- 
ing line panel of one of our outdoor 
switchboards. (See Fig. 1.) These 
are connected directly to the bus 
and to the switchboard ground bus. 
The switchboard is of the outdoor 
type located adjacent to the sub- 
station, and in such instances we 
connect the switchboard ground bus 
to the power company substation 
ground. 

The new indoor’ switchboards 
will have their lightning arresters 
and capacitors mounted similariy 
and connected the same as the out- 
door switchboard. The switchboard 
ground bus is connected to a 6- to 
8-inch main water line or sprinkler 
line. We file the pipe and clean a 


by James W. Ward 
Avondale Mills 


Sylacauga, Alabama 


good surface before strapping it 
with a 3/16-inch by 2-inch copper 
bus. The ground wire is connected 
to this strap with a good wire to 
copper bus connector. The ground 
wire in both instances is No. 4/0 
bare, strandéd copper. 

In some instances loads are 
connected to the substation bus 
through individual circuit break- 
ers. The substation shown in Fig. 
2 serves a boiler room line, a dis- 
tribution line with a voltage regu- 
lator, a series fence lighting line, 
and a line from the switchboard 
for shop and supply room lighting. 
The boiler room line has lightning 
arresters on its first pole. The vil- 
lage distribution transformers are 
self-protected, and we have lignt- 
ning arresters on each side of the 
voltage regulator. There are light- 


| 


‘ 








Fig. 2. Sub-station at one of Avondale’s plants serves sev- 
eral lines. Note lightning arresters atop poles. 
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Yes, all over the country, builders of such developments as Levittown, New 
York, United Nations Apartments, Long Island, and John Hancock apart- 
ments, Boston, used Leviton wiring devices for good reasons. 


These builders found that Leviton’s “5000” line meets all government speci- 
fications — FHA, REA and others. They found that the “5000” line provided 
double contacts, wide plaster ears to make proper alignment faster. 
The staked brass binding head screws, with large heads, milled slots, e 

and up-turned terminal lugs made wiring easier and positive. Cups 5 0 0 oO li ne 


made of heavy, sectioned and ribbed Bakelite assured satisfaction 


ee * 
in heavy duty performance. Wiring devices 





For quality’s sake ... make your next installation LEVITON! 


: main plants and office: Brooklyn 22, New York 


LEVITON MANUFACTURING COMPANY : warehouses in: Chicago, Ill. and Los Angeles, Col. 


t offices located in all principal cities 
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Fig. 3. A lightning arrester is connected to each line where 
these four circuits enter the mill building. 


ning arresters atop the pole too. 
The constant current regulator is 
of the self-protected type. 

Where a feeder line supplies a 
load in an adjoining building, we 
connect lightning arresters to the 
line as it leaves one building and 


again as it enters the other. This 
is quite necessary where the switch- 
board is located in one building and 
its feeders supply loads in another. 
Fig. 3 shows four circuits entering 
the mill with an arrester connected 
to each line. Some of our outside 
loads are at a distance from the 
mill or switchboard and require a 
pole line. In such cases, we install 
lightning arresters at each building 
or on the end poles. If the load is 
of sufficient importance we include 
a ridgewire over the line, and surge 
capacitors at the load. The ridge- 
wire is grounded at each second or 
third pole. 

There is a fire pump inside a 
building with an insurance com- 
pany’s recommended fire pump 
panel, which has surge capacitors 
on the line side. The ridgewire on 
this installation is No. 6 solid cop- 
per and the lightning arresters are 
nearby. 

Another method of handling the 
end of a long exposed line is to ex- 
tend the line one span beyond the 
load. We have one case where we 
have applied this principle. We 
have lightning arresters on the last 
two poles. It may be argued that 


34 


this is of no consequence, but in 
any event it gives protection, and 
we have had no failures in this 
circuit. 

We are installing a new overhead 
incoming line from the substation 
to our LaFayette Plant. The line 
consists of six 350 MCM bare cop- 
per conductors and is 300 feet long 
with three spans. We have included 
a No. 2/0 bare copper ridgewire 
grounded at each pole and to the 
water system at the mill. The ridge- 
wire is connected to the substation 
ground as well. There are lightning 
arresters for each wire on the pole 
nearest the substation and at the 
mill wall. Two three-phase surge 
capacitors are mounted on the mill 
wall and connected to the line. 

We have installed lightning pro- 
tection equipment on all new lines 
and the old lines were already so 
equipped. Regardless of this, we 
still have motor failures during 
lightning storms that can be at- 
tributed only to the lightning 
surges coming in through our 
switchboards and on our lines, or 
generated in the long mill networks 
supplied. As best I can determine, 
our failures are on motors that 
have been in service for quite some 
time. Therefore, the indication is 
that the smoothed out voltage wave 
of a lightning stroke through the 
arresters is enough overvoltage to 
break down weak points in motor 
insulation. The preventive I see for 





Fig. 4. Surge capacitors and lightning arresters protect the 
circuit serving the fire pump motor in this building. 


this is regular insulation tests with 
repairs made immediately on mo- 
tors with weak insulation. 

Poor grounds are another reason 
for motor failures during lightning 
storms. With a high resistance 
ground, the lightning arresters and 
surge capacitors are unable to 
drain off any of the surge. We 
checked our grounds two years ago 
and plan to check them at such in- 
tervals from now on. 

A safe ground, of five ohms or 
less, is of prime importance to in- 
dustrial plants as well as power 
companies. Such grounds in con- 
junction with your arresters and 
capacitors will insure better pro- 
tection against lightning and fail- 
ure of insulation. 


“I said bring me a bus bar—not boy!” 
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IT ALWAYS PAYS TO CONSULT 


YOUR BASIC SOURCE 
FOR LATEST DEVELOPMENTS 


IN ELECTRICAL CONNECTORS 


REPRESENTATIVES IN ATLANTA, BALTIMORE, 
BIRMINGHAM, CHARLOTTE, DALLAS, HOUSTON, 
JACKSONVILLE, LITTLE ROCK, MEMPHIS, MIAMI, 


NEW ORLEANS, TAMPA, WASHINGTON, D. C. 


VERSITAP 


OKLIP | QIKLUG | HYLUG 


With more than 30,000 individual 
Burndy connector designs—Burndy 
is ready to serve your connector 
needs promptly, efficiently. 

70 graduate engineers will help you 
solve any connector problems in 
joining, terminating, clamping, or 
grounding every size and type of 
electrical conductor. 


Burndy connectors and tools 

provide maximum mechanical 

strength and electrical efficiency 
at low installation cost. 

Write for free technical counsel 

or catalogs... to 


BURNDY—NORWALK, CONNECT. - FACTORIES: NEW YORK - CALIFORNIA 
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Here is layout of drilling platform 


and cable supply. Rig D is about 
1% miles from shore. Red line 


shows cable connections. owe r S 
Ma nar 


CHa No 








TANK PLATFORM 


Anchoring cable on Pulling cable onto first platform. Each of the three conduc- 


shore. Power is sup- tors is covered with PS Shielding to eliminate corona dis- 
plied at 13,800 volts. charge. 


Entire cable is ar- 


mored with galvan- 
ized mild steel wire | A STANDARD CABLE FOR 
to provide strength, x Pet 


resist abrasion. 


AMERICAN ¥ asbestos wire and cable Wshovel & dredge cable 


ELECTRICAL WIRE 
AND CABLE 


WV paper & varnished cambric cable 


VY aerial, underground & submarine cable 


U-S:S AMERICAN ELECTRICAL 
eee 


ELECTRICAL SOUTH for JUNE, 1953 





of its kind... 
Amarine Submarine Cable 
off-shore drilling rig 


@ It isn't easy to operate an off-shore drilling rig in 
the Gulf of Mexico. Fog, northwesters and water 
spouts are common hazards. Hurricanes are the 
worst of all. 

In the face of these difficulties, the California 
Company brought in 10 producing wells a mile or 
more from shore. A converted LST supplied power 
to the pumps—but it was vulnerable to bad weather 
and it was needed elsewhere, for other drilling 
operations. What was needed was a reliable way to 
get commercial power out to sea. 

American Steel & Wire designed a special non- 
leaded 3-conductor submarine cable that transmits 
some 2,500 horsepower to the drilling platforms. 
In just a single day, it was carried out to the first 
platform. It is totally unsupported, and lies on the 


Here is typical rig. Notice LST in center, cable barge at left. Cable 
contains three pairs of teleph*ne wires to communicate between 
drilling rigs and shore. 


EVERY SPECIAL JOB! 


VY mold cured portable cord 
VY machine tool & building wire 


VY special purpose wire & cable 


WIRE & CABLE © 
pe UNE OOS TAI ee 
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bottom of the Gulf, safe from wind and sea. Now 
the pumps are operated round the clock with re- 
liable shore power. 

It’s the tough jobs like this that have made U:S-S 
Amarine Submarine Cable famous. And remember, 
too, that you can get a standard U-S-S American 
cable for every special job, whether it's for a mining 
locomotive, dredge, power shovel or a hand- 
operated electric drill. 


AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 
GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


Cable was shipped on two reels-—12,970 feet on one, 6,500 on 
the other. We have shipped another 6,000 feet of same cable to 
join new drilling rigs. 


‘Ep mena ~SEND THE COUPON -—- 
American Steel & Wire Division 
Room BE-63, Rockefeller Building, Cleveland 13, Ohio 


[] Please give me more information on U-S-S Amarine 
Submarine Cable 
[] Have representative call 


Name 
Title 
Company 


Address 


| 
| 
| 
| 


City 








INDUSTRY NEWS 


Timely items relating to contractors, light 


and power companies, electrical wholesalers, 


electrical manufacturers and their agents. 





Apprentice certificates 
presented in Southwest 


TWENTY-FIVE apprentices were 
awarded completion certificates at 
a joint NECA-IBEW banquet held 
recently in the Corpus Christi, 
Texas, Eelectricians’ Hall. 

W. L. Ingram, Fort Worth, vice- 
president, District 7, IBEW, spoke 
on the “Union’s View of Appren- 
ticeship.” Jim McClure, Dallas, 
vice-president, District 5, NECA, 
discussed “The Employer’s View of 
Apprenticeship.” H. L. Scott, gov- 
ernor of the board of NECA Fifth 
District, acted as master of cere- 
monies. 

C. H. Culpepper, Dallas, Texas 
supervisor, Bureau of Apprentice- 
ship, U. S. Department of Labor, 
presented the certificates to the fol- 
lowing: Robert N. Baldwin, C. H. 
Bentz, Daniel D. Collins, A. J. Dean, 


Clarence Conner, Richard Heidland, 
Sam Herro, Arthur Finnerty, Har- 
old D. Green, Paul B. Jones, Joseph 
A. Montagna, Harold B. Parrish, 
Paul W. Parish, Howard G. Pease, 
E. B. Pizzini, Jr., E. R. Pizzini, B. 
I. Rabalais, Dan L. Reece, Robert 
L. Steele, William O. Sumrow, Leo 
Teltschik, Robert C. Ulmer, Joe E. 
Upton, Jr., James R. Warren and 
Acie Lee Winn. 


MeClure Electrie 
wins IES contest 


AN ENTRY on lighting the KRLD- 
TV television antenna tower in 
Dallas, Tex., has won for McClure 
Electric Co., of Dallas, the first 
prize in a regional contest spon- 
sored by the Illuminating Engi- 
neering Society, at the Southwest- 
ern Regional Conference on April 
13th. The contest theme is “My 


Jim McClure, vice-president, Fifth District, National Electrical Contractors’ 
Association, congratulates Clarence Conner, graduate apprentice, at a special 
ceremony held recently in Corpus Christi, Texas. 
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Most Interesting Lighting Job.” 

Jerry Whitlow, vice-president of 
the electric firm, has announced 
that he plans to enter the national 
contest to be held in New York 
City, in September. This contest 
will be composed of the ten regional 
winners in the nation. 

Mr. Whitlow termed the KRLD- 
TV installation his most interest- 
ing job because of the unique prob- 
lems encountered in lighting a tall, 
slender web-like structure 586 feet 
high with an antenna rising 80 
feet above the top of the tower. The 
tower is 50 feet square at the base 
and tapers to six feet at the top. 

After several evenings of experi- 
menting, it was decided to use 300- 
watt PAR 56 sealed beam projector 
lamps in a cast iron lamp holder. 
A snap on glass cover was used to 
prevent lamp breakage due to rain. 
A total of 32 units with a beam 
spread of 12 degrees to 19 degrees 
were used and directed upwards 
with four 1000-watt enclosed flood- 
lights installed at the base of the 
tower. Relamping was made easier 
by using a T-condulet at each fix- 
ture so the arm can be raised up to 
a perpendicular position. 

Mr. Whitlow was highly compli- 
mentary of the courage and skill of 
the electricians making this hazard- 
ous installation. The KRLD-TV 
tower is now a night-time landmark 
for DaNasites. 


Raybro organization 
holds sales meeting 


A UNIQUE TWO-DAY general sales 
meeting was held at the company’s 
lake property in Tampa recently by 
Raybro Electric Supplies, Inc., of 
Tampa, Jacksonville, Miami, St. 
Petersburg, and Orlando. 

First day of the meeting featured 
short talks on products handled by 
the Raybro chain which were given 
to the group by the 43 salesmen 
from all branches of the Raybro 
organization. The talks were pre- 
ceded by remarks of J. A. Mook, 
Jr., advertising and sales promo- 
tion manager for the company, and 
M. O. Hollis, secretary-treasurer 
and general manager. 

Tampa salesmen were introduced 
by Paul Roulstone, Tampa wiring 
supply sales manager. Fred Elwes, 
Jacksonville branch manager, in- 
troduced the Jacksonville salesmen. 
The Miami salesmen were pre- 
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See that hammer falling? It’s about to strike 
the outer edge of a Victor Suspension Insu- 
lator with a blow that greatly exceeds specifi- 
cations! This is routine control procedure in 
Victor’s test laboratories. It proves that in- 
sulators made of Purified. Porcelain con- 
sistently withstand impacts in excess of 
NEMA standards. This finest porcelain ever 
made is more dense, harder, tougher and far 
more resistant to impact than any other por- 
celain yet developed. For full data on Victor 
Suspension Insulators, write for Bulletin 


No. 4. 


\\ a Victor No. 900, 10” Suspen- 
sion Insulator being subjected 
to impact test in Victor's Test 
Laboratories. 


FREE BOOKLET gives you the 

full story on how Victor insu- 

lators ate made~ ,how and why ' \ 
Purified Porcelain was devel- | ‘ 

oped. Write us for your copy. 





‘ ) VICTOR NO. 900 


SUSPENSION 


VICTOR INSULATORS, INC., VICTOR, N. Y. 


Low and High Voltage Pintypes + Suspensions + Guy Strains - Spools + Switch and Bus Insulators - Custom Designed Porcelain 








sented by W. T. Brown, Miami 
branch manager; the Orlando sales- 
men by W. J. Bryant, Orlando 
branch sales manager in the ab- 
sence of R. A. Conant, branch man- 
ager; and the St. Petersburg sales- 
men by George Jack, St. Peters- 
burg branch manager. 

Second day of the meeting was 
devoted to department head and 
management presentations. 


New Atlanta plant 
for Westinghouse 


A NEW PLANT for the manufac- 
ture and repair of a variety of elec- 
trical equipment used by industry 
in the Southeast, principally power 
transformers, control and switch- 
gear, will be built in Atlanta by the 
Westinghouse Electric Corpora- 
tion, according to a recent an- 
nouncement. 

Otis O. Rae, manager of the 
Southeastern District for Westing- 
house, said the modern steel and 
brick building is expected to be 
ready for occupancy early in 1954. 
It will be located on a 17-acre site 
at the corner of Chattahoochee and 
Ellsworth Avenues. 

Mr. Rae said the decision of 
Westinghouse to construct this new 
plant, which represents the first 
phase of what will eventually be a 
multi-million dollar expansion in 
Atlanta, was dictated by the firm’s 
recognition of industrial potenti- 
alities in the Southeast and by in- 
dustrial growth already character- 
ized by increased use of electric 
power. 

Mr. Rae pointed out that the new 
building in Atlanta will provide 
facilities that will enable Westing- 
house to coordinate and bring under 
one roof certain office and factory 
personnel who are currently work- 


ing in separate locations. 

“Our plans for the next few 
years,” he said, “call for a doubling 
in the size of the new plant with 
provision for even further expan- 
sion later. Ultimately, we expect to 
occupy the entire 17-acre plot with 
office and factory facilities.” 

The Westinghouse executive said 
the new plant will be used not only 
to provide better office space for 
sales, engineering and other de- 
partments, but also more efficient 
manufacturing facilities. Equip- 
ment to be manufactured includes 
various types of power trans- 
formers, switchgear, and control 
devices. 

The equipment made in the new 
plant will be used in various phases 
of Southern industrial activity, but 
especially in the textile, chemical, 
and paper industries. 

The new plant in Atlanta is the 
latest of a network of Westing- 
house manufacturing plants in the 
Southeastern District located in 
nine Southern cities. The plants lo- 
cated in Charlotte, N. C., Birming- 
ham, Ala., Baton Rouge, La., and 
Picher Street, Atlanta, are pri- 
marily for servicing Westinghouse 
customers on repair work. The 
other plants are located at Hamp- 
ton, S. C., Raleigh, N. C., Monte- 
vallo, Ala., Reform, Ala., and Vicks- 
burg, Miss., and they manufacture 
new products. The new plant in 
Atlanta will also manufacture new 
products. 


Dreyfuss Company 
aequires Teal line 


ACCORDING TO a recent announce- 
ment by Jack Dreyfuss, of Jules J. 
Dreyfuss Sons Co., his organization 
has been appointed to handle the 
lighting materials line of the Teal 


The new manufacturing plant of the Westinghouse Electric Corporation, to 
be built in Atlanta, is shown in this artist’s drawing. The plant is expected 
to be completed early in 1954. 
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Sid Miles, right, president of Teal 
Corp., Irvington, N. J., is greeted at 
the Miami airport by Jules J. Drey- 
fuss, whose company has recently 
been appointed southeastern dis- 
tributor for the Teal lighting line. 


Corp., 2-14 Cordier St., Irvington, 
N. J. 

The Dreyfuss company will here- 
after distribute the Teal line of 
holders, wiring boxes, vapor tight 
fixtures, island lights, and other 
lighting equipment, in the eight 
southeastern states. 


GE heat pump branch 
opens in Birmingham 


A HEAT PUMP sales branch has 
been opened in Birmingham by 
General Electric in line with the 
company’s marketing development 
program for the new all-season air 
conditioner. The Birmingham of- 
fice-showroom is the first of a lim- 
ited number of such sales branches 
to be opened throughout the coun- 
try by G.E., according to H. M. 
Brundage, general manager of the 
company’s Heat Pump Department. 

“Selling the heat pump involves 
special application and sales tech- 
niques not experienced in handling 
other equipment. We expect to get 
first hand information on these new 
techniques so that we may assist 
our distributors to keep pace with 
the growing consumer interest in 
the unique unit,” Mr. Brundage 
said. 

The heat pump is an all-electric 
vear-round air conditioner that 
cools without water and heats with- 
out burning fuel of any kind. 

The Birmingham sales branch is 
temporarily located at 2854 South 
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Copper or 
a 


ENE-COVERED 


Aluminum Service Wire 


UL yy FOR THE ELECTRICAL - 


MADE IN 

THE SOUTH 

IN OUR OWN 
MODERN PLANT 


Smooth, seamless Neo- 
prene jacket contains no 
braid... will not rot and 
festoon 


Withstands heat, cold, 
moisture and aging 


Neoprene is not thermo- 
plastic; heat won't cause 
it to flow on wire and 
create thin spots 


Neoprene resists smoke 
and chemical vapors, 
weather, sunlight and 
ozone 


Withstands oils, greases, 
abrasion, cutting and 
chipping 


* Trade Mark 
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Now SOUTHWIRE— makers of fine-quality alum- 
inum and copper wire and cable —is making 
genuine Neoprene-covered service wire for the 
Electrical South. 

Neoprene’s outstanding properties provide the 
kind of protection needed most for service wire 
tough, seamless, weatherproof armour that’s little 
affected by conditions which cause most wire 
failures, that assures long, dependable service 
under varying weather conditions. 

Beneath this Neoprene armour are wires of 
cold-drawn aluminum or copper SOUTHWIRE, 
skillfully produced by experienced craftsmen to 
meet the most rigid requirements and standard 
specifications. 

Top this off with SOoUTHWIRE service (delivery 
usually within 24 hours) and you have the reason 
why more and more users are turning to SOUTH- 
WIRE to meet their needs of wire for the electrical 
south! 


OTHER SOUTHWIRE PRODUCTS 


Bare Wire and Cable — Copper 
Copperweld* Composite Conductor 
ACSR and All Aluminum Wire and Cable 
Cable Accessories 

Steel Strand 


Write, Wire or Telephone 














18th St., Homewood, and _ will 
shortly move to permanent quarters 
at 2846 on the same street. Operat- 
ing units will be on display in the 
showroom. 

J. M. Hand, Jr., is manager of 
the branch. C. G. Geiger is office 
manager, and F. C. Johnson is ap- 
plication engineer. 


Georgia Chapter, IAEI 
eleets new officers 


THE ANNUAL meeting of the 
Georgia Chapter, IAEI, held re- 
cently in Savannah, Ga., was count- 
ed as one of the most successful 
meetings ever held in terms of at- 
tendance and program interest. Ar- 
rangements for the meeting were 
made by R. L. Gruver, C. V. Rey- 
nolds, and M. T. McKenzie. 

At the conclusion of the meeting 
H. H. Buckalew, of Griffin, Ga., was 
elected chairman, with E. Sheldon 
Gates, of Columbus, as vice-chair- 
man. Walter S. Smith, Jr., of 
Augusta, continues as_ secretary- 
treasurer, 

Directors for the current year, 
besides the new officers just elected, 
include H. H. Schomburg, H. A. 
Mason, R. L. Crawford, F. C. 
Gaines, and R. M. Ballard. 


Committee issues 
Cede interpretations 


SECRETARY of the Electrical Sec- 
tion of the National Fire Preven- 
tion Association, Charles L. Smith, 
has recently issued several official 
interpretations on. the National 
Electrical Code. 


Interpretation No. 390 
(Issued May 15, 1953) 


Section 3105. Conductors in 
multiple. 

QUESTION—Section 3105 of the 
National Electrical Code permits 
the paralleling of conductors. If 
five 3/0 conductors are paralleled 
on a three-phase, three-wire circuit, 
(1) Are these figured as fifteen or 
three conductors in so far as the 
Code is concerned? 

ANSWER—They are figured as 15 
conductors. 

(2) What percentage of reduc- 
tion in current carrying capacity 
must be applied to the paralleled 
conductors in accordance with Note 
4 of Tables 1 and 2 of the 1951 edi- 
tion of the Code? 
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FACTORY VISITOR—Dan Webster (left), marketing manager of Murray 

Manufacturing Corp., Brooklyn, N. Y., recently stopped in Atlanta during 

a tour of the territory and visited Hopper and McCoy, Southeastern repre- 

sentatives for the company. He talks over Murray products with Bill Hopper, 
Jr. (center), and Bill Hopper, Sr. 


ANSWER—At least two runs of 
conduit must be used for the fif- 
teen conductors. If nine conduc- 
tors were run in one conduit and 
six in the other, the current carry- 
ing capacity for the nine conductors 
group would be 70 per cent of nor- 
mal rating and for the six conduc- 
tor group 80 per cent of normal 
rating. 

Interpretation No. 391 
(Issued May 12, 1953) 

Section 2003. Use of autotrans- 
former on emergency systems. 

STATEMENT—An emergency 
power source, consisting of a two- 
wire, 240-volt generator, supplies 
emergency power in the event of 
failure of the 120/240 volt main 
power supply. The neutral con- 
ductor in the main power supply is 
properly grounded at the supply 
transformer and at the service. 
When the main power supply is dis- 
connected and the emergency sup- 
ply takes over, the neutral is fed 
through solid to the mid-point of 
an autotransformer, the outer 
terminals of which are supplied by 
the two-wire, 240 volt generator. 

QUESTION No. 1—Does Section 
2003 of the Code permit this use of 
an autotransformer to derive a 
120/240 volt, three-wire circuit 
from the two-wire, 240 volt gen- 
erator? 


ANSWER—No. 

QUESTION No. 2—Is the grounded 
neutral wire from the outside com- 
mercial supply transformer to the 
normal service switch and on to the 
emergency supply service switch 
and autotransformer mid-point per- 
mitted to be bare? 

ANSWER— Yes. 

QUESTION No. 3— Where the 
three-wire supply from the trans- 
former on the load side of the emer- 
gency circuit service switch is run 
to a separate building, under the 
same management and to a control 
switch in that building, may the 
grounded neutral conductor in un- 
derground single conductor cables 
connecting the emergency service 
switches in the two buildings be 
bare? 

ANSWER— Yes. 


Philadelphia firm 
now unionized 


ACCORDING TO an announcement 
of S. Jerry Abrams, of Abrams 
Lighting, Philadelphia, Pa., his 
company has recently completed 
negotiations with the International 
Brotherhood of Electrical Workers, 
Local Union No. 98. The company’s 
products hereafter will carry Union 
labels. 
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NIKOH colorline E.M.T. 


THE-HIT OF THE N.A.E.D. CONVENTION 


raceway becomes traceway 
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SAVES BOTH CIRCUIT AND CUSTOMER 
(FOR 120/208 VOLT AC OR 125/250 VOLT DC NETWORKS) 


POSITIVE PROTECTION AGAINST SUPERCURRENTS 


Low voltage AC and DC networks give large utilities and their customers greater 
continuity of service and easy expansion of their systems. The only drawback to 
this type of network is the constant threat of danger from heavy short-circuit or 
fault currents. Shawmut’s new FORM 208 Amp-trap eliminates this danger from 
these circuits. On actual test, its amazingly fast “‘chop-off” stops a short-circuit 
even before it reaches the peak of its first 4 cycle — even if the available peak current 
could reach 560,000 Amps! It anticipates and prevents the destructive build-up 
of heavy fault currents so dangerous to office buildings, stores, hospitals, theatres, 
schools, etc. FORM 208 saves both circuit and customers. 


USES & SPECIFICATIONS 
Amp-trap FORM 208 is made for Entrance Switch Service, Underground Net- 
work Conductors, Distribution & Panelboards and other applications. It is built 
in Ampere ratings of 1000, 1200, 1600, 2000, 2500, 3000, 4000 and 5000 for En- 
trance Switch Service and for cable sizes from 4/0 to 1000 MCM. It runs “‘cool”’ 
and carries 100% of its rating with temperature rises less than those recommended 
in the Underwriters’ Laboratories Standards for Fuses. The watt (power) loss is 
—— lower than for any other over-current protective device. Hence it may safely 
installed in vaults and steel enclosures and subjected to long continued loads. 


LOW IN COST — EASY TO INSTALL 


FORM 208 np clear fault currents long before 
they can burn or wreck bus bars and switch gear. Yet they 
are small in size, low in cost and easy to apply. They have 
a variety of mountings for flat, bus or tubular connectors. 
Adapters can be supplied for switch cubicles now equipped 
with copper or aluminum alloy links. FORM 208 is the 
“little brother” of the famous FORM 600 Amp-trap which 
has long been used so successfully on 600 volt circuits. 
Write today and find out about FORM 208 at once. 


Copyright 1953 The Chase-Shawmut Co. 
208 AMP-TRAP = ~Sunte “& Ihe Surlh 
THE CHASE-SHAWMUT co. 


382 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 
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NAMES IN THE NEWS 


H. W. Boozer, vice-president and 
comptroller of the Georgia Power 
Company, has been named to fill a 
newly created company post, vice- 
president in charge of finance, it was 
announced today by Harllee Branch, 
Jr., president. 

Several other changes in super- 
visory personnel were also announced 
at the same time. These included the 
appointment of S. T. Grady, assistant 
comptroller, to the position of comp- 
troller. Robert Wardle, Jr., assistant 
to the vice-president and general man- 
ager, was named assistant to Mr. 
Boozer. W. A. Brown, general statis- 
tician, and H. B. Wansley, assistant 
plant accountant, were both promoted 
to assistant comptrollers. 

Changes in supervisory personnel 
in the operating department included 
the appointment of R. O. Conwell, as- 
sistant operating manager, to the post 
of assistant to the vice-president and 
general manager, and the naming of 
H. P. Whitehead, géneral superinten- 
dent of transmission and distribution, 
to assistant operating manager. 

Also included in the operating de- 
partment shift were the appointments 
of A. H. Wade, system operator, to 
superintendent of system operation; 
C. W. Lines, assistant system oper- 
ator, to system operator; and T. B. 
Cresswell, engineer, system operation, 
to assistant system operator. 

J. R. Carmichael, supervisor of pur- 
chases and stores, was appointed man- 
ager of purchases and stores, and W. 
H. Murray, assistant supervisor of 
purchases and stores, has been named 
assistant manager of purchases and 
stores. 

* 

Joe B. Browder, Atlanta division 
sales supervisor for the Georgia 
Power Company, has been appointed 
manager of the commercial lighting 
division of the company, it was an- 
nounced by Charles A. Collier, vice- 
president in charge of sales. 

Mr. Browder, a native of Franklin, 
Ky., has been with the Georgia Power 
Company since 1939. His first posi- 


Joe B. Browder 
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Lighting on the spot 


Another BullDog Thoroughbred Product — Universal The rigid steel duct encasing the solid-copper bus bars 
Trol-E-Duct is a small-sized, economical duct system is simple to install and rugged in use — it will support 
that lets you add and relocate lighting fixtures or even the heavier lighting fixtures. The entire system 
electric hand tools .. . in seconds. is completely prefabricated . . . can be dismantled and 
installed anywhere at any time without loss of mate- 
When lighting needs change. Twist-Out Plugs come rial. The only tool needed is a screw driver! 
out with a flick of the wrist and reinsert anywhere BullDog Universal Trol-E-Duct has a wide range of 
along the duct without time-wasting shut-downs. For commercial and industrial uses. Write today for free 
mobile tools, trolleys are available that ride the track Bulletin UT-650 for complete details. BullDog Electric 
inside the duct . . . they let the tool follow the job. Products Company, Dept. EKS-63, Detroit 32, Mich. 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 


BEPCO 





CONSULT THE FOLLOWING SOUTHERN REPRESENTATIVES a 


Walker Electrical Company, Inc. Wilson Electrical Equipment & Company Standard Electric Mfg. Co. 
70 Bennett St., N.W., P.O. Box 8, Section D 2930 Commerce Street 101 E. Maple Street 


fs 2401 Federal Street 
Atlanta, Georgia Houston, Texas San Antonio, Texas 


Dallas 1, Texas 
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tion with the company was lighting 

engineer in Athens. Later he served 

as lighting engineer in Tifton, Amer- 

icus, Albany, Columbus, coming to At- 

55 «Pp 5 me lanta as division lighting engineer in 

4 1946. He was appointed Atlanta divi- 
” ied sion sales supervisor in 1950. 


Jack H. Murrah, Atlanta division 


or convert to higher wattages lighting engineer for the Georgia 


Power Company, has been appointed 


e Atlanta division sales supervisor, it 
was announced today by G. H. Brod- 
nax, vice-president and Atlaata divi- 
sion manager. J. E. Sweatte, archi- 
tectural lighting specialist, has been 
named to succeed Mr. Murrah: At the 


same time Harry Yopp, lighting engi- 


Takes Less Than a Minute neer, was appointed to succeed Mr. 
Sweatte. 

to Change APPLETON AA-51 Mr. Murrah joined the Georgia 
Explosion-Proof Lighting Fixtures! Power Company in 1933. In 1937 he 
became a junior lighting engineer. 


Appleton AA-51 Explosion-Proof Light- Following three years’ service with 
ing Fixtures are so easy to change—or to the United States Navy, he returned 
convert from one wattage to another—it to the company in 1946 as architec- 
takes only seconds! So safe they can be tural lighting specialist. In 1950 he 
changed without danger—even if current was named Atlanta division lighting 
should accidentally be left on! engineer, the position that he has held 
until the present time. 

Mr. Sweatte came to the company 


h as a lighting engineer in Macon in 
changes—no parts to assemble. 1947. In 1950 he was appointed archi- 


Can be stocked with 60, 100, 150, tectural lighting specialist. 

200, 300 and 500-watt bulbs. Mr. Yopp joined the company as 
Appleton AA-51 Explosion-Proof assistant substation operator in 1933. 
Lighting Fixtures meet all require- In 1935 he joined the lighting divi- 
ments of Underwriters’ Labora- sion. 








m Fixture units are light-weight, com- 
pact, easy to store. Entire unit 





tories for Class I, Groups C and D, e 
hazardous locations. 


According to an announcement by 
Jack G. Holtzclaw, president of Vir- 
ginia Electric and Power Co.. A. H. 
McDowell, Jr., formerly executive as- 
sistant of Vepco, has been appointed 
assistant manager of the company’s 
Richmond District. New executive as- 
sistant is W. A. Teele, formerly as- 





sistant director of commercial and 
Standard dome reflec- 
tor. AA-51 Lighting 
Fixtures are also avail- 
able with deep bowl, will assist in the direction of Vepco 
shallow dome and 30° operations in Richmond and 15 ad- 
angle reflectors, jacent counties. He joined the organi- 
zation in 1928, and for five years was 
estimator for lines in the Engineering 


Department. In 1933, he was trans- 
ferred to Williamsburg as distribution 
engineer and later became superinten- 


dent of distribution there. He re- 
turned to Richmond in 1941 as assis- 


& 
tant to the general manager of the 
= Electric Department of the company. 


industrial sales. 
In his new position, Mr. McDowell 


AA-51 Fixture for ceil- 
ing mounting. Also 
available in pendent, 
long bracket and short 
bracket mounting. 


Mr. Teele has been emploved by 

« z . Vepco since 1927. His first position 

Carrying handle attaches Equipment was in the Roanoke Rapids Distribu- 
easily, affords safe and tion Department, and in 1935, he was 
convenient grip for climb- ‘ transferred to the Sales Department. 
ing up and down ladders. In 1941, Mr. Teele was moved to 
Richmond as commercial and indus- 
Sold Through Electrical Wholesalers trial representative and in 1943 was 
APPLETON ELECTRIC COMPANY appointed assistant to the general 


1754 Wellington Avenue © Chicago 13, lilinois sales manager. Until 1951, when he 


fas appointed to his position as as- 
CONDUIT FITTINGS * LIGHTING EQUIPMENT * OUTLET AND |“, {PPC nice’ fo Tus Position as as, 
SWITCH BOXES * EXPLOSION-PROOF FITTINGS.* REELITES industrial sales, he served in various 


Sales Engineers in All Principal Markets other capacities with the company. 
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CONGRATULATIONS to FORD 


em THE BEAUTIFUL WHEW 
ENGINEERING AND RESEARCH 
CENTER AT DEARBORN 


Among the notable architectural features in this outstand- 
ing new building is the Smithcraft Area Illumination instal- 
lation of overall lighting. 


a 


. . » AND CONGRATULATIONS TO THE 
HARLAN ELECTRIC COMPANY OF 
DETROIT, ELECTRICAL CONTRACTORS 


According to C. Allen 
~ Harlan: “Smithcraft 
Area Illumination has 
obviously been de- 
| signed with the needs 
and problems of the 
electrical contractor 
in mind. It is almost unbelievably easy 
and efficient equipment to _ install”. 
There's a real satisfaction in installing a 
Smithcraft Area Illumination system . . . 
satisfaction in the way the job goes 
together . . . satisfaction in the finished 
appearance . . . and satisfaction in ex- 
cellent profits for a superior lighting job 
well done. One good installation leads to 
another . . . and to more and more 
sales. Smithcraft Area Illumination is 
that good both in its clean, trim, 
modern appearance and in its glare-free, 
low-bright illumination. 
eee 
Once the hangers are in position on the 
ceiling, all you need is a level and a 
screwdriver. Everything goes in place 
quickly and easily with no careful dimen- 
sioning or critical locating of parts. Even 
the hangers are positioned almost hap- 
hazardly with an adjustment of 2" built 
right into the hangers, There's plenty of 
raargin for error or for walls and ceilings 
that are not absolutely true. 
eee 
If you don't know about Smithcraft Area 
Ilurcination, investigate now. We'll be 
glad to send further information and any 
of the Smithcraft representatives 
throughout the country will be glad to 
tell you about it. 


Smitheratt 


NG OVER LL 
HARLAN ELECTRIC ¢€ MPANY 
SMITHCRAFT REPRESENTATIVE 


a) 
! } 


— 
INSTALLATION COVERS NETWORK 
OF BEAMS AND DUCTS WITH MINI- 


~ LAMPS ARE LIGHTED. FRAMEWORK 
FOR LOUVERED CEILING |S BEING 
INSTALLED. 


There are three separate installations of 
Smithcraft Area Illumination in the Ford 
Engineering and Research Center with a 
combined area of more than 65,000 sq. ft. 
Intensities in the three areas are 112 foot- 
candles, 100 footcandles and 108 footcandles. 


Architects: Voorhees, Walker, 
Smith, New York 


Foley and 


Electrical Contractors: Harlan Electric 
Company, Detroit 
Distributors: Genera! 
Company, Detroit 


LIGHTING DIVISION 


Electric Supply 


4 DRAFTING 


Lf 


<) Ta. 


» CHELSEA 


AREA R 
SUPERINTENDENT A 


3. INSTALLIN 
PLASTIC, LENS 
SHIELDING 





PLENTY OF UNOBSTRUCT 
FOR LAMP REPLACEMENT 
SHIELDING AND ELECTRICAL ELEMENT 





5. INSTALLATIOR 
CONTOUR OF 

TICAL TREATMENT 
TIRELY BY L 


HTIh 
, NG 


50, MASS. 
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The appointment of Charles W. 
Reinhart as advertising manager fo1 
fluorescent fixtures of the Lighting 
Division of Sylvania Electric Prod- 
ucts, Inec., was announced today by 
Terry P. Cunningham, director of ad- 
vertising and promotion. His 
headquarters are at Sylvania’s exec- 
utive offices in New York City. 

Mr. Reinhart will be responsible for 
advertising and promotion of 
Sylvania’s entire lighting fixture line. 


sales 


sales 


«. W. Reinhart 

Sylvania produces fixtures at its plant 
in Wheeling, W. Va., one of ten plants 
of the Lighting Division. 

Mr. Reinhart has been connected 
with Sylvania’s Advertising Depart- 
ment since he joined the company in 
1951. 


Jim Shirreffs, president of the 
S and M Lamp Co., has announced the 
appointment of James L. Chappel as 
advertising manager. 

Mr. Chappel was with the Boston 
Evening American for eleven years, 
where he was engaged in every phase 


James L. Chappel 


of display advertising and advertising 
management. Since Los 
Angeles four ago, he been 
employed as production 
Auto 


moving to 
vears has 
advertising 
manager for the Western Sup- 
ly Co. 

In his new 
will be in 
company’s 


Automotive 


position, Mr. Chappel 
of the S and M 
advertising in both the 
and Flood-Lite Divisions. 


charge 
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A REAL SALES OPPORTUNITY 
FOR ELECTRICAL JOBBERS IN THE SOUTH 


@ Now you can offer your dealers outstanding prod- 


GTS 4 so 











consumer acceptance has been rapid —sales 


have jumped by leaps-and-bounds. Meier Nu-Air Wall 
and Portable automatic furnaces are beautifully de- 
signed and have the highest quality construction for 


“tops in sales appeal” 


a 
PORTABLE FURNACES FOR 
DIRECTED HEAT 


Fully Adjustable 


Adjustable over wide 
radius so that heat 
may be directed up 
or down at will 


THERMOSTATIC CONTROLLED 
AUTOMATIC HEAT 


Radiates and 
Circulates 

In addition to the 
radiant heot from 
the bright copper 
clad reflector the 
Meier Nu-Air unit 
gives even, warm air 
circulation at the 
ideal velocity for 
quiet comfort 


A Size for Every Need 5 Models! 





> 





SPECIAL FEATURES OF MEIER 
AUTOMATIC WALL FURNACES 


| 
PWN | 


ui 


LEE 


Manufactured by 


MEIER ELECTRIC & MACHINE CO., INC. 
7, INDIANA 


INDIANAPOLIS 


G 


Famed for Dependability Veer 


‘O: Meier Electric & Machine Co., Inc. 
3527 EAST WASHINGTON STREET 


INDIANAPOLIS 7, INDIANA 

Piease send me additional information 
on the Meier Nu-Air portable and wall- 
type automatic furnaces, and the avail- 
ability of franchises in my trading area 


~ 


MY NAME 


Thermostatic Control 
Built-in, sensitive ther- 
mostat avtomatically 
maintains the desired 
temperature in any 
room. Just set and 


forget it. 


Radiates and 
Circulates 

Even, worm air circu 
lation, at the ideal 
velocity of about 200 
feet per minute, plus 
radiant heating, gives 
gentle, quiet comfort 
without cold drafts 
Maximum Safety 

An added safety fea 
ture prevents removal 
of the grille unless the 
switch is in the “‘off 
position 

Easy to Clean 

The grille is easy to 
remove for complete 
cleaning. Smartly styled 
to eliminate al! ‘dust 
trops 


Veo0? Throughout the World 


MY COMPANY 


MY ADDRESS 








ostain PERFECTION 


ON EVERY INSTALLATION 
WITH THESE QUALITY LINES 





| MERIT 
‘ELEC. MFG. CO. 


PROVIDENCE, R. I. 


SEE MERIT'S AD 
ON PAGE 72 
FOR FULL INFORMATION 





COMPETITIVELY PRICED, 
HIGH QUALITY NEWART 
BOXES NOW AVAILABLE FOR 
IMMEDIATE DELIVERY 


NEWART MFG. COMPANY 


Complete Line of Switch Boxes, Outlet 
Boxes and Covers. 


09 GOO 





STAR-A ELECTRIC MFG. CO., INC. 


WIRING DEVICES 
CORD SETS, SPECIALTIES 
Brooklyn 6, N. Y. 


IN ADDITION TO A COMPLETE 
LINE OF CORD SETS AND EXTEN- 
SIONS,STAR-A OFFERS A WON- 
ERFUL VALUE IN SWITCHES, 
RECEPTACLES, ETC. 





FOR VERSATILITY AND 
BEAUTY, YOU CAN'T GET 
A BETTER LINE THAN 
AMPLEX SWIVELITES. 


AMPLEX CORP 
111 Water St., Brooklyn, N. Y. 
LINE UP WITH AMPLEX, 
THE COMPLETE LINE 





DURA 
of Newark, N. J. 


Dura Starters are 
thoroughly tested 
and proven. More 
DURA STARTERS 
are ETL approved 
than any other line. 


BE SURER WITH DURA. YOU CAN 
PAY MORE BUT YOU CAN'T BUY 
BETTER. GET DURA'S QUOTATION 
FOR YOUR NEXT BID AND BE 
SUCCESSFUL. 





JULES J. DREYFUSS’ SONS 


MEMBER 


ELECTRICAL FACTORY AGENTS atin, 


23rd STREET d / 


2, FLORIDA 
PHONE 2-6736 


WE MAINTAIN STOCKS OF ELECTRICAL DEVICES IN OUR WAREHOUSES 


To further integrate related lines 
of Allis-Chalmers products, a new 
department has been organized which 
will be known as the Switchgear De- 
partment under the management of 
L. W. Long, according to an announce- 
ment by J. L. Singleton, vice-presi- 
dent in charge of the company’s Gen- 
eral Machinery Division. 

Mr. Long continues as general man- 
ager of the Boston Works, a position 
he has held since January, 1948, and 
will also be responsible for the com- 
bined operations of the West Allis 
Switchgear and Substation Sections. 
He entered the company’s employ via 
the Pittsburgh Transformer Co., with 
which he was associated at the time 
of its acquisition by Allis-Chalmers. 

In 1943 Long was transferred from 
Allis-Chalmers Pittsburgh Works to 
the West Allis Works as sales engi- 
neer-in-charge of mixed apparatus 
sales. He became manager of the 
firm’s Substation Section in 1947. 

J. S. Morgan, manager of the 
Switchgear Section since 1950, has 
been appointed assistant manager of 
the Switchgear Department. Mr. Mor- 
gan has been associated with Allis- 
Chalmers since 1935. He was engineer- 
in-charge of sales for the Switchgear 
and Control sections before becoming 
manager of the Switchgear Section. 


Dates Ahead 


International Association of 
Electrical Leagues, 18th An- 
nual Conference, Fairmont Ho- 
tel, San Francisco, Calif., Aug. 
5-8, 1953. 


International Association of 
Electrical Inspectors, IAEI Sil- 
ver Jubilee Meeting, joint meet- 
ing of Eastern, Southern, West- 
ern, Northwestern, and South- 
western Sections. Edgewater 
Beach Hotel, Chicago, Ill., Sept. 
21-26, 1953. 


American Institute of Elec- 
trical Engineers, Middie East- 
ern District Meeting, Daniel 
Boone Hotel, Charleston, W. 
Va., Sept. 29-Oct. 1, 1953. 


National Association of Cor- 
rosion Engineers, South Central 
Region Annual Meeting, Mayo 
Hotel, Tulsa, Okla., (tentative 
dates) October 7-9, 1953. 

American Institute of Elec- 
trical Engineers, Fall General 
Meeting, Muehlebach Hotel, 
Kansas City, Mo., Nov. 2-6, 
1953. 

Southeastern Electrical Whole- 
salers Association “Industry 
Day” Meeting, Atlanta Biltmore 
Hotel, Atlanta, Ga., Jan. 14-15, 
1954. M. L. Tice, Managing Di- 
rector, 421 Rhodes Bldg., Atlan- 
ta 3, Ga. 
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TOUGHER CLEANER TO HANDLE 





SMOOTHER 


Electricians and Contractors 


are insisting on this New 


and Improved Columbia-Flex 


Approved by Underwriters’ Laboratories 


Serving the Electrical Wholesaler Since 1912 


255 Chestnut St. Brooklyn 8, N. Y. 


~~ SS sve 1 ee ae 
SESS sh} \ re 
— UN el eel = BF 


NON-METALLIC SHEATHED CABLE FLEXIBLE STEEL CONDUIT £. M.T. A.B.C. ARMORED CABLE 


Sales Representatives 


ST. LOUIS ATLANTA DALLAS HOUSTON 
Ajax Electrical Sales H. C. Biglin Co., Inc Olsen-Robertson Co Olsen-Robertson Co 
315 N. Cardinal Ave 177 Harris St.. N. W. 2104 Irving Bivd 2216 Wolker St 
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Easiest way to 
make a customer 
happy — and keep 
him that way! 
ae 


alt 





Recommend the fans that are easy 
to live with— 


BABY VENT SETS 


Here’s a 

“baby” you can 

install quickly al- 

most anywhere or 

move from place to place for 1001 blow- 

ing or exhausting jobs—ventilation of 

toilet rooms, telephone booths, hard-to- 

reach working areas. Its rugged cast iron 

housing is quickly adjustable to any dis- 

charge position. The efficient multiblade 

rotor moves a lot of air—quietly. Like 

all “Buffalo” Fans, it’s just about main- 

tenance-free and everlasting. One of 

many proven customer-pleasers in the 
“Buffalo” line. 


9° 


“E” BLOWERS 


These husky blowers-exhausters are pop- 
ular for furnace and forge blowing, line 
boosting, tool cleaning, cupola work. 
Often, several of these fans in an instal- 
lation are preferred over one large fan 
for their installation economy and operat- 
ing flexibility. Why not write now for 


’ the full details on these fans that are easy 


to sell, easy to install—and easy to live 
with? 


First For 
Fans 


BUFFALO FORGE COMPANY 


210 MORTIMER ST. BUFFALO, NEW YORK 
PUBLISHERS OF “FAN ENGINEERING” HANDBOOK 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
Sales Representatives in all Principal Cities 


PANEL BREEZO FANS BELTED VENT SETS BELT-AIR FANS 
BREEZ-AIR ATTIC FANS “L’ BREEZO FANS “NV” BREEZO FANS 


NEW PRODUCT NEWS 


Light fixture hanger 


THE MILLER Co., of Meriden, Conn., 
has announced a new type of light- 
ing fixture hanger which eliminates 
old-fashioned, time-consuming level- 
ing and aligning methods, and gives 
completed installations a workman- 
like appearance. 

The new unit is called the “Stem- 
Winder,” and incorporates an inge- 
nious stem-winder leveling device and 


a 25 degree swivel. Fixtures can be 
leveled after installation without 
need of tools. No cutting or rethread- 
ing of stems 1s necessary. 

The hanger comes complete with 
hickey and crossbar for outlet box 
ears or stud. A detailed illustrated 
catalog page is available upon re- 
quest from the Miller Co. 


€ 
Wiring diagram bulletin 


A 24-PAGE wiring diagram bulletin, 
describing the many ways that the 
Allen-Bradley Bulletin 709 magnetic 
across-the-line starter can be applied, 
is now being offered by the Allen- 
Bradley Company, Milwaukee. 

Here in one compact bulletin are 
illustrated both wiring diagram sym- 
bols and line diagram symbols, and 
wiring systems for various across- 
the-line starter applications. Each 
wiring system in this. bulletin is 
shown in two ways: there is a “wir- 
ing diagram” and below it is ae“line 
diagram.” The wiring diagrams in- 
clude all the devices in the system 
and show their physical relation to 
each other. All poles, terminals, coils, 
etc., are shown in their proper place 
on each device. These diagrams are 
helpful in wiring up systems because 
connections can be made exactly as 
they are shown on the diagrams. 

The line diagram is a representa- 
tion of the system, showing every- 
thing in the simplest way. All con- 
nections are made in such a manner 
that the functioning of the various 
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You have to go 


Almost all cables look alike on the outside. You 
have to go inside the jacket to the insulation if you 
want to see how good the cable really is. In power 
cables it’s the insulation that makes the difference. 
This fact may be borne out in years of service or as a 


result of rigorous laboratory tests. 


When you put a cable underground you don’t want 
to dig it up again in a couple of years because it failed 
from water-absorption. Inside this cable you will find 
insulated conductors that can take continuous soak- 
ing over a long period of time and yet retain their 


physical and electrical properties almost unchanged. 


Whatever your installation conditions, use Simplex- 
ANHYDREX Insulated Cables. They are made for 
installation as aerial cables or underground in ducts 
or direct burial. For more information write to the 


address below. 


WIRES & CABLES 


SIMPLEX WIRE & CABLE CO., 79 Sidney St., Cambridge 39, Mass. 
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ng Diagrams for Bulletin 709 


ss-the-Line Starting Switches 


i 


devices can be most readily followed 
visually. 

Wiring diagrams are shown for all 
sizes of starters; 1-, 2-, and 3-phase 
systems; jogging; two-wire control; 
pump operation; thermostat control; 
sequence control; and many others. A 
request to the Allen-Bradley Com- 
pany, Milwaukee 4, Wisconsin, will 
bring you a copy of this handy, infor- 
mative wiring diagram bulletin. 


* 
Celerline EMT 


THE ELECTRICIANS’ and contractors’ 
answer to the problems of tracing 


multiple raceway runs, simplifying 
raceway planning, and making accu- 
rate bends —that’s how Nikoh Tube 
Co., 5000 S. Whipple St., Chicago 32, 
Ill., describes its new “Colorline” 
E.M.T., first introduced to the trade 
at the recent National Association of 
Electrical Distributors’ convention ip 
Chicago. 

Outstanding feature of the new 
thinwall is four tracing lines of the 
same color —available in red, blue, 
yellow or black—spaced 90 degrees 
apart and running the full length of 
the tube. 

The manufacturers point out that 
through coding of individual raceway 
runs—for example, blue Colorline for 
low voltage, yellow for 110 volts, etc. 

maintenance men can quickly trace 
electrical trouble; and that the col- 
ored tubing is also an aid in coding 
special wiring systems, such as ADT 
alarm, telephone and intercommuni- 
cation. 

More than five years of intensive 
on-the-job research went into develop- 
ing the new conduit, according to Rob- 
ert Sullivan, sales manager of Nikoh’s 
E.M.T. division. 
the research program, Sullivan said, 
was the adoption of improved E.M.T. 
bundling techniques. Cost of new 
equipment designed and built for pro- 
duction of Colorline E.M.T. was more 
than a million dollars. 


Another result of 





ie 


Calrod heating catalog 


A 1953 EDITION of General Electric’s 
catalog on Calrod electric heaters and 
heating devices has been announced 
as available from the company, at 
Schenectady 5, N. Y. 

Designated as GEC-1005D, the 60- 
page, two-color information and buy- 
ing guide describes the equipments in 
terms of application, special features, 
installation, and pricing. 

Indexed by process and application, 
the catalog also contains methods of 
determining power requirements and 
heat losses by applications. These are 
explained by both graphs and for- 
mulas. Another feature of the publica- 
tion is an index of General Electric 
application bulletins, and data and 
specification sheets available from the 
company. 

A total of 175 photographs and 
drawings illustrate the various heater- 
types of products, including immer- 
sion, strip, cartridge, tubular, inser- 
tion, and fin heaters. Other devices 
described in G.E.’s “Red Book” of 
heating are melting pots, thermostats, 
switches, oven heaters, and induction 
heaters. 


€ 
Dril-O-Driver 


THE NEW Dril-O-Driver, product of 
the Drilo Corp., 201 East Carson St., 
Pittsburgh, Pa., is designed to convert 
any electric drill into a speedy impact 
screw driver. 

The driver’s “magic connector” is 
the key to using the 54 one-quarter- 
inch drive standard tool accessories 
now on the market for use with elec- 


Confusion 


here... 


There’s order in this plant—and in the 
many, many other factories and offices 
equipped with Faraday signals and 

systems. They stop confusion and save 
steps, paging and signaling clearly 
and faithfully, day-after-day, 
year-after-year. 
For generations, Faraday engineers 
have designed bells, buzzers, 
horns, chimes and complete systems 
to meet an endless variety of 
signaling needs and sound level 
requirements. 


tric drills and the Dril-O-Driver unit 
Wrench manufacturers offer these 54 
drive sockets to drive hex and square 
nuts, and various types of metal and 

Consult your electrical wholesaler for wooden screws. 

details on the complete Faraday line. Dril-O-Driver cone drive construc- 
wack tion permits the operator to control 
HOLTZER-CABOT FARADAY stANiey & PATTERSON the force and speed of the Dril-0- 
Driver from zero to full speed of the 
electric drill. It is a tool for car- 
penters, auto mechanics, hobbiests, 
cabinet makers, electricians, and sheet 
metal workers. The unit comes as- 
sembled for use. It is easy to install 
and tighten in the drill chuck. 








CONSOLIDATED BY 


acne FARADAY INC. ADRIAN, MICH. 


BELLS - BUZZERS - HORNS - CHIMES - VISUAL AND AUDIBLE PAGING DEVICES AND SYSTEMS 
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the new KILLARK flush switch fitting 


Wee ulititl At VV LH 
in Modern | 


ALUMALLOY 


... featuring the exclusive Wiring Channels 
for easier wiring! 


Better Working Area on the Inside! 


Again Killark has pioneered in the manufacture 
of conduit fittings—with the introduction of this 
modern, streamlined functional design! The big 
roomy wiring channels mean faster wiring. The 
integral end-wall lug design for the cover means 
more room for easier splicing, too. And the 
satin-smooth, burr-free interior means an end 


to scraped insulation—or fingers! 


Better Appearance on the Outside! 


The famous Killark sparkling-smooth Alumalloy 
surface offers a lifetime of overall beauty .. . 
enhanced by such prac tical design features as the 


inside hubs—stronger in use, easier to handle 


Better Clear Through! 


Of course, all the exclusive advantages of Killark 
Alumalloy are still there: lightweight, strong in 
service . safe and non-sparking . . . never a 
worry about the elements or chemical fumes 
because Killark fittings are rust and corrosion-free 
for a lifetime of dependable service 


The n 





ELECTRIC MANUFACTURING COMPANY 


ENTRANCE FITTINGS + CONDUIT BODIES + FLUSH SWITCH FITTINGS + EXPLOSION-PROOF FIT 
Vandeventer and 


Atlanta 69 Mills Street, N. W Dallas 
SALES OFFICES and = Boston 156 Purchase St. Denver 


WAREHOUSE STOCKS Buffalo 18 Quay St. Detroit 


Chicago 1528 West Adams St. Los Angele 


SALES OFFICES Baltimore 11 W. 25th St Columbus 
Cincinnati 49 Central Ave. Kansas 
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Moisture-tight conduit 


FOR USE in wet locations, a liquid- 
tight flexible metal conduit called 
“Sealtite’” Flexible Electrical conduit 
Type UA, is now being manufactured 
by the American Brass Co., of Water- 
bury, Conn. 

Wiring of the new conduit is pro- 
tected from weather, oil, dirt, chemi- 
cals, and corrosive fumes by its tough 


extruded synthetic covering: The con 
duit is made of spirally wound, inte? 
locked zinc-plated steep strip with a 
coppe} bonding wound 
spirally in the space between each 
convolution on the inside of the con 
duit. 

Sealtight Type UA can be cut to 
required lengths, and fittings are 
readily available for use with it. 


conductor 


a 
Pocket-size voltmeters 


A SERIES of three pocket-size volt- 
ammeters, in a range that measures 
up to 1200 amperes, is now available 
from the Pyramid Instrument 
poration of Lynbrook, New York. 

The three Amprobes will particu- 
larly interest men involved in the 
maintenance of electrical distribution 
systems and electrical equipment. 

Their “snap-around” construction 
permits these Amprobes to measure 
current instantly, without being con- 


Cor- 
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MO ELECTRICAL DISTRIBUTOR 
OR CONTRACTOR GUESSES 


1, 0/0: 


A lot of electrica! distributors and contractors think 
there is no worthwhile volume in electric heat 
in THEIR AREA. They usually guess about 10 % 
-».mever more than 50% of the actual figure. 


The volume is here now . . . and 

is growing fast. Many a man has 

done 10 times the volume he expected 
in his first year of handling Cavalier 
heaters and then more than doubled 

his volume the next year. 


Housewives are demanding clean, 
automatic, accurately controlled 
electric heat. Cavalier Automatic 

heaters are easiest to clean, easiest to 
install and easiest to sell. Look 
around. Check with your local 

power company on installations 

in your area, and how fast 

they are increasing. 


KING A BIG 
YOU ARE OVERLOO 
AND PROFITABLE BUSINESS 


IF YOU von't SELL 
valier® 


AUTOMATIC ELECTRIC 


HEAVY DUTY HEATERS 
U. L. APPROVED 


QUALITY PRODUCTS SINCE 1865 


CAVALIER CORPORATION 
ELECTRIC HEATER DIVISION 
CHATTANOOGA 2, TENNESSEE 


Manufacturers Cavalier Cedar Chests and 
Cavalier Bedroom Furniture +* Coolers for 
Coca-Cola (automatic vending and other types) 


WRITE 
FOR 
CATALOG 


Wall Insert 
1, 1'/,, 2, 3, and 4 KW 


Surface Mounted 
1, 11, 2,3, and 4 KW a& 


Portable 
2,3, and 4 KW & 


Floor Furnace 
4 5 KW and 8 KW 


Also available: Bathroom Heater 
(non-automatic) 1250-W., 115/120-V 


Clean Heat from Clean Heaitra / 





nected to the conductor. The reading 
can therefore be taken without inter- 
rupting the circuit or shutting down 
equipment, making the following 
checking jobs much quicker ~ and 
checking motor overloads, balancing 
loads, locating grounds, tracing shorts, 
checking upon windings in motors, 
checking voltage losses, checking out 
controllers, etc. 

Each of the three Amprobes incor- 
porates the most advanced engineering 
and design features. Voltage test 
leads are equipped with new retracti- 
ble safety plug, which automatically 


high-visibility window makes it pos- 
sible to take a quick, accurate reading 
from practically any position, and 
even in poor light. And the exclusive 
doughnut-type transformer eliminates 
for all practical purposes the factor of 
error due to position of conductor 
within probe jaws. 

The Amprobe model “300” has nine 
ranges up to 300 amps. A-C, and 600 
volts A-C. Model “600” ranges up to 
600 amps and 600 volts. Model “1200” 
ranges up to 1200 amps and 600 volts. 


laundries is available from Better 
Homes Bureau, Westinghouse Electric 
Corp., Box 237, Pittsburgh 30, Pa. A 
rather unusual feature of the manual 
is the development of an “inside-out” 
planning technique for these two 
areas. 

Also included is design information 
on such home lighting developments 
as cove, cornice, valance, recess, pin- 
hole, spot, and automatic lighting for 
closets. And, there is much useful 
information, on planning an adequate 
wiring system for the home: where 





insulates itself when removed from 
meter. Jaws are completely insulated 
down to the sockets, protecting against 
shorts and shocks. Probe jaws are 
pointed for working in crowded switch 
and terminal boxes. The wide-angle, 


Stop asking Washington for it 
(Continued from page 20) 


tyrannical impersonal machine known as the state,” 
and he adds: 

“This system of using bribes, subsidies, promises, 
and so forth as a pain-killer confused many—indeed 
most people—for a considerable time, and only since 
we have begun to see the results in operation has it 
become apparent, even to the simplest fellow, that 
when the pain-killer wears off, the pain, in terms of 
insecurity, and material cost, is much worse than ever. 
We, as a nation, have been very fortunate in having 
placed before us a laboratory example of how the 
‘womb to tomb’ pattern works out. With us, the 
menace of this false and unworkable political philoso- 
phy has crept up slowly and gradually.” 

On the same subject, David Lawrence, a great editor 
and columnist in Washington through many adminis- 
trations, said recently: 

“Capitalism is a desirable system primarily because 
it alone recognizes the dignity of the individual. Its 
moral stature is derived from the great Judeo-Chris- 
tian tradition which for centuries has embodied the 
ideal men strive for. . . . But let us not fail to per- 
ceive that the power of self-regulation, based on 
moral and spiritual values, is, after all, the greatest 
single virtue that nourishes-a healthy capitalism. Let 
us demonstrate to skeptics far and wide that a healthy 
capitalism means a healthy individualism and that 
this is the true prescription for communal well-being.” 

These basic American concepts of freedom as we 
know them in this nation from the days of Thomas 
Jefferson to the present are unchanged. One of the 
developers of atomic power, Dr. Vannevar Bush, 
warns us that “A people bent on soft security, sur- 
rendering their birthright of individual self-reliance 
for favors . . . will not measure up to competition 
with a tough dictatorship . . . The Russian threat 
cannot be met if we turn this country into a wishy- 
washy imitation of totalitarianism, where every man’s 
hand is out for pabulum and virile creativeness has 
given place to the patronizing favor of swollen bu- 
reaucracy.” 

I recently read the story of Glenville, West Virginia. 
For fifty years the people had complained of floods 
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Home planning manual 


A 20-PAGE MANUAL, “Planning the 
Modern Home Electrically,” B-5853, 
that gives practical easy-to-follow in- 
structions on planning kitchens and 


to locate outlets, how many and what 
kind of circuits to provide for; and, 
how to plan a service entrance for 
tomorrow’s needs as well as today’s. 

Quantity price for the manual is 
$4.50 per hundred. One copy will be 
mailed free upon request. 


from the Little Kanawha River which two or three 
times each year overflowed its banks and flowed down 
Main Street. The day finally came when something 
had to be done. When that day arrived, everybody 
pitched in and helped. The people raised several thou- 
sand dollars among themselves to finance a small- 
scale flood control project. 


How Glenville got a job done 

Local industries donated bulldozers and other heavy 
equipment needed to clean up the river bed and clear 
the banks of underbrush. Women helped, too. They 
cooked enough food to feed the 500 men and worked 
with shovels and pickaxes to clear the banks. Prop- 
erty owners along the river also did their share. 
Nowadays the folks in Glenville can breathe easier. 
There hasn’t been a single flood since the project 
was finished. And not a penny of federal money was 
received or asked for the work. 

How far can the rest of our nation go along the 
path indicated by little Glenville, West Virginia? 

To a large extent, Stalin is responsible for much 
of the Bigness in which we are involved today, and 
the threat which Stalin in death bequeathed to us 
does not give us too much hope for assurance of peace 
in the immediate future. 

But what about the way our citizens are thinking 
about the question of big government? What will be 
their response when, after being told during a cam- 
paign they can look for less government and less 
bureaucracy, their new administration gives them 
more Super-Bureaucracy ? 

Aside from the Stalin-inspired bigness, all other 
government expansion is done in the name of that 
elastic phrase, “The general welfare.” We have no 
cause for optimism if we are forced to agree with 
the skeptics who say the “ordinary” citizen sees no 
difference between “the general welfare” and his own 
individual welfare. 

Let’s draw a line where we will stop asking Wash- 
ington for it. Remember that even as late as 1942, 
the Supreme Court held that “It is hardly lack of due 
process for the government to regulate that which it 
subsidizes.” 

The Bible puts it more simply (Proverbs 22:7): 


“The borrower is the servant to the lender.” 
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TYPE YS 


Unflanged junction box 
with cover. Flush or 
Surface mounting. 





TYPE YW 


Weatherproof pull box. 
Complete with one- 
piece rubber gasket and 
hinged cover;surface 
mounting. 





TYPE YE 
Explosive resisting 
junction box designed 
in accordance with 
Underwriter’s Labora- 
tory requirements. 
Cover and flange are 
accurately machined 
and correct bolt spac- 
ing provided. Flush or 
Surface mounting. 


When you specify O. Z. Cast Iron Boxes for industrial, 
railroad, airport, oil refinery and other heavy-load cir- 
cuits, you specify the best. Cast from close-grained, grey 
iron, these sturdily constructed boxes are accurately 
machined to your requirements and then hot-dip gal- 
vanized to provide maximum corrosion resistance. 

No matter what the operating condition . . . explosion 
resisting, watertight or weatherproof .. . you'll find a 
box to fit the job in O. Z.’s complete line. All boxes can 
be supplied with or without bosses or mounting lugs 
and are drilled for conduit entrances as required. 


For detailed information on O. Z.’s Cast Iron Boxes as 
well as 150 other electrical fittings, write for our catalog. 


CAST IRON BOXES 
SOLDERLESS CONNECTORS 
CONDUIT FITTINGS 

CABLE TERMINATORS 
GROUNDING DEVICES 
POWER CONNECTORS 


Buy 0.2. and you'll see why Engineers say, 
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TYPE YF 


Flanged watertight box 
with cover complete 
with rubber gasket. 
Flush or Surface 
mounting. 
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"They're OK lf They're 0.2.” 


ELECTRICAL 
MANUFACTURING 
COMPANY, INC. 


262 BOND STREET dele) G24. i oa. Fae 








test rack 
was built in only 


this one took 
THREE WEEKS 
to build 








SAVED 13 Working Days! 
SS _ i ee 


At The E. Ingraham Company 
— world famous clock manufac- 
turers of Bristol, Conn. — PLUG- 
MOLD 2000 has proved again 
that it is EASIER, FASTER, 
CHEAPER to install. Using Plug- 
mold — two men built this timer 
test rack in 2 DAYS. It formerly 
took two men 3 WEEKS to build 
the same rack using old type con- 
struction with ordinary wiring. 


Wiremold’s famous Plugmold 
2000 gives you SURFACE 
mounted raceways — no drilling 
and cutting for outlet boxes! 
Saves time, effort, money! 


Write today for the full Plugmold 
story and the new Plugmold 2000 
book! 





WiREMOoLD 


Makers of 


PLUGMOLD — multi-outlet systems 
WIREMOLD- electrical raceways 


PANCAKE -overfloor raceways 


THE WIREMOLD CO. 
Hartford 10, Connecticut 








New electrical books 





Eleetrie Control 
Systems 


By Richard W. Jones. Published 
by John Wiley and Sons, Inc., 440 
Fourth Ave., New York 16, N. VY. 
511 pages, price $7.75. 


This new third edition provides 
a link between the texts in electric 
machinery and those dealing with 
the more advanced analysis of feed- 
back control. The subjects of elec- 
tric machinery, electronics, circuits, 
and transients are included to aid 
the reader in developing a sound 
understanding of control systems. 
The principles underlying motor 
operation are reviewed and ex- 
tended, and the characteristics of 
control devices are analyzed, lead- 
ing logically to the basic ideas in- 
volved in feedback control systems. 

The book uses mathematical anal- 
ysis when pertinent, but at the 
same time maintains close touch 
with the practical aspects of con- 
trol systems. The material on con- 
trol systems is arranged on a func- 
tional basis so that emphasis is nat- 
urally placed upon the objectives of 
the controller. Relay switching net- 
works are considered in detail, with 
emphasis upon general principles 
and their application to motor con- 
trol. Boolean algebra is introduced 
as a means of describing the com- 
binational character of such net- 
works. Relay and electronic count- 
ing circuits are also discussed. 

The author is professor of Elec- 
trical Engineering at Northwestern 
Technological Institute. 


TV publications 


All of the booklets discussed in 
the following paragraphs are avail- 
able from Howard W. Sams and 
Co., Inc., 2201 East 46th St., Indian- 
apolis 5, Indiana. 


The TV technician’s problems are 
being amplified as a result of the 
ultra high frequency television 
channels now coming into. use. 
Wherever a new UHF station is es- 
tablished, there will be a tremen- 
dous demand for UHF converters 
which will enable a VHF TV set to 
tune in the new UHF signals. Also 
experience has indicated that UHF 
antennas are almost always a neces- 


sity. Many TV sets were designed 
so that the tuners could be changed 
so as to pick up UHF TV broad- 
casts. 

To help the TV technician de- 
velop abilities in this new field, the 
Howard W. Sams Co. has recently 
issued publication UHF-1, entitled 
“UHF Antennas, Converters, and 
Tuners” ($1.50). This 134-page 
booklet, by Milton S. Kiver, a well- 
known television authority, will 
provide the TV technician with con- 
siderable information on all of the 
problems involved with UHF, in- 
cluding antennas, transmission lines, 
and matching network, UHF in- 
stallation practices, converters, and 
UHF tuners. The book is profusely 
illustrated and written from a 
practical man’s point of view. 

Another UHF publication offered 
by Howard W. Sams is_ booklet 
UC-1, entitled “UHF Converters”’ 
($1.00), which covers the design 
and operating principles of specific 
commercially available converters. 

The Howard W. Sams Co. has 
also issued two other publications 
by Milton S. Kiver. One of these is 
publication TK-1, entitled “TV 
Servicing Short-cuts Based on Ac- 
tual Case Histories” ($1.50), and 
publication TN-1, entitled “How to 
Understand and Use TV Test In- 
struments” ($3.00). 


Elements of electricity 


By William H. Timbie, assisted 
by A. Kusko. Published by John 
Wiley and Sons, Inc., 440 Fourth 
Ave., New York 16, N. Y. 631 pages, 
price $5.50. 

A fourth edition of this well- 
known textbook on .electricity by 
the Professor Emeritus of Electrical 
Engineering, Massachusetts Insti- 
tute of Technology, has been ex- 
tensively revised to maintain its 
usefulness in the face of numerous 
recent developments in electrical 
equipment and electrical practices. 

The features that have made this 
a most useful textbook on electricity 
are: (1) Its adequate amount of 
information concerning electrical 
laws and practice in an immediately 
usable form. (2) Its strictly prac- 
tical approach rather than extensive 
use of abstract theories and con- 
ditions. (3) Its extensive use of 
practical problems, illustrated by 
numerous diagrams that enable the 
student to readily understand the 
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DAY-BRITE 
DERBY DOWNLIGHTS 


No. 80141—with 
63," diameter Controlens* 
in removable frame. 
Recommended 
for use with 100-watt 
Type “‘A”’ lamp. 


*® HOLOPHANE CO 


No. R-80140—with 
removable matt black 
steel louver. 

For PAR-38 or Type “A” 
lamp to 150-watt size. 
Without louver for 
R-40 lamp, 150 
to 300-watt. 
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WITH “A TYPE LAMP WITH “PAR” LAMP WITH “'R-40" LAMP WITH COLORED LAMP) WITH 8-40" LAMP WITH SILVER BOWL 
AND LOUVER AND LOUVER WITHOUT LOUVER AND LOUVER ADAPTER, AND LOUVER LAMP AND LOUVER 











Day-Brite Derby units are low-cost, highest 
quality incandescent downlights. These versa- 
tile, easy-to-install recessed spots can take a 
lighting installation out of the ordinary <lass 


“DECIDEDLY BETTER” | 
—give it sparkle and glamor—without excessive 


expense. And all Derby Downlights are DAY-BRITE. 


approved by the Underwriters’ Laboratories. Lighting irctits 
Ask your Day-Brite representative for full 
information 


DAY-BRITE LIGHTING, INC., 5435 BULWER AVE., ST. LOUIS 7, MISSOURI 
IN CANADA: AMALGAMATED ELECTRIC CORP., LTD., TORONTO 6, ONTARIO 


ELECTRICAL SOUTH for JUNE, 1953 


SEE YOUR 
DAY-BRITE 
REPRESENTATIVE 


ATLANTA 1, GEORGIA 
Cecil Cannon & Oren Ruff, Jr. 
P.O. Box 1304 

BALTIMORE 17, MARYLAND 
Sam Masland 

625 West North Avenue 
CHARLOTTE 2, N. CAROLINA 
Gordon Wells 

212 Builders Bldg. 

CORAL GABLES, FLORIDA 
James Foerster 

1533 Delgado Avenue 
DALLAS 2, TEXAS 

H. A. Auchter 

102 Thomas Bidg. 
HOUSTON 6, TEXAS 

N. O. Reed 

1602 West Main Street 
LUBBOCK, TEXAS 

Stewart Norris 

P. O. Box 446 

MANDARIN, FLORIDA 
Joseph N. Crevasse 

P. O. Drawer 7 

MEMPHIS 3, TENNESSEE 
Munding Elec. Sales Agency 
186 Monroe Ave. 

NEW ORLEANS 12, LA. 
Pau! Hogan, Jr. 

342 International Trade Mart 
RICHMOND 24, VIRGINIA 
Earl Dagenhardt 

4000 Maury St. 





conditions of these problems. 


Through Research, Tomic Among the changes and revisions 


incorporated in the fourth edition 
adds something are many new illustrations demon- 

strating modern practice; new 
problems on applications in elec- 
tronics, control, and heavy current 


industries; discussions on _ such 
timely subjects as aluminum wire, 
ceramic capacitors, radar, tele- 


vision, rectifiers; and new clarity 


& ; TTI iM G S in many sections. 
Air conditioning 


NOW WITH Manual 11—Summer Air Condi- 


tioning for New and Existing Resi- 
dences. Published by the National 
Warm Air Heating and Air Condi- 
tioning Association, 145 Public 


ae Ne. Square, Cleveland 14, Ohio. Price, 
aaa taseeed 2458276 $1.00. 


MAIL COUPON 





4964 Woodwar™ imple of Tomic Fitting, & | mer air conditioning for residential 
Name 

method of designing and installing 

ray a | Be ar @! : ‘ \f ‘ FEERIN | a | oe ae Ls. a P . atk a 

rOMIC SALES AY EK] GI ca I PY residences. This manual answers 

RRR aah. > RC ea eee to furnish-a design and installation 

WARN FOR SAFETY é ; stallation and operation costs. This 

ee : 

The reader will find that every 
sible, by using pre-calculated tables 
amples. 

duty. With rotating glass reflector. either slab or crawl space warm air 
The Gyralite projects a beam which rotates with a wide, circular mer air conditioning system for use 
; ; as the conventional forced warm 
Compact and reliable Gyralites solve your warning signal problem 
cranes and other hazardous moving equipment. Portable Gyralites 
equipment and personnel in innumerable plant operations. Heating and Air Conditioning As- 
| Stace 1997 Machinery Association and the Na- 


The growing demand for sum- 
Cc £ é § 
j rome Sales cs & Eanes, gh Mich. ‘ 
‘ Please seviiexed lock washet. : use has created a need for a practi- 
' 
= cal, simplified, and easily-understood 
Address _—. ‘ 
agen ee J all types of central summer air 
conditioning systems for use in 
4864 Woodward Ave . Detroit 1, Michigan such a need. 

The objective of this manual is 
procedure that includes all the 
necessary elements to provide the 

- homeowner with cooling comfort 
; enjoyment with a minimum of in- 
procedure has been developed for 
residential applications only. 
effort has been made to make heat 
gain calculations as simple as pos- 
for job figuring and step-by-step 
procedure with worked-out  ex- 
Manual 11 contains information 
Type 15100 Gyralite for low voltage ; on the use of summer cooling with 
# . 2 : : x perimeter heating systems. Charts 
with high intensity rotating light beams and tables for the design of a sum- 
sweeping action...every eye within range of danger sees and PIN- with the small pipe system as well 
POINTS the safety hazard instantly! 
when noise levels are too high for sound signals or where multiplicity air heating system are included. 
of sound signals would confuse. Gyralites install easily on overhead The manual was prepared by the 
: . Summer Air Conditioning Com- 
protect ground crews at hazardous locations. Automatic control by ven aditioning ¢ . 
time switch, pressure switch, float switch or electric eye will safeguard mittee of the National Warm Air 
Write now for Bulletin No. 5015 sociation with the aid of the Air 
Conditioning and _  Refri erating 
THE wren” NATION COMPANY g g 
>) 
4 tional Association of Home 
Builders. 
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Years Ahead \N DESIGN 











THE NEWEST ADVANCE IN 
FLUORESCENT LIGHTING FIXTURES FOR 
SCHOOLS, OFFICES, STORES AND PUBLIC BUILDINGS 


ate. 


Tomorrow's fixture today — 
the new Wheeler FLO-LINER 
combines high efficiency 
and smart styling with 

unique maintenance ease 
and economy. When 
detached, louver assembly 
is automatically suspended 
below channel by supporting 
chains — allows quick, 
easy access to operating 
equipment. Amazingly 
flexible — 2 lamp and 4 lamp 
units available for both single 
pin and bi-pin lamps! 


45° CROSSWISE SHIELDING — provided by 


the unique use of a plastic center panel which 85% EFFICIENCY — translucent 

gives comfortable shielding to this shallow, plastic side panels and center panel 

smartly styled unit. give low brightness for more comfortable 
seeing and high efficiency. For further seeing 


comfort, 51% of the light is directed 
Write for special FLO-LINER bulletin ie Caleene arene em, 


EASILY JOINED — in continuous 
rows by simply joining ends together 
with two screws which are 

supplied. Units may be 


suspended from pendant stems 
| Distributed Exclusively Through Electrical Wholesalers or attached directly to ceiling. 
WHEELER REFLECTOR COMPANY 
275 Congress Street Boston 10. Massachusetts 
REPRESENTATIVES IN PRINCIPAL CITIES 








 fevel: 


THE NEW MILLER STEM-WINDER 
hanger will save you installation 
time. Just twist ingenious level- 
ing device to align fixtures after 
hanging,and let the 25°ball swivel 
take the slant out of ceilings. A fin- 
ished workmanlike job with no 
stems to cut or rethread. Write 
for details. 














aaa 


"sic 





THE miller company 
Meriden, Connecticut 


LEADERS IN LIGHTING SINCE 1844 


Field Sales Engineers: 
H. Connell, 132 Heatherdown Rd., Decotur, Ga. 
C. H. Phillips, 212 West Newlyn St., Greensboro, N. C. 
C. Maddox, 2700 Connecticut Ave., N.W., Washington, D. C. 
J. W. Fowler, 2709 Live Gok Drive, Nashville, Tennessee 
Ben Biark 6147 Pi hire Lane, Dallas, Texas. 
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Construction problems 
(Continued from page 27) 
outlets are provided for all types of 
equipment generally used in large 

establishments. 

Viewing the overall undertaking 
we can now say that we exceeded 
our expectations in performance all 
along the line despite the materials 
problem. We attribute this accom- 
plishment to the completely coor- 
dinated organization we have in all 
phases of electrical construction. 


Radiant heating panels 
(Continued from page 31) 

(2 to 60 inches 

were moderately 


the living zone 
above the floor) 


low, ranging from 3.5 deg F for 


an outdoor temperature of 32°F to 
7.0 deg F for an outdoor tempera- 
ture of 0°F. Thus, the temperature 
gradient in the living zone was 0.7 
deg F per foot of height at the 
higher outdoor temperature and 
14 deg F per foot of height at 
the lower outdoor temperature. The 
average gradient from floor to ceil- 
ing was a little lower than in the 
living zone, ranging from 0.6 deg F 
per foot for an outdoor tempera- 
ture of 32°F to 1.1 deg F per foot 
for an outdoor temperature of 0°F. 

The vertical temperature differ- 
ences in the living zone with the 
radiant panels were about 
one to 2°F greater than those ob- 
served in the 
baseboard 
tem. Insulating 
adding storm 
significantly 


glass 


same house with a 
convector heating 
the walls and 
windows did _ not 
change the _ vertical 
temperature differences observed 
in this house. Since the same 
number of panels were in opera- 
tion in the insulated and unin- 
sulated condition of the house, the 
per cent of time during which the 
heaters were energized 
preciably less in the 
house. Consequently, the chimney 
effect of the house and natural con- 
vection played a more significant 
role in the insulated house during 
the longer periods when the heat- 
¢rs were not energized than in the 
uninsulated house. 

The average horizontal tempera- 
ture variation between stations of 
observation within individual 
rooms was 1.6°F for an outdoor 
temperature of 32°F and 2.6°F for 
an outdoor temperature of 0°F 


SyYS- 


was ap- 
insulated 


FITTINGS SAVE 
INSTALLATION TIME 
GIVE LASTING GRIP 


1 


1.057 


SET SCREW 
CONNECTOR 
#2750 


1 e258" 


‘~— 


SET SCREW 
COUPLING 
#2760 


These new EFCOR Set Screw Connec- 
tors and Couplings make possible 
amazing labor and material cost 
savings in non water-tight installa- 
tions. One turn of set screw locks the 
E.M.T. firmly into place. 

No Special Tools Needed—Instal- 
lations which are inaccessible with 
an open end wrench are now 
quickly, easily accessible with an 
ordinary screwdriver! 

Stripping of Screw Threads is 
Eliminated—Overlapping of steel in 
the construction of the body doubles 
the length of the screw thread. 


@) DENOTES BINDING SURFACE. 
Efcor Case Hardened Cup 
Screws lock tubing more 
ely than conventional 


ecur 
: s because they 


pointed screw 
bind a greater surfac 


of tubing. 


e arec 


FOR RAINTIGHT INSTALLATIONS 
USE EFCOR COMPRESSION TYPE 
E.M.T. FITTINGS 
EFCOR'S wide and complete line of 
electrical fittings for all installations 
is available to you from warehouses 

in all principal cities. 
FOR FREE ILLUSTRATED 


CATALOG AND PRICE 
LIST WRITE TO 


@ 


ELECTRICAL FITTINGS CORP. 
Dent. S-6 
WOODSIDE 77, NEW YORK 





SOLD THROUGH WHOLESALERS ONLY. 
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“Get cleaner threads, tighter joints 


with Buckeye Conduit 


\// 


AN ELECTRICIAN TALKS ABOUT 
CONDUIT: “ 


I agree with other electri- 
cians that “Buckeye” gives a clean and 
strong thread. A clean thread is essen- 
tial for making a really tight, safe joint! 
Youngstown rigid steel conduit is tops 


ELECTRICAL ENGINEER ENDORSES 
BUCKEYE CONDUIT: “As an electrical 
engineer, I have jobs which demand wir- 
ing which must 


withstand 
and shock. 


vibrations 
By specifying “Buckeye” I 
protect these wires because only good 


steel produces threads strong enough to 
make tight and safe joints.” 


Me 


My 


MW 


Wr 


YL 
VU 


YU 


Youngstown makes rigid electrical conduit from start 
to finish. 


— 


Z or thn, Yi 


dang aild 


This enables Youngstown to control the 
complete manufacturing process which insures that 
each length of “Buckeye” is made of topgrade steel 
Since only high quality steel produces a clean 


strong thread, it’s no wonder that “Buckeye’ 
a favorite in the industry 


Ma 
Wl 


’ is 
On your next job, be 
sure to specify Youngstown Buckeye conduit 


Shipments of Buckeye rigid steel con- 
duit are now being made from our 


conduit mills at Indiana Harbor and 
Youngstown 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


General Offices - Youngstown 1, Ohio 

Manufacturers of Carbon, Alloy and Yoloy Steel Export Office -500 Fifth Avenue, New York 
COLD FINISHED CARBON AND ALLOY BARS - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - WIRE - PIPE AND 
pu 0)-)0) 07.0; Ge 2 .(@) 0) 0 Os t-te ©). 3) 0) Ure 1 @) B)-) SHEETS PLATES BARS 


RAILROAD TRACK SPIKES 
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when tne differences at all five 
| levels of observation were averaged 
K U H LMA iy $ y 0 U THER N D i Vv | $ | 0 N together for each room. However, 
| d tne horizontal temperature differ- 
~ Gways reacy to serve your transformer needs ences within the rooms were con- 
Rapidly growing industry throughout the South can depend on the new modern plant sistentiy greater at 2 inches and 
of Kuhiman Electric Company at Crystal Springs, Mississippi, to supply them with the 
sturdy, dependable transformers they need to keep production humming. Nearly 60 the higher levels of observation 
years of experience in building safe, efficient transformers, and a consistent record of aes ae oS Cerve, 
leadership in the improvement of modern transformer design is Southern industry's since the electric panels were lo- 
assurance that Kuhiman will serve them well. Specify Kuhiman transformers for your cated below the 30-inch level and 


next installation. Write us today for complete details and the name of your nearest 
KuhIiman representative. 


30 inches above the floor than at 


emitted more radiant heat to some 
of the thermocouples than to others. 

The maximum horizontal tem- 
perature difference between rooms 
was 1.6°F for an outdoor tempera- 
ture of 32°F and 2.5°F for an out- 
door temperature of 0°F when all 
levels of observation were consid- 
ered in computing the average. 
The greatest variations between 
rooms usually occurred at levels 
2 inches and 60 inches above the 
floor. Insulating the walls and 
adding storm windows did not sig- 
nificantly change the horizontal 
* Denotes Sales Offices. temperature variations within 


rooms and between rooms. 
The heat loss of the Test Bunga- 
low was 8.33 kw at an outdoor 
ELECTRIC COMPANY 


temperature of 0°F when the walls 
BAY CITY, MICHIGAN © CRYSTAL SPRINGS, MISSISSIPPI were uninsulated and 5.18 kw 
when the walls were insulated. 
Because the line voltage was only 
208 volts, the ten panels installed 
in the Test Bungalow consumed 
only 8.2 kw of electric power; and 


GROWING BIG i Z since the installed capacity did not 


exactly equal the heat loss on a 


-~ELECTRICALLY aly ; = room-by-room basis, some of the 
































rooms of the uninsulated house 
were slightly underheated at an 
outside temperature of O0°F. The 
relation between heat loss and in- 
door-outdoor temperature differ- 
ence was linear. The ratio of the 
heat loss of the insulated structure 
to that of the uninsulated structure 
was 62 percent for an outdoor tem- 
perature of 0°F and 66 percent for 
an outdoor temperature of 32°F. 

An attempt was made to heat 
the insulated house with six panels 
at an outdoor temperature of 0°F 
using two panels in the living room 
and one each in the other four 
smaller rooms. Some of the rooms 
were found to be underheated be- 
cause the heat loss of a particular 
room exceeded the installed capac- 
ity of that room. The results in- 
dicated the desirability of having 
heating units of lower and inter- 


NEW ADDRESS—590 MEANS STREET N. W.—ATLANTA, GA. a eee fo hee 


small rooms. 
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You expect the best value from G-E fluorescent lamps 





- Rugged aluminum 
hase helps G-E lamps 
last longer 


ELECTRICAL SOUTH for JUNE, 1953 


You ve probably noticed that G-E fluorescent lamps now have bases 
made of a white shiny metal, instead of the usual yellow brass 
or black plastic. It's aluminum. 


Aluminum is light and resilient. Won't crack from hard bumps 
and jolts. Can take the high heats needed to get the best seal 
between base and glass tube. Doesn't shrink at low temperatures, 
wont crack the glass tube in cold weather. It helps prevent 
failure in G-E lamps. 

Five years of General Electric lamp research helped make 
this use of aluminum possible. It shows again why you and your 
customers can expect the best value from G-E fluorescent lamps. 


You can put your confidence in 


GENERAL @@ ELECTRIC 





The radiant panels in the unin- 


WAT ER : iGH ¥ sulated bungalow were compared 


under identical conditions with a 
CONNECTORS forced warm-air heating system 
using baseboard registers whose 

give you real protection vanes directed the warm air down 
where you need it at the floor. Comparison showed 
the radiant system provided more 
radiant energy at the 30-inch level 


the Sey duende’ Vows. , and more comfort at the floor level. 
the tandar ater- f ‘ : 
NOTE oF < . a i si. ar ‘ “3 ce 

garesa ¢ apree tight Service Entrance Cable - o The effect of lowering and rai: 
Senneanene. Connector. All sizes avail- ~ ; : ing the thermostat setting was 

3 “ ”“” “ . . 4 

ameter He or 1% studied for both temperature pick- 
Hubs or Sockets. . 
up and power demands. From the 


Featuring Long - Life . data accumulated it appears that 
Neoprene bushing = in the insulated house, utilizing all 
ten panels, one hour is required to 


Fig. 1 Fig. 2 raise the room temperatures from 


@ Longer-lasting watertight cable service is ee Sa ; 
assured with M&W, the easy-to-use connectors with the tapered bushing. 65° to 70°F at an outside tem- 
They hug the cable, form a positive watertight joint that gives depend- perature of 0°F. 

able, trouble-free service. Note the rugged castings, clean-cut threads, Analysis of the tests indicated 
simple two-screw compression flange. A real time-saver, used by leading that compensated room thermostats 
contractors. Write for Catalog No. 53 today. with very low differential which 


Non-Watertight Connectors —.Ground Clamps — Service Entrance “O ‘e rapi -veling o > -at- 
Kits — Service Entrance Caps, Straps and Sill Plates — BX and pee duce 1 ul id cye ling of the heat 


Romex Connectors. ing units are desirable with radiant 
glass heating panels. This would 
provide a continuous emission of 
radiant heat, since the cessation 
of radiation between heating cycles 
The M. aw. ELECTRIC ace CO., ne was quite noticeable when the “off” 


EAST PALESTINE, OHIO period was of long duration. Also 
a control device for the system 
which would permit heating of the 
house to a comfortable level at de- 
sign outdoor temperature, but 
which would limit the electric 
power demand to a value approxi- 
mately equivalent to the design 
heat loss rate, is desirable both 
from the standpoint of the con- 
sumer and the utility company. 
One type of glass panel was:sub- 
jected to thermal shock tests of 
the type that might occur in use, 
such as rain coming through a 
window or shower spray in the 
bathroom. The main effect of the 
treatment was an increase in power 





demanded by the panel due to the 
water’s cooling action. Mechanical 




















shock tests showed that the prin- 
cipal weakness was in resistance to 
90% EFFICIENCY 
ONE MAN LOUVER INSTALLATION T! : : 
EXCLUSIVE “VIBRA-LOCK” END SECTION re results of these tests indi- 
CONFORMS WITH A.S.A. REQUIREMENTS cate that electricelly heated radiant 
SIMPLE LOW COST MAINTENANCE glass panels constitute a satisfac- 
AVAILABLE IN 3 CUTOFFS tory method of warming a_ well- 
35 -25',35 - 45,45 -45 insulated basementless house from 
. ‘ 
FLUORESCENT OR SLIMLINE, 4, 6, 8 FOOT UNITS the stan dpoint of temperature 
There's a colorful NEW CATALOG SHEET with complete ; . . ‘ 
information about the ‘'N'' Series. Write for yours today. gradients in the vertical and hori- 


EASTERN FIXTURE COMPANY zontal directions, floor tempera- 
170 VERNON STREET - BOSTON 20, MASS. tures, and general comfort. Ac- 
S. L. BAGBY CO. FRANK E. KEENER -ente .t s for » poeieekl 

enh Wines Maeochend St. ie wate dow cepted method: for the calculation 
Charlotte, N. C. Decatur, Ga. of the heat loss of a house may be 


shock around the edges. 
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used in determining the total ca- 
pacity of the. heating units re- 
quired. The total energy required 
to produce a desired condition of 
warmth may be slightly less with 
electric: panels than with more con- 
ventional heating units because of 
the absence of piping or duct heat 
losses, because the reverse heat 
losses from the heating elements 
are lower, and because: the indi- 
vidual room thermostats can more 
readily prevent overheating of any 
of the rooms. 
Successful contracting 
(Continued from page 29) 
.work progressed?” 

“Part of my long range plan- 
ning,” he answered, “was to keep 
my personal credit in first class 
condition. Since I had the job on a 
cost-plus basis, I approached my 
banker on the theory that ‘a bird 
in the hand is worth two in the 
bush.” He agreed. But I didn’t use 
all the credit he made available. 
Instead, I made it a point to let a 
lot of people know that I was in 
business. I didn’t wait for it to 
come to me. I went looking for it. 
People remembered me, and I zot 
several small jobs and collected on 
them, using the money to operate 
on while I was completing the 
$8,000.00 job. It paid 90 days after 
completion. My banker was 1im- 
pressed the way I handled it. Since 
then, I have never wanted for finan- 
cial backing when I needed it.” 

“Do you ever bid on jobs, Bob?” 
I asked. 

“Oh, yes,”” he answered. “I bid a 
job now and then. But 99 per cent 
of my work is done on a cost-plus 
basis.” 

“An enviable record,” I remarked. 

“T have several ‘records’ as you 
call them that may or may not be 
enviable but of which I am very 
proud,” he said. 

“Such as —?” I asked. 

“Well, to'my knowledge,” he be- 
gan, “I’ve never lost a customer. I’ve 
never had a protest on a bill. My 
business never fluctuates. It’s solid. 
Month after month, year after year, 
it runs smoothly with a steady, con- 
stant, gradual growth. In addition 
to the same customers I started 
with, I get new ones as time goes 
on through recommendations from 
the old ones. That sort of thing is 


MARCUS 


LIGHTING TRANSFORMERS 


for quicker, easier 


THREE PHASE INSTALLATION 


* ECONOMICAL 
* COMPACT « EFFICIENT 





r 


1 to 3,000 KVA up a 
15,000 Volts to meet Indi- 
vidual Requirements 
DISTRIBUTION 
GENERAL PURPOSE 
UNIT SUBSTATION 
PHASE CHANGING 
ELECTRIC FURNACE 
RECTIFIER 

WELDING 

MOTOR STARTING 
SPECIAL 








af 





Representatives in Principal C'ties 


“Mark of Quality” 


installation 


New MARCUS ‘Type C" general 
purpose lighting transformers, for in- 
stallation either indoors or outdoors, 
are available for immediate delivery 
in sizes from 1 to 15 KVA, single 
phase and three phase. The full 
lighting line is available NOW, from 
stock, in sizes from 1 to 50 KVA, 
single and three phase, up to 600 
volts. All contain Class B hi-dielectric, 
hi-heat magnet wire insulated with 
DuPont's miracle “Mylar” polyester 
film with at least ten times the punc- 
ture strength of standard magnet 
wire. 

New MARCUS “Type C"’ indoor- 
outdoor lighting transformers are 
constructed with electrically welded 
sheet steel case. Scientifically placed 
vents provide completely weather- 
proof ventilation. Self-contained wir- 
ing compartment means faster-than- 
ever installation. 


Write for price list 


TRANSFORMER CO., Inc. 
HILLSIDE 5, NEW JERSEY 


: ONE OF THE WORLD'S LARGEST MANUFACTURERS OF DRY TYPE TRANSFORMERS EXCLUSIVELY 
what I’m proud of. Let me show 
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you what makes this business 


[4 J A r cf db 24 PRODU oan a worthwhile.” 


He piled a stack of letters in 
front of me. Some were written to 
. » 4 — ; 

FLOOR BOXES WIRING SPECIALTIES him from the customers; others 
were signed carbon copies of letters 
written by customers to prospec- 

tive customers, recommending Bob. 

Easy to Install All were lavish in their praise. 
The simple, compact make-up of ‘'Latrobe" Some points stressed were “Per- 
Floor Boxes and Wiring Specialties permit sonal supervision . . . competert 
thee te be tnctelied in record time and accommodating mechanics... 
. courteous .. . desirous of pleasing 
The savings in time, labor and actual dollars ... out of his way to satisfy .. . 
thus gained is further improved by their after hours in interest of comple- 
smooth, dependable service after installation. tion . . . pat on the back for super- 
lative satisfaction . . . promptness 
in response .. . bill was $1,000.00 

Floor Boxes * Cover Plates © Pipe or Conduit Hangers * Gang Boxes °* : cage ‘ al * ” ; 
Nozzles © Fish Wire © Cable Supports ¢* Junction Boxes ¢ Insulator lower than estimate . a record 
Supports ¢ Staples and Cable Clips time . . . 2,000 connections, 361 

Represented in the South by sub-meters, new service, new feed- 

FULWILER & CHAPMAN, INC LEIGH A. DOXSEE CO ee ee ee ee ee ee 

702 Whitehall St., S.W., Atlanta, Ga. 4030 Chouteau Ave., St. Louis 10, Mo. — ag rage ae re — = 

213 S. Front St, New Orleans 12, La. FRED H. SIMMER CO. a + a ae 

445 English St., Greensboro, N. C. 1406 S. Akard St., Dallas I, Texas clothes - to a 2 small way 
the satisfaction we feel for 
after such excellent work at such a 


FULLMAN MANUFACTURING CO. (ieeuRuIMucmnmencecan 


and I were surprised but grateful 


LATROBE aa PENNSYLVANIA for the free work done on our sign. 


” 


There were many such letters. 





Some were even written in long- 
hand by busy executives. Bob not 
only has these letters, but he is 
personally acquainted with nearly 
all of the building managers in 


HORIZONTAL FLUORESCENT Fort Worth. In fact, he helped 


PUMP ISLAND LIGHTERS organize an informal group of these 


managers that meets regularly at 
ten o’clock each morning for coffee. 
Bob meets with them and helps 
Fixture mounts on any existing " ‘ them with their problems in so far 
2” pipe Standard or furnished . as they concern the electrical sys- 
with Tapered Pressed Steel tems in their respective buildings. 
ce - or with Air and Water Occasionally, he brings in a new 

ectities. member to the group. They all like 


MODERN + STRIKING + STIMULATING him and respect his opinions—he 


Get . sia 
The only Fixture on the market that a has given them every reason to do 
permits mounting Cluster Lights at any Share ’ so and no reason not to. Those who 
elevation above of the : can’t meet in the group, Bob sees 
fixture to avoid Gas at other times about once a week. 


glare. ane l He keeps in touch with all of them, 


Easy to Service Business. which means business for him. Re- 
Bug-Proof 
mi ; Write for : : z 
4’or 8 isteretere. . a ing to new equipment such as air- 
Fixtures or a ee . i 
continuous conditioning, all these things crop 
combinations H up from time to time. Bob’s finger 


yo tomy Pa is on the pulse of every one of them. 
size Island ‘ 


wiring, re-modeling, additions, wir- 


Is it surprising that he gets his 
share? 
Bob’s not afraid of work. Neither 


REVERE ELECTRIC MFG. CO. 

6005 Broadway «+ Chicago 40, Ill. i the afraid of eromressive ideas 

INDOOR AND OUTDOOR LIGHTING FOR EVERY NEED ea ee ‘aly 
For instance, the telephone com- 
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(CONN uO OREN) 
BRUSHES #* © 
‘ven WOTOR PERFORMANCE 


age CHANGES 
mma LESS woraR OOM" TIME 


FW \ 
HELWIG CO. Bue pronuets 
CHESTER neni 


jladlicord 
WIRES & CABLES NATURLITE 


. &. Pat. Off. 
Chester ENGINEERED sasaitaiinii 
plastic insulation, laboratory 


e 
A ved mnie se Fluorescent Fixtures 


easier working qualities and longer For every commercial and industrial use 


Be service life. These rugged plastic Quality High—Cost Low 
coatings offer maximum im- 


onal munity to abrasion, weather, New 1954—48 page Catalog 
% ifi e oil and Do po a geet is now ready—write for your copy. 
and p e, yP 
SPECICATION i weet ee LIGHT & POWER UTILITIES CORPORATION 
1035 Firestone Bivd., Memphis, Tenn., Dept. E 


== Sold Thru Wholesalers Only 


OFFICE AND 
BELL WIRES 











| 





| 
"| 











BUILDING WIRES 


THERMOSTAT 
CABLES 


a 

=~ 
HEATER 
CORD 


Da one 


ALARM AND 
SIGNAL WIRES 


a — WANTED-For Publication 
NEON SIGN, OIL 
IGNITION CABLE 


Interesting accounts of successful promotions con- 
eT sniciaeeeneinisesenasnanetd 


ducted by electrical appliance retailers for publica- 


FIXTURE tion in Electrical South. Sales managers are invited 
WIRE 


to submit articles and photos of successful events. 
PAS Ss LP SS a 


No special form necessary; just give complete details 


in a letter and our editorial staff will put material 
FLEXIBLE CORD into shape for publication. Payment made for all 


oa ee ET material published. Address all items and inquiries 


—S= to the Editor. 


TELEPHONE 
WIRES 


" 7 
UE HAS THE ANSWERS — Plasticord and Plasti 
cote wires are available in standard construc 


tions or custom built to specifications. For a practical solu- 


mI | 


WEATHERPROOF 
WIRES 


1 
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i 
1 
| 
) 
! 
| 
| 
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tion to unustal insulated wiring problems, call or write 


E 806 Peachtree St... NE Atlanta 5, Ga. 
Cuter £ kt, 8 Yor«wN , 
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pany leased some additional office 





space in a 24-story office building. 
C) They needed four plugs, of course, 
‘a for business machine operation and 


demand the best 2's telephone outlets at desk locations. 
insist eS 30b was already in the building do- 


Ma a ie | T ing an extensive remodeling job on 
° several other floors. Regular under- 

W A L L RP L floor raceways were out of the ques- 
A T E Ss tion because the concrete floors 

FIT ALL STANDARD WIRING DEVICES were too thin. Bob proposed chan- 


ACCEPTED AND neling the floors for the compara- 
arproveo vision BROWN and IVORY tively thin Walker “Flushduct.” He 
ALL STYLES—I1 to 4 GANG got the job. The news spread and 
C) another building found that they 

needed Walker Flushduct. Bob put 








The Merit line offers the wholesaler a depend- 
able wall plate source for prompt service, top 
quality, and excellent returns. Merit is a good “4. 
bm a a = embracing the most popular it in. 
lemand standard types. Simplif ° inven- 143 lai : 

tery problems by enieniicien’ on p Ee eo Still another building had a light- 
top wall plete line — MERIT. ing problem. Bob was in front again 


and now... with a new product—the Wakefield 


hl WALL KLEEN Ceiling. He talked the building man- 








ager into trying it in the lobby. The 
SWITCH PLATE SHIELDS result was pleasing not only to the 
] and 2 GANG STYLE 4, building manager, but to all his 
CLEAR AND IVORY tenants as well. There are some 
PROMPT DELIVERY twenty-odd more stories in this 


Send for Catalogue building, and Mr. Moser has in- 
and Prices Today 








stalled Wakefield Ceilings on sev- 
O eral more of them. 

‘ Bob was recommended to a man 
with a small cotton seed meal plant. 
The man didn’t have a staff of en- 
gineers at his disposal but he need- 





ed automatic sacking equipment 
and fast production so that he could 
get on a paying basis. Bob worked 
out a system for him, using elec- 
trical measuring devices controlled 
by electronic timing devices. The 
customer was pleased, and now Bob 
can count among his customers 
for automatic controls several feed 
mills, a grain elevator, and a pack- 
ing house. 

That’s the same Bob Moser who 
started in his back yard with his 
wife answering the phone and keep- 
ing the books in 1946. His wife still 
keeps the books—in the front office 
of Bob’s shop. Two recent entries, 
one for $70,000.00 and one for 

Send for NEW CATALOG $100,000.00 (gross) indicate the 

* trend of the firm’s growth. Seven 

electricians daily demonstrate how 

DONGAN ELECTRIC MFG. COMPANY the quality of the service is propa- 
2998 Franklin Detroit 7, Mich. 


gated. And Bob’s own recent elec- 
Southern Representative: tion as president of the Fort Worth 
George R. Koein Chapter of the National Electrical 
144 Walker St., S.W. Contractors Association shows with 
Atlanta 3, Ga. what regard he is looked upon by 

his competitors. 

The Dongan Line His shop does not cover all the 
Since Nineteen-Nine ground he owns, however. “Do you 
plan on enlarging the size of your 
shop, Bob?” I asked. 




















ELECTRICAL SOUTH for JUNE, 1953 





GUARANTEED! 


Accurate Weight 
... Accurate Length 


as Marked 


When it’s a Haartz-Mason made tape you know it’s 


full length . . . full weight. You know it’s full MODEL WA 


: - - : Wall-type Down-flo Heater 
strength in substance. You know its adhesive stays af 


fresh longer. You know there’s no better tape 


made than Paramount, Stronghold and Paraplas- FLECTROMODE 


tic. . . because they’re Guaranteed. 
Ql -Eldic HEATERS 


For HOME - OFFICE - FACTORY - FARM 


Capacities 1320 to 45,000 watts, in Wall, a 


Portable and Suspension types. 


Pm QUICK, EASY TO INSTALL 
to Know “i eg WE MINIMUM of MAINTENANCE | See 
these brands MN ae SATISFIED USERS MODEL PA 


Portable Heater 


MODERN DESIGNS 
100% EFFICIENT 
COMPLETELY SAF MODEL WIA 


Sealed-in cast-aluminum heating element elin Wall type 
inates any danger of fire, shock or burn. Power Jathroom Heater 
cut-off safety switch prevents overheatin 

BUSINESS CHARACTER 


prey AUTOMATIC CONTROL 


ullt- therm tat with adjustable range o 
fissociation Built-in the os adit : 
tic room temper 


55 5 ides autc 
R + High Standing in to 8 provide ito 
NAME - PRODUCT ~ POLICY ature control and economy of operator 








Unar ST Goarercd 7 





Electromode Unit Heaters in Suspe 

Combination Portable and Suspension types 

MODEL 14-10 

Suspension-type 
nit Heater 


solve hard-to-heat areas 
lated locations. Require no 








One Koll ELECTROMODE CORPORATION 


All guaranteed SS uett nett 45 CROUCH STREET, ROCHESTER 3, N. Y. 








accurate length — accurate Dept. ES-63. Please send free literature on: 


Electromode Heaters —~| Domestic Industrial 


weight as marked. 


Haartz-Mason, Inc. 


WATERTOWN 72, MASS. 


Pe nbavetesienisetar 
Address 


Gv accctesssos 





eeeceeeeaann! 
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MACHINE SCREW 


EXPANSION 
ANCHORS 


repped oe 

@ depe 

_ work in brick, concrete‘and other solid - 
| materials. Yet, the work can be dis- ~ 





ARRO EXPANSION BOLT COMPANY 
MARION, OHIO 


1520 Boone Ave., MARION, OHIO 


74 


| mantled and reassembled at will with- 








“Everything I do is planned,” he 
replied. “The plans for a larger 
shop are in the ground you see out 


‘there. That’s why there’s so much 


of it.” 

And I guess he’s right. His luck 
has never failed him yet—he makes 
way for it. 


Formula for estimating 
(Continued from page 25) 


estimating each job. It is list price 
of materials plus labor plus the 20 
per cent for overhead, and the ten 
per cent for profit. 

Over a six-month period for a 
laundry maintenance account, 
Leedy’s repairs on washers, wring- 
ers, dryers and electric water heat- 
ers came to approximately $10,000 
on this basis. Over a year’s time, 
this account will balance out profit- 
ably. 

Round figures are quoted 

Estimates are always put in 
round figures to allow for a mar- 
gin of error. For example, if an 
estimate comes to $72, Leedy 
quotes $80. That takes care of 
travel time or any small unpredict- 
able additions that may turn up. 

When he encounters new types 
of installations, Mr. Leedy figures 
closely by plans and specifications. 
On special fixtures, he obtains the 
wholesale price, determines how 
long it will take two men to hang 
the fixtures, adds ten per cent of 
labor and fixtures, then adds the 
usual 30 per cent for overhead and 
profit. 

“In case there is an underesti- 
mation on the job, you may have 
in the following weeks a run of 15 
or 20 similar jobs on which you can 
make up for the loss,” said Mr. 
Leedy. “The same holds true for 
a new type of installation on which 
you may have underestimated. You 
make the mistake once and chalk it 
up to experience. But when vou 
run into the same type of installa- 
tion or repair again, you don’t 
make the mistake a second time.” 


Labor costs doubled 

On jobs where Leedy’s is called 
on to furnish labor only, estimates 
are figured on labor and doubled. 
Charging $2.50 per man hour, this 
would come to $5.00 an hour per 
man on the job. However, bills are 
submitted as service charges. 
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This 
SWIVEL U-BOLT 
CONNECTOR 


is designed to do just that... 


No Removable Parts 


Easily and Speedily 
Installed 


Sturdily Constructed 


MEET ALL REQUIREMENTS 
85% Copper Alloy © Ample Strength 
High Conductivity © Unaffected by Vibration 
Moisture Resistant 
Sizes Up to 1,000,000 CM 
Approved by Engineers 
Specify K&H for YOUR Next Job 


For More Details, Sizes and Prices 


WRITE FOR CATALOG 5LC 


H KRUEGER & HUDEPOHL 


Solderless Terminal Lugs and Connectors 
. VINE AT THIRO-ES * CINCINNATI 2, OHIO 


irs ABouite 
— a U 


i i 
| a | 5 


FLOODLICHTING 
TIME 


The greatest selection of 
styles and types for every 
purpose. ; 

Get the right floodlights from 
your wholesaler. Get ABOLITE. 


ABSOLITE 


(GATHG DIVISION 


THE JONES METAL PRODUCTS CO. 
WEST LAFAYETTE, OHIO 
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HAVE YOU TRIED THIS FINEST OF PLASTIC TAPES? 


PLYMOUTH 
PLASTIC 


PACKED INDIVIDUALLY “Coweannant FIVE-PACK 
One 66-ft. roll, 34" width in Five 30-ft. rolls, 34"" width 
single pocket-size metal can in handy container 

RECOMMENDED IN PLACE OF FRICTION AND 
RUBBER TAPES IN THE FOLLOWING SITUATIONS: 
1. Where tape is subject to abrasion (resists abrasion). 

2. Where space is limited (makes neater job, as in terminal box). 


3. Where tape is subject to water, acids, alkalies, corrosion (resists all). 
4. Where time must be saved (does the job much more quickly). 


PLYMOUTH RUBBER COMPANY, INC. 


Manufacturers of SLIPKNOT — The World's Largest Selling Friction Tape 
CANTON, MASS. 











ONE OF THE SOUTH’S LARGEST FACILITIES 


HOT-DIP GALVANIZING 
Y- ER EAS CASTINGS * FABRICATED PARTS 


,; , EXPANDED METAL « PIPE » TANKS 
Wire Pulling Lubricant STRIP ¢ BARS « PLATES « RODS 





VA 
\. “Only Y-ER EAS has all these features || Your parts or products cam have the 


same high-quality hot-dip galvanizing 


Creamy, non-corrosive lubricant. Never greasy or NEW TANK SIZE: used 


on our own Dixisteel products. 
Write f yeah 4 ft. Wide Small, tight spangles .. . smooth, uni- 
winciosg © Prevents sticking or setting. Specially helpful on ; <n ” 
descriptive wide: cunthininies. 6 ft. Deep formly-heavy coat f zine... no fins! 
booklet 4 +} las , o hz 8 ds 
tough, lasting armor that tan 
® Does not run back on cables. 25 ft. Long* 


. guard against rust and corrosion. 
® Never harmful to hands or clothing. ; as £ 

*Items up to 45 feet long : 
accommodated by double Write or phone for quotations on 


Permanently non-harmful to cables or conduit. 





this superior service. Please give full 


details about materials, including all 





dimensions. 


It it’s exposed to rust... Galvanize it! 





improved Y-ER EAS tested ond approved by the 
Underwriters’ Laboratories, Inc 


FABRICATING DIVISION 


AT ALL LEADING ELECTRICAL SUPPLY HOUSES 
* 4 . - 247 


—— acini anc Atlantic Steel Company 
, ELECTRO COMPOUND CO. —.. warces or DIKASTEEL, 5 :5c« iv 


3820 W. 150th Street ® Cleveland 11, Ohio 





ATLANTA, GEORGIA + EMERSON 3441 
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Are You Making Use 
of Our 


Reader Service? 


The editorial and business 
staff of ELECTRICAL SOUTH 
is eager to serve you. One 
way in which we can help you 
is to make it easy for you to 
draw upon the wealth of tech- 
nical and promotional ma- 
terial available from manu- 
facturers. 


In the accompanying pages 
are the descriptions of scores 
of useful catalogs, application 
information booklets, and 
technical publications. These 
are available without charge. 


Check over the list of pub- 
lications available, circle the 
numbers of the ones you 
need, and mail the coupon 
to us with your name, title, 
company and address plainly 
written. We will tell each 
manufacturer to send directly 
to you the information you 
want, 

















There’s Money To be Made 
By Selling 
ATLANTIC to the Trade 


£901 
Non Metallic 
Connector 


#523 
Entrance Cap 


ATLANTIC CONDUIT 


FITTINGS CO. 
BOSTON, MASS. 











Where a job takes only 30 or 40 
minutes, charge is made for the 
full hour. 

“Doubling the cost of labor on 
labor-only jobs that come to $50 
or under is not a good practice and 


! dislike applying it, 


” 


commented 
Mr. Leedy, “but since my men are 
paid from pillar to pillar, costs 
have to come from somewhere; 
someone has to pay it. In jobs that 
include materials, charging list 
price takes up this slack.” 
Roving lamplighter 
(Continued from page 24) 

are antiques in every sense except 
value. Consequently, the man in 
charge must have the judgment to 
know what to accept for repair and 
what to reject. 

“In the case of lamps, nearly 
every essential repair can be made 
from the truck, and either in the 
truck or within the household. And 
we have had considerable success 
selling converter kits that change 
an ordinary reading lamp into a 
three-stage light. When there is an 
extensive amount of repair re- 
quired by a lamp or appliance, the 
item is brought to the shop and 
delivered later. 

“But we can do most of the test- 
ing required right in the truck. It 
is equipped with test-purpose out- 
lets which can be powered by house 
current through an extension, or by 
the 100-watt internal power supply. 
Parallel-type test lamps with six- 
watt globes give us quick visual 
continuity checks.” 

Early in the life of the “Roving 
Lamplighter,” the store would dis- 
patch the truck on one household 
call to repair a single lamp. AIl- 
though such trips often turned up 
substantial amounts of business 
and created an impression in the 
neighborhood, they were not as pro- 
ductive as the predetermined and 
publicized neighborhood tour. 

So Mr. Collins has concluded that 
he will keep the “Lamplighter” on 
regular neighborhood service since 
other trucks are available for spot 
calls. The program calls for con- 
sideration of extension of such ser- 
vice to commercial and industrial 
customers; and at this writing the 
radio was to be used as an advertis- 
ing medium, to determine if enough 
inquiries were stimulated to justify 
mapping a route according to Lhe 


inquiry pattern which evolved. 

By early May, Mr. Collins was 
still undecided on a permanent ap- 
proach to his mobile-service poten- 
tial. Soon after the truck went into 
service a death in the family and 
the necessity of moving his busi- 
ness to a new location imposed dis- 
tractions and he was unable to give 
the service his personal attention 
as he had planned during the first 
six weeks. 

But he is convinced there is a 
place in the business for such ser- 
vice. And he is convinced that if 
the truck merely breaks even on its 
operation, it will be a _ profitable 
venture from the viewpoint of 
heavier business discovered as the 
truck makes its rounds. 











Constantly Corrected 


MAILING LISTS 


of RETAILERS WHOLESALERS 
MANUFACTURERS Electrical Sup- 
ply distributors, largest rated Build- 
ing contractors Electrical contrac 
tors, Real Estate management Cos 
Heating Supply jobbers and 350 addi- 
tional specialized lists to choose 
from 


ALL LISTS ON PLATES 


WE CHARGE ONLY 
FOR ADDRESSING 


100% Accuracy Guaranteed 


SPE AUTRES 


48-01 Forty Second Street 
Long Island City 4, N. Y. 
Phone ST. 4-5922 














Quality Residential 
Lighting Fixtures 
The Packoged Line 
Ace Lighting Products Co. 
LIGHTING PROWXS 914 Piedmont Ave., N.E. 


Atlanta, Georgia 














STA-BRITE SETS THE PACE 
* IN THE SOUTH * 


If it’s fluorescent 
MAKE iT SLIMLINE 


STA-BRITE FLUORESCENT MFG. CO 
325 NW 22nd Lane, Miami, Fla. 











IMMEDIATE DELIVERY FROM LARGE 
STOCKS OF ELECTRIC WIRE & CABLE 
* All Sizes * Any Quantity 
* Every Construction 


UNIVERSAL WIRE & CABLE CO. 


2678 Clybourn Ave. 1406 Jefferson Ave. 
Chicago 14, II. Houston 3, Texas 
Ph.: EAstgate 7-4777 Ph.: FAirfax 9468 


able Address: Uniwire 
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oe New Viking nid Zone, a 


Only COMPLETELY AUTOMATIC Dehumidifier 


These Big Sales Features Mean Profits To You! 


ZS FULLY AUTOMATIC 
PORTABLE 4S EXTRA-LARGE CAPACITY Absolutely no danger of 
Compact size and sturd : 
P urey Removes up to 12 quarts spilling. Flashes a 


carrying handles make move- : 
es ce ie “teehee of condensed moisture warning light — then shuts 
every 24 hours. 


simple operation. itself off automatically. 
» : 2 am ¥ 

A : fittings supplied if a permanent drain is desired. 
EASILY EMPTIED Rust-proof enameled container is pulled 


LIBERAL AD PLAN 2 Vadnit coupons (worth $3 
each) with each unit, toward one-half the cost of 
any Viking advertising. Powerful co-op kit for 


out like a drawer and carried without any risk of spilling. 


hese 
ai ILLINOIS 


w Mt. Vernon — Mr. K. E. Greene, Mt. 
Ww, Vernon Electric Supply Company 
Chicago — Mr. Chorley Bennett, 
Armstrong Heating Supply, 4500 
W. Fillmore St. 
Joliet — Mr. Henry A. Schultz, Midwest Supply 
Co., 365 Ruby Street 
Moline — Mr. L. A. Wilson, May Co., 1611 
3rd Avenue 
Springfield — Mr. Don R. Huntley, Northeast- 
ern Equipment Company, 1717 East 
Washington St. 
INDIANA 
Evansville — Mr. Bernard J. Kneer, 
Ohio Valley Hardwore & Roof- 
ing Co., 300 4th Avenue 
Fort Wayne — Mr. Herb Blackburn, 
Tri-State Heating Supply, Inc., 
234-236 Murray St. 
Indianapolis — Mr. Philip R. Hed- 
back, Bryant-Hedback Co., 1835 N. New 
Jersey St. 
NEBRASKA 
Lincoln — Mr. E. R. Jorgensen, Lin- 
coln Electric Supply Compony 
lincoln — Mr. Erwin Schrieber, 
Paramount Supply Compeny, 
2727 N. 48 St. 


sm AIR CONDITIONING CORP. 


Omaha — Mr. M. Shapiro, Roberts Supply 
Company, 211 Cumings St 
CONNECTICUT 
Hartford — Mr. Irving Landermon, Max 
Londerman, Inc., 209 State St 
Hartford — Mr. Marshall Sticklor, Sticklor 
Electric Supply Co., 346 Ann St 
New Haven — Mr. Seymour Cohen, American 
Supply Co., 232-236 Cedar St 
New Haven — Mr. Mitchel Landau, Heating 
Equipment Center 
Stamford — Mr. Donald Levine, Mar le Co., 
170 Summer St 
Waterbury — Mr. Morris Stein, Torrington 
Supply Co., Inc., 125 Maple 
IOWA 
Des Moines, Waterloo, Sioux City — Mr. Fronk 
L. Green, Heating Wholesalers Co. 
Waterloo — Mr. Fred D. Hughes, Winterbottom 
Supply Co., Commercial & Niles 
MASSACHUSETTS 
Boston — Mr. Cy Lewis, United Electric Supply 
Corp., 846 Commonwealth Ave 
Newtonville — Mr. Rufus F. Walker, North- 
eastern Equipment Co., 61 Madison Ave 
Springfield — Mr. Roy Trepanier, Gray Supply 
Co., 20 Franklin St. 


your local Viking advertising campaign. 


Here’s The Supplier Nearest You Carrying Sensational (nid-Zous, 


MICHIGAN 


Holland Mr. A. W. Tahaney, Consolidated 
Distributing Co., 124 E. 6 St 

Lansing — Mr. Philip C. McCabe, Contractor 
Supply Co., 738 E. Kalamazoo St 

lansing — Mr. E. M. Cooley, Michigan 
Supply Co 

Worren — Mr. A. J. McArter, H. L. Cloeys & Co 

OHIO 

Columbus — Mr. Donald E. Squire, Squire Heat 
ing Supply Co., 249 E. Sth Ave 

lima — Mr. Harold H. Howisher, Automatic 
Hecting & Engineering Co., 414-418 N 
Main St 

Martins Ferry — Mr. D. C. Bishop, The Stanton 
Heoter Co 

Toledo — Mr. R. S. Fearer, Anderson Supply 
Co., 1301-1309 Summit St 

Toledo — Mr. Robert E. Collins, Throm Supplies, 
Inc., 136-8 Hamilton St 

Youngstown Mr. R. R. Dailey, Manufacturers 
Supply Co., 14 Kenmore Ave 

WISCONSIN 

Milwoukee Mr. T. W. Pykett, Sheet Metal 
Supply Co., 3237 W. Vliet St 

Madison Mr. C. W. Vaughn, Wisconsin Fur- 
nace Co., 1806 S. Pork St 

Manitowac — Mr. Vincent J. Kerscher, Frank J 
Kerscher Co., 701 Buffalo St 


king 


5601 Walworth, Cleveland 2, O. 
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It’s good business to install a 
©. “Niteair” Fan 
When you build... 


Modern builders know ... Yes. today’s 
modern builders know, “Features Sell Homes” 
... and one of the most outstanding and appeal- 
ing features is a Lau low cost “Niteair” Fan to 
bring constant breezes all summer long. 





Lau offers you America’s finest attic fans in your 
choice of 2 popular models and a wide range 
of sizes and air capacities. These low cost fans 
: have 4 blades, properly pitched to provide great- 
i RP ae Bin ; est suction and air movement. plus trouble-free 
complete package unit available b: economy and quiet efficiency. Lau “Niteair” 
in 4 sizes—24", 30”, 36", 42”. | Fans are all fully guaranteed. Each carries a Cer- 
tified Rating, motors carry l-year factory war- 
Lau “Niteair” Panel Units avail- - ranty and entire unit is Underwriters’ Laboratory 


ty ot an “24°, 30", 36", ; Approved 
6 @& e 























FRAMING OPENING PLACE RANCHER OVER OPENING PLACE CANVAS CONNECTOR 
° ° Headers must be the Z The Niteair’ (Wt f The air-tight canvas 
It s easy to install same size lumber as 1 Rancher, being a \\W Ww connector furnished 
=, ceiling joists. Check complete package \ y with Niteair'’ 
a Rancher Fan. opening to be sure s unit in itself requires \\}- syr_- ~—- Rancher means great 
; of having dimensions ; @ minimum of in NS er efficiency for the 
accurate staliation detail. fan 











WIRING AND MOUNTING MOTOR INSTALL CEILING SHUTTER 


ATTACH MOULDING STRIPS Ow TURN ON FAN 
Connect a length of 


Adjust spring on lou- 7 After the ceiling When you turn your 
=< wire that will reach ver so that shutter yy Wy . shutter has been Niteair Rancher 
_ from motor to con F Ss vanes wil! open and U, properly installed use eS, Fan on you get 
‘ + trol switch. Bolt ~S close freely and Se the four polished . cool, comfortable 
Ks motor to mounting ‘< » quietly, by gravity ) aluminum strips to breezes oa through 
f plate. Fasten moto when fan is shut off. form a frame \ the home. (See Lov 
~ pulley and adjust oi Manual 6 for ty 
belt tension, ther dota.) 


Write for Catalog Pages and Specification Sheets 630 


TH E BLOWE 4 COM PANY * 2019 Home Avenue, Dayton 7, Ohio 


World’s Largest Manufacturer of Warm Air Furnace Blowers 
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Sets the Pace... 


... with 5 New Freezer Models 


« (CHEST & UPRIGHT) to meet the new demand 


g and — you can set a new pace in sales and profits when you handle 
the outstanding Orley Food Freezers. Orley’s competitively designed 
and priced line of freezers has made Orley a leading independent 
freezer manufacturer of 1953. Let us show you how you can increase 
sales in a field which is setting new marks in consumer acceptance. There 
are some attractive dealerships and franchises open in the South, too. 





VISIT OUR 
PERMANENT EXHIBITS 
IN CHICAGO: 
THE MERCHANDISE MART 
SPACE 11-108 
IN SAN FRANCISCO: 
WESTERN MERCHANDISE 
MART — SPACE 458 
OR WRITE DIRECT 
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30 INCHES 
OF SELLING 
DYNAMITE! 


NEW ADMIRAL 30° 


AUTOMATIC ELECTRIC RANGE 


New from Admiral—And unquestionably the most beauti- 
fully styled 30” range on the market. 


New from Admiral— With all the De Luxe features of ranges 
costing $60 to $100 more. 


New from Admiral—And dollar for dollar, today’s biggest 
value! Priced no more than ordinary 30” ranges. $229.95. 


CONTACT YOUR ADMIRAL DISTRIBUTOR 
NOW FOR COMPLETE DETAILS 


More, More, MORE proof that 


Admiral 


is the fastest rising power in all the appliance industry 
ADMIRAL MODEL 3CH1I1 ADMIRAL CORPORATION © 3800 W. CORTLAND STREET © CHICAGO 47, ILLINOIS 


rf 
> 


mingaaeen oom . he —— ie 

——— (CE | Chest-type Dehumidifiers Flash == Flex-O 
: a4 and Room : Heat 

., |Home { Moisture NeERE| cone Air Defrosting Dual-Temp | + seme Electric 

= | Freezers Conditioners NSEREE| Conascners Refrigerators i 21 Refrigerators —_ Ranges 
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In This Issue 


Cost-of-doing-business survey 

Trained mechanics keynote service success 96 
They invite the ladies to demonstrations 98 
Sales sights set high 

To build volume, use the user 


Gift appeal boosts clock sales 


On the appliance front 
News roundup 

Silent salesmen 
Names and faces 


Product parade 
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E REX AIRATE 


We 


Rex Airate HEADLINER is a 

big fan for big jobs—with six deep pitched 
blades mounted on a big H frame— 

for powerful performance, quiet operation 
and long, long life. 

The Rex Airate HEADLINER is reversible 
and the big exclusive H frame takes all 
the shiver and shake, the quiver and quake 
out of its operation. 

The 24” Rex Airate HEADLINER will 
move 3854 CFM of free air—the 28” unit 
5870 CFM—enough capacity to cool 
homes, stores, display rooms, motels or 
small plants. 





Here’s the “Show ‘Em and Sell ‘Em” Story 


MOTOR—Oversize split phase motor, 
rubber mounted. Also available for 
2-speed operation. 

SWITCH— On-off switch in line. Revers- 
ing switch on cabinet. 

HOUSING— Heavy gauge steel cabinet, 
rubber mounted. 

GRILLE— Close woven decorative mesh 
protects rear grille. 

BLADES—-Six deep pitched blades re- 
duce hum. 

LUBRICATION—-North, once a year. 
South, four times a year. 

FINISH—Grille, gleaming white baked 
enamel; cabinet, light green Ham- 
merloid enamel. 




















ELECTRICAL SOUTH for JUNE, 1953 


Southeastern Representative: C. W. Lehner, Walton Bidg., Atlanta, Georgia 


AIR CONTROLS, INC. 


Division of the Cleveland Heater Co. 
2310 SUPERIOR AVENUE e CLEVELAND, OHIO 














“Kellol I'm Margaret Lindsay. I'll be telling 
your customers all about the wonderful 
new Crosley Home Laundry, as well as 
other Crosley products on that top Crosley 
TV Show, ‘What’s My Name?’. See your 
local paper for time and station.” 


1 & 2 THe crostey 
AUTOMATIC DRYER, 
a completely automatic 
dryer with Softaire Heat. 
Available in electric 
and gas models. 


3&4 THE CROSLEY 
DELUXAMATIC, 

Model LWF, Roto-Tumble 
Action Washer. Power Jet-Flo 
and Guide-a-Load Cylinder. 
CUSTOMATIC, Model CWF, 
also has Automatic 
Heatkeeper. 


5 THE CROSLEY 
SUPERMATIC, 

Model DWF, fully automatic 
Agitator Action Washer 
with marvelous Deep- 
Wash Filex-a-Tub. 





Hortsavow “COMPLETE THE CROSLEY LINE OF 





MAJOR APPLIANCES AND KITCHEN EQUIPMENT! 
Hoe Tay Ae-/ 


AUTOMATIC WASHERS AND DRYERS MATCHED TO THE CROSLEY FULL LINE! 


The next time your customers ask 
about laundry equipment, lead them 
straight to these brand-new Crosley 
“‘Washday Worksavers’’! Lead them 
to the speediest, simplest way to do 
laundry ...with a new Crosley 
Washer, either Tumble or Agitator 
Action, and a new Crosley Dryer— 
either the electric or gas model! 
Suggest that customers pair a Crosley 
Dryer with a Crosley Washer so they 


can wash a “‘second load’”’ while the 
first is in the dryer! 

When you’re selling this new 
Crosley Home Laundry line, remem- 
ber that a recent survey indicated 
that 42% of Crosley products are 
bought by people who now own one 
or more Crosley products—a- good 
sign that they’re happy with Crosley. 
Take advantage of this wonderful 
customer satisfaction. 


Once you’ve learned about Crosley 
Home Laundry and compared fea- 
tures and price, you'll know this is 
the equipment customers want! 

Add Crosley Home Laundry 
Equipment to the other Crosiey 
appliances and in one store . . . your 
store... you can stock and sell a 
truly complete line of matched major 
appliances and kitchen equipment 
... the Crosley Full Line! 





/ CROSLEY HAS LAUNDRY EQUIPMENT FOR EVERY CUSTOMER'S REQUIREMENT i 


f If a customer wants tumble action, sell 
the Crosley DELUXAMATIC or CuSTO- 
MATIC Washer with Roto-Tumble Action. 
Guide-a-Load Cylinder directs clothes into 


2 If a customer wants agitator action, 
sell the Crosley SUPERMATIC or ROLL- 
AMATIC Washers with Agitator Action and 
the DeepWash Resilloy Flex-a-Tub. Tub is 


the most active cleansing area. Power 
Jet-Flo means faster washing action. 
Customatic has Automatic Heatkeeper— 
gets water hotter, keeps it hot. 


designed to make all the wash water work. 
Float-Flush Draining floats light soil off 
top of wash water, flushes away heavy 
soil at the bottom. 


3 If a customer wants an electric dryer or a gas dryer, 
sell the Crosley Automatic Electric Dryer or the 
Crosley Automatic Gas Dryer, both with Softaire Heat, the 
drying heat that’s best for clothes. Lint’s no problem with 
this dryer, thanks to the Handy Lint Catcher located at 
table-top level. Clothes Freshener Lamp, to add even more 
sweetness to clothes, is available at slight extra cost. 








d 





If you are not a Crosley Dealer now, write Crosley Division, AVCO Manufacturing Corporation, 1329 
Arlington Street, Cincinnati 25, Ohie, or phone your nearest Crosley Distributor for full information! 


CROSLEY 


o * = 
; ieee Better Products for Happier Living 
ROLLAMATIC, Shelvador® Refrigerators - Shelvador® Freezers - 
Model SWF, full-size portable Aut 
Agitator Action Washer 
with Float-Flush 
Draining. 


Electric Ranges - Home Laundry - Range and Refrigerator Pantries 
s + Electric Food Waste Disposers + Steel Wall Cabinets - Stee! Base Cabinets - Vinyl-on-Steel 
Continvous Counter Tops - Handy Accessories + Television + Sinks - Radios - Room Air Conditioners 


atic Dich ™ 





SELL THIS FULL LINE AND MAKE THE MOST! 
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(Additional items will be found on page 9) 


2012—Electric Heating File offered by Electromode Cor- 
poration, Rochester 3, N. Y., is made up to suit individual 
requests for information on Electromode Heaters for do- 
mestic, industrial or farm use; or to contain material on 
the complete Electromode line if desired. Included are 
specification sheets, illustrations, installations, how to 
select the right capacity heater, how to figure heat loss, 
wiring diagrams, and price sheets. 


2014—Hot Water Heaters. Informative and well-illus- 
trated data are available from M. M. Hedges Manufac- 
turing Co., Inc., Chattanooga, Tenn., on their line of Auto- 
matic electric and gas water heaters. 


2018—Electric Fans. A 28-page, profusely illustrated 
booklet describes in complete detail, this company’s line 
of fans. Booklet available from Emerson Electric Manu- 
facturing Co., 81st and Florissant Ave., St. Louis 21, Mo. 


2022—Night-Air Cooling Window Fan. A two-page cat- 
alog sheet, completely illustrated and containing descrip- 
tive information on the 1953 Viking Window Fan is now 
available from the Viking Air Conditioning Corporation, 
5601 Walworth Avenue, Cleveland 2, Ohio. Illustrations, 
installation sketches, prices, specifications, and cooling 
diagrams are included. 


2024—Electric Water Heaters. New specification sheets 
are now available for a full line of cylinder and table 
top models, featuring the Water Hotter, from the White 
Products Corp., Middleville, Mich. 


2030—Electric Fans & Drills. Signal’s complete line is 
shown in a new catalog just off the press, featuring a 
wide variety of desk, pedestal, exhaust, and vent fans. 
Literature on drills, ‘telegraphic equipment, and motors 
is also available from the Signal Electric Mfg. Co., 
Menominee, Mich. 


2034—Electric Flat Irons. Full information on Amer- 
ican Beauty Electric Flat Irons in a weight, a shape, a 
size for household, as well as every industrial and manu- 
facturing use, is available i in literature from the American 


— Heater Company, 6110 Case Ave., Detroit 2. 
ch. 





2038—Murray Ventilating Fans. A set of specification 
sheets is available describing the Murray line of fans, 
including 20 and 24 inch window fans and vertical and 
horizontal ventilating fans. H. C. Biglin Co., Inc., 177 Har- 
ris St., NW, Atlanta 3, Ga., is exclusive sales agent for the 
line which is manufactured by Murray Co. of Texas, Inc. 


2040—Electric Blowers and Exhausters, Bulletin 3014-D 
describes Types “E” and “RE” Buffalo blowers and ex- 
hausters manufactured by Buffalo Forge Co., P. O. Box 
985, Buffalo 5, N. Y. Characteristics of the Blowers, 
graphs, charts including capacities and static pressure, 
-_ exact dimensions are all contained in the 8-page 
older. 


2056—Electric Heaters and Heating Units sold through 
electrical dealers for home or farm are described in a new 
folder available from E. L. Wiegand Co., 7600 Thomas 
Blvd., Pittsburgh 8, Pa. The folio contains data and price 
sheets covering the profitable Chromalox line of table 
stoves, air heaters, range and water heater units and the 
new flexible Thermwire heating cable. 


2058—Exhaust Fans. A new Emerson-Electric Exhaust 
Fan catalog, illustrating and describing in detail this iine 
of fans for all types of buildings, is offered by the Emer- 
_ — Mfg. Co., 81st and Florissant Ave., St. Louis 
1, Mo. 


2064—Electric Fans. An attractive 12-page Catalog 
of Zephair fans has been made available by the Hunter 
Fan & Ventilating Co., P. O. Box 2858, Memphis 2, Tenn. 
A comprehensive description of this company’s products 
is given, with complete specifications and dimensions. 


2066—Shutters & Dampers. A 12-page catalog (No. 
46) is available from the Elgo Shutter Mfg. Co., 2738 W. 
Warren Ave., Detroit 8, Mich., describing the 17 different 
types of shutter and dampers manufactured by them, and 
as used in connection with ventilating and air-condition- 
ing installations. 


2070—Zephair Fans. Hunter Fan and Ventilating Co., 
Inc., 400 So. Front St., Memphis, Tenn., offers a new 8- 
page catalog containing detailed information on the Hunter 
Zephair Fans, for home and industry. 
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Gentlemen: 

Please send me the bulletins and catalogs indicated. 
(Print Plainly) 
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Circle numbers below. Bulletins and 
catalogs will be mailed promptly. 
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New 1953 WINDOW TYPE ; ‘ 
ROOM AIR CONDITIONERS | | 


truly the finest sold today! yy LBS 


ATTIC FAN 





\ 


HASSOCK FAN 


> 
& 


Thermostatic Control for variable Cooling " 
built-in at no extra cost! Low low priced and un- 
conditionally guaranteed. Available in three 


tees... HUF....%q 4F.....1 RP 


EXHAUST FAN 


; 
‘ 
z 


ADJUSTABLE WINDOW FANS KITCHEN VENTILATOR 
3 QUIET SPEEDS 


Beautifully designed . . . usable room space. . . 
only 6'/2"' Deep. 


F AN § and 
AIR CONDITIONERS 


FOR HOME 
or INDUSTRY 


; 
ALSO A FULL LINE OF 


BLOWERS, SHUTTERS, ETC 
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INDUSTRY NEWS 


BRIEFS 


GOVERNMENT 


REGULATIONS 





R. M. Johannesen named 
N.A.E.D. president 


THE NEW president of the Na- 
tional Association of Electrical Dis- 
tributors, for the administrative 
year 1953-54, is R. M. Johannesen, 
president of Johannesen Electric 
Co., Inc., of Greensboro, N. C. He 
succeeds George P. Hessler, vice- 
president of Graybar Electric Co., 
of New York. 

The National Association of 
Electrical Distributors is one of the 
oldest and largest hard goods trade 
associations in the United States, 
and held its 45th annual convention 
recently in Chicago. 


R. M. Johannesen 


Mr. Johannesen served three 
terms as vice-president of N.A.E.D. 
from June 1949 to June 1952. This 
past year he was a member of the 
executive committee. 

This is the first time in the his- 
tory of the association that a presi- 
dent has been elected from North 
Carolina. It also marks the first 
father and son combination to hold 
this office. J. C. Johannesen, now 
retired and living in Baltimore, 
served as head of the association in 
1939 when he was vice-president of 
the General Electric Supply Corp. 

Mr. Johannesen started in the 
wholesale electrical business 30 
years ago with the Southern Elec- 
tric Co., in Richmond, Va., which 
later became a part of the General 
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Electric Supply Corp. He served as 
manager of G.E. supply branches 
in Raleigh and Charlotte, N. C., 
from 1929 to 1938. 

He came to Greensboro in 1938 
as part owner and manager of 
Brower Electric Supply Co., Inc., 
and subsequently bought out Mr. 
Brower’s interests and changed the 
name of the company to its present 
name. 

Johannesen Electric Co. has re- 
ceived national recognition for its 
development and promotion of a 
mobile display coach, which is elec- 
trically heated, air-conditioned, 
well-lighted and carpeted. It is a 
deluxe display room that can be 
taken directly to the dealer’s front 
door. 


Winter room cooler sale 
proves unsuccessful 

A MID-WINTER sale of room air- 
conditioners — modeled somewhat 
after the mid-summer sale of heat- 
ing units sponsored by a leading 
manufacturer—did not pay off as 
expected for a group of Southern 
appliance dealers. 

Dealers who participated in this 
effort sought to do two things. They 
wanted to get people thinking about 
room conditioners well in advance 
of the season and they hoped to get 
a supply of new prospect names. 

But the strongest motivating in- 
fluence was a competitive situation. 


In this respect, what they hoped to 
do was slow down competitors who 
were attempting to sell room condi- 
tioners on the discount appeal only. 
This was done to the satisfaction of 
participating dealers, they reported, 
although the expense was more 
than expected, and the six-week 
promotion resulted in no net profit. 

These dealers, all operating in 
the same large southwestern city 
and all handling the same brand of 
room conditioner, got together on 
the program and mapped a sale to 
run for six weeks in mid-winter. 
They agreed to co-operate on adver- 
tising, to the extent that display 
newspaper space would appear every 
day during the campaign. Further 
they agreed there would be a fixed 
mark-down to every purchaser of 
a room conditioner during the pe- 
riod—$60 on a one-ton unit, and 
$50 on the three-quarter ton size. 

The experience of one participat- 
ing dealer is illustrative of results. 
This dealer took more aggressive 
steps than his colleagues, regis- 
tered about 1,500 visitors to his 
store and gave away one unit. Al- 
though he got a number of good 
prospect names and increased his 
volume by 30 per cent, he ended up 
without any profit on the special 
promotion. 

At conclusion of the promotion the 
brand name dealers involved held a 
meeting and decided that although 
there had been some _ intangible 








Television sets shipped 


Ala. 156,268 Ky. 
Ark. 36,893 La. 
Del. 77,200 Md. 
DD. ©. 251,054 Miss. 
Fla. 200,495 Mo. 
Ga. 279,827 N. C. 
Kan. 86,395 Okla. 


to South since 1946 


242,375 
141,818 Tenn. 
466,881 Tex. 
39,669 Va. 305,390 
549,597 W. Va. 126,768 
255,067 Sout 4,273,942 
195,962 U.S. 21,812,263 


a 4 59,907 
194,736 


607,640 


The above tabulation is based on a survey released recently by the Radio- 


Television Manufacturers Association. 


It indicates how TV sets were dis- 


tributed during the period 1946-1952. It does not show actual number 
in use because the data does not account for obsolesence, export from 
area, dealers’ inventories, and other factors. 
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the newest design in The Leadership Line 


COOLERATOR’S NEW 
12.7 cu.ft. UPRIGHT FREEZER 

















UFB-125 


MORE CONVENIENCE AND ECONOMY FEATURES IN COOLERATOR’S 12.7 CU. FT. UPRIGHT FREEZER: 


Now just when everybody wants it—Coolerator’s newest Four roomy shelves with fast-freezing plates 
: "i ee aa ad ‘cht! One adjustable shelf for complete interior flexibility 
upright freezer—sized, styled and priced to sell on sight! Compact! Requires only 3114” floor width yet holds 
It’s space-saving, it’s bulk-holding and it’s quality-built. It up to 445 Ibs. of food 
completes the Leadership Line of freezers—both chest and Fits in any kitchen. Matches up with Coolerator 
upright—all the way from 1014 to 32 cubic feet! refrigerator 
Inner door racks provide extra storage space 
“Cupboard convenience” for fingertip selection 
Famous Zerolator cold-making unit with 5-year 
warranty 
Special FREE 5-year $150.00 food warranty 
See your Coolerator distributor for details about Cool- 
erator’s complete freezer selection and other major ap- 
pliances in the Leadership Line. Or write directly to: 


THE COOLERATOR COMPANY, Duluth 1, Minnesota 


The Leadership Line 


= go NSE A by \ Coolerator 


S0cig 
4 ROOM AIR 4 UPRIGHT 8 ELECTRIC 10 Electric Refrigerators, Ranges, Freezers mf 


ZATy 


CONDITIONERS 3 CHEST-TYPE FREEZERS RANGES REFRIGERATORS and Room Air Conditioners 
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benefits, too much expense was in- 
volved, considering the lack of 
profit. 

And if they enter into such a co- 
operative effort again it will only 
be in an abnormal market, contain- 
ing a competitive situation similar 
to the one described. 


NARDA official urges 
emphasis on service 


“FAILURE OF the retail TV sales- 
man to incorporate the need for 
and value of service into his sales 
presentation is costing the dealer 
and the service organization an 
immeasurable amount of prestige, 
good will and money,” A. W. Bern- 
sohn, managing director of the 
National Appliance and Radio-TV 
Dealers Association, told a recent 
meeting of appliance dealers. 

“Explain to the customer that 
this is by far the most complex 
device in his home, that it has many 
hundreds of components, some of 
which are subjected to great strain 
by prolonged use, and that he should 
expect a certain amount of service 
expense in conjunction with his set, 
just as he does when he buys a 
car,” the NARDA executive said. 
“Then go a step further and point 
out that the satisfaction he gets 
from his enjoyment makes this 
combined investment in set and 
service the most rewarding he 
makes.” 

He added that this would save 
the non-servicing dealer from much 
unjust criticism, the self-servicing 
dealer from unavoidable charity 
calls and the independent service 
organization from much of the dif- 
ficulty he encounters as a result of 
an uninformed and misinformed 
public. 

“Now is the time to make these 
changes, as your market shifts 
from a fringe to a primary area. 
In fact, with the start of UHF and 
added VHF television service in 
many communities, now is the time 
for dealers and service organiza- 
tions throughout the nation to join 
hands in one gigantic public rela- 
- tions activity to acquaint the public 
with the complexity, the value and 
the need for television service, and 
the fact that the great majority of 
established television set and ser- 
vice dealers are competent; ethical 
and credits to their industry and 
their community.” 


BUSY BOOTHS at the Electrical Trade Show, sponsored by the Electric 

Association of Kansas City, indicate interest by the more than 1,300 buyers 

who visited the show, April 28-30. The 48 manufacturers’ booths were in 

the KMBC Building, Kansas City, Mo. Manufacturers’ movies and lectures 
were also part of the features of the show. 


Texas appliance dealers 
hold “profit clinie”’ 


LEADERS from all levels of the in- 
dustry addressed the Texas Appli- 
ance and TV Dealers Profit Clinic 
at the Shamrock Hotel, in Houston, 
Texas, May 29, each speaker being 
specially selected to contribute to 
the dealer’s profit-building tech- 
niques. 

On the program were Elmer 
Wheeler, who appeared through the 
courtesy of Allen B. DuMont Lab- 
oratories, Inc.; J. F. “Jim” Don- 
nelly, vice-president and general 
sales manager of Servel, Inc.; Wil- 
liam Shipley, of Main Line-Cleve- 
land, distributor; J. B. “Kip” 
Anger, national sales training direc- 
tor of Motorola; Wallace Johnston, 
NARDA president; Mort Farr, past 
president of NARDA; Vergal Bour- 
land, NARDA vice-president; A. W. 
Bernsohn, NARDA managing direc- 
tor; and an authority on finance who 
will discuss the dealer’s financing 
problems. 

Highlight of the meeting was the 
presentation of a plaque to Dr. W. 
W. Kemmerer, retiring president of 
the University of Houston, for his 
work in getting the first non-com- 
mercial educational television sta- 
tion in the country on the air. An- 


other interesting feature was the 
showing of the Fortune Magazine 
film “The Salesman.” 

Activities on Saturday included 
a swim in the famous Shamrock 
pool in the morning and, at 2 p.m. 
an old-fashioned Texas barbecue 
with all the trimmings sponsored by 
11 principal appliance distributors 
of Houston. Entertainment in- 
cluded baseball, bingo, 
horseshoes, and dancing. 


washers, 


President of the Houston Appli- 
ance Dealers Association, host to 
the Texas dealers, was Stanley 
Blount, of Stanley’s Appliance Cen- 
ter. Chairman of the Clinic was El- 
mer Alger, of Sands Appliance Com- 
pany. 


Winston-Salem firm 
granted franchise 


ACCORDING TO an announcement 
made recently by C. D. Alderman, 
vice-president in charge of mer- 
chandising, the Mercury Distrib- 
uting Co., Winston-Salem, N. C., 
has been made a distributor for 
Youngstown Kitchens. 

The company has been franchised 
to cover the states of North and 
South Carolina. 
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“Not a single dollar's loss 





with Commercial Credit Plan” 


says Mr. Oscar \IANNEN, owner- 
president of the Lehigh Valley Distributors, 
exclusive Crosley Distributor of Hazleton, 
Pa.. shown at right, with Mr. James G. 


Walker, general manager. 


_ S how Mr. Mannen,. no babe 


woods wi en it comes to appli inces 


Ne oF oe: 
Ne a up Lehigh Valley's five vears experience 
fox ERCIATS 


with the CommerciaL Creoir PLAN. For after 
REDIT PLAN § 
I . 


twelve years in retail appliances and ten years 
as an exclusive Crosley distributor, Mr 
Mannen, who knows how important 


financing can be said 


COMMERCIAL [ie fee cnn 
CREDIT 


CORPORATION 


service offere r h subsidiaries of ° Y ° Y e 
raster tig ances mag eer More appliance dealers use Commercial Credit 
. .. Capital and Surplus over $125,000,000 

. offices in principal cities of the United 


eee financing than any other national plan 





Dealer “costs-of-doiné-business’ survey 


@ AN EXAMINATION of the i952 
business performance of the appli- 
ance and radio-TV dealers who par- 
ticipated in the National Appliance 
and Radio-TV Dealers Association’s 
seventh annual Cost-of-Doing-Busi- 
ness Survey indicates that the deal- 
ers who participate in these sur- 
veys are “above average.” For this 
reason, the survey does not repre- 
sent a true cross section of the 
appliance retailing trade as a 
whole, but does provide valuable 
information about the trends and 
progress of the better than average 
dealers. 

Seventy per cent of all partici- 
pating dealers gave comparative 
dollar sales and profit figures for 
both 1952 and 1951. This majority 


The information for this article was 
furnished by the National Appliance 
and Radio-TV Dealers Association. 
Complete copies of the 1952 Cost-of- 
Doing-Business Survey are available 
from the Association at one dollar 
each. They may be ordered from 
NARDA, 1141 Merchandise Mart, Chi- 
cago, 54, Illinois. 


group showed a composite net saies 
gain of 8.8% in 1952 over 1951, 
whereas the average for all U. S. 
appliance dealers was up only 1.4%. 
Moreover, this 1952 sales gain of 
8.8% compares favorably with the 
rise of 3.6% for all U. S. retailers 
(all trades combined). 

Considering the many serious 
operating problems faced by the 
above-average dealers in 1952, it is 
not surprising to learn that despite 
their sales increase of 8.8%, this 
majority group of dealers showed 
a decline of 2.8% in total dollar 
profits. (One wonders what kind of 
dollar profits result was obtained 
by the “average” appliance dealer 
in 1952 in the light of this finding. 
It is to be supposed that thousands 
of such dealers found 1952 a year 
of little reward.) 

For the second consecutive year, 
the NARDA Cost of Doing Busi- 
ness survey questionnaire contained 
a special section calling for dealer 
comments on the main operating 
problems which confronted them in 
1952 and those anticipated for 


1953, along with indications of 
sales and profits expectations. The 
large response to this question pro- 
vides an extra-dimensional picture 
of the prevailing conditions in the 
retail appliance trade. 


Dealer operating problems 


Reckless price cutting was at the 
head of the list of dealer grievances 
in 1952, as it was in 1951. Close 
behind there was the problem of 
trade-ins. In this connection, ex- 
cessive trade-in allowances received 
most frequent specific mention, 
while many other dealers mentioned 
trade-ins as a general problem. The 
evidence indicates that trade-ins 
are becoming burdensome not only 
because of excessive allowances, 
both demanded and given, but also 
because of the increasing number 
of trade-ins, as well as the growing 
difficulty in disposing of used ap- 
pliances, the high cost of rehabili- 
tating them for sale, and the low 
profit received on such sales. 

In third place on the list of dealer 
complaints, the problem of dis- 





Table 1. Appliance Sales Breakdown By Product Type 
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Table 2. Trade-in Percent to Physical Unit Sale of Five Key Items 
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% of Sales Accompanied By Trade-Ins 
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results 


counts allowed by manufacturers 
was named. A year ago this ques- 
tion was rated fourth in impor- 
tance. Many dealers citing this 
point as a major problem specifi- 
cally mentioned manufacturers “low 
discounts on television.” 

Other problems listed by the 
dealers are listed as follows in 
order of frequency of mention: 


Shortage of good salesmen. 
“Back-door selling” by manu- 
facturers and distributors. 
Consumer sales resistance. 
Increased number of competi- 
tors. 
Overproduction 
turers. 
Misleading advertising. 
Shortage of some models of TV. 
Too many TV model changes. 
High service costs. 
High TV market saturation. 
Competition from Co-ops. 


by manufac- 


In answer to the question asking 
the dealers’ opinion as to the prin- 
cipal difficulties in 1953, the follow- 
ing operating problems were men- 
tioned, the listings being in the 
order of frequency of mention. 


Price cutting. 

Trade-in problems (see previous 
discussion). 

Shortage of good salesmen and 
servicemen. 

“Back-door selling” by suppliers. 

Insufficient discounts by manu- 
facturers. 

Overproduction by 
turers, 

Rising operating costs. 

Consumer sales resistance. 

“Too many dealers.” 

Consumer credit problems. 

TV saturation. 


manufac- 


Seventy per cent of those partici- 
pating in this latest survey gave 
percentage indications of their 1953 
dollar sales outlook in comparison 
with 1952. Of these, 59% expect a 
sales increase in the current year, 
with the average expected gain 
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Mighlights of NARDA’s 19352 
Costs-of-Doing-Business Survey: 


Dollar sales in 1952 expanded 8.8% over 1951. 


Sales turnover rate increased sharply. 


New operating profit ratio rose to 3.2 in 1952 from 


2.9 in 1951. 
Cost-of-goods-sold ratio 


straight year. 


declined 


for the second 


Gross margin ratio rose 0.8 points over 1951. 


Total operating cost ratio reached an all-time high. 


Television sold best and increased its share of total 


sales. 


Refrigerators regained second place in the 


standing. 


sales 


Washing machine sales were next best in white goods. 


In 1952, as in 1951, dealers cited price-cutting, ex- 


cessive trade-in allowances, and shortage of good 


salesmen as critical problems. 


Special group breakdowns of operating ratios show 


the smallest dealers in a parlous condition; West 


Coast dealers with highest profit ratio. 


amounting to 15%. Thirty-one per 
cent expect no change in sales as 
between 1952 and 1953, while 10 
per cent anticipate sales declines 
in 1953 with the average decline 
expected to be 15%. 

A large majority of the report- 
ing dealers indicated the product 
lines which they believe will sell 
best in 1953. Home laundry equip- 
ment leads the list of prospective 
best sellers. Varying terms were 
used in mentions of this product 
category. In other words, some 
dealers used the broad term “laun- 
dry equipment” as such, while 
others referred to specific items 
such as washers, automatic wash- 
ers, dryers, and ironers. 


TV—the sales leader 


Television is expected to be sec- 
ond in the 1953 sales standing, fol- 
lowed closely by . refrigerators. 
Other best sellers will line up as 
follows, according to the dealers: 
ranges, freezers, air conditioners, 
dishwashers, and kitchen equip- 
ment. 


A breakdown of 1952 sales by 
products shows television as the 
leader for the second straight year, 
accounting for 30.8% of aggregate 
sales reported by the NARDA deal- 
ers. Table 1 comparative 
product sales as revealed by sur- 


shows 


veys for the past seven years. In 
studying the table, one should re- 
member that a given product’s 
actual dollar sales volume can rise 
from one year to the next while its 
percentage share of total volume 
may decline and vice versa. 

Refrigerators, representing 19% 
of the 1952 sales total, regained 
second place which it lost to wash- 
ing machines in 1951. Washing ma- 
chines, however, accounted for 
15.9°7 of total sales in 1952, which 
gave it third place in the appliance 
sales breakdown. 

tanges remained in fourth place, 
but the percentage share for this 
product line dropped from 10.1% 
in 1951 to 9.3%, 

Radio sales account for 3.3% of 
total sales compared to 2.8% in 
1951, and by 


a seven-year low. 


thus increasing 0.5%, 
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Table 3 
National Operating Cost and Profit Ratios, 1946-1952 
National Averages 
Line 1951 1950 1949 
1. Net Sales* 100.0 100.0 100.0 
2. Cost of Goods Sold** 68.8 67.2 68.7 
3. Gross Margin (Line 1 minus Line 2) f ‘ ; 32.8 
4. Total Operating Costs (A thru E) 5 t ; 27.6 
A. Administrative R 
(1) Owners’ and/or Managers’ Salaries .. 
(2) Office Salaries 
(3) Salesmen’s 4 
(4) Service Men’s 
(5) Vehicle Expense .... 
(6) Other Administrative Expense 
B. Occupancy Expense 
C. Advertising Expense 
pI ss nanconseasthorsncererseeré : 
E. All Other Expenses : : 
5. Net Operating Profit (Line 3 minus Line 4) 
~* Includes revenue from service ‘ 
** Includes cost of service parts and supplies 
NS Not segregated in 1947 and 1946 survey schedules 
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Table 3a 
Gross Margin After Exclusion of Service Elements 
Trem 1952 1951 "1950 
100.0 100.0 100.0 
Cant So Goote Sala OM ~ es 70.3 69.7 68.8 70.2 67.8 
Gross Margin on Mdse. Only 30.2 29.7 30.3 31.2 29.8 32.2 
Gross Margin Before Exclusion of Service (from Table 3)..... 32.0 31.2 30.8 32.8 31.3 33.0 





1949 1948 ~—Ss—«i1:9887 
100.0 100.0 100.0 




















held fifth place against a threat by 
freezers whose percentage of total 
sales jumped to 3.1% from 2.5% in 
1951. 

Vacuum cleaner sales rebounded 
from a six-year low of 0.9% of the 
sales pie in 1951 to 1.4% in 1952. 
Dryers took a dive to 2.0% of total 
sales in 1952 from 2.7% in 1951. 
Air conditioning sales, which in 
1951 accounted for only 0.7% of 
the total, more than doubled to 
1.5% in 1952. 

Kitchen equipment sales, _ re- 
ported separately for the first time 
in the 1952 survey, were found to 
be 2.2% of total sales. The small 
appliance group showed a signifi- 
cant drop from its 1951 share of 
5.5% to only 3.8% in 1952. 

The growing importance of the 
trade-in as an accompaniment to or 
condition of the sale of new mer- 
chandise is again underlined by the 
NARDA survey findings for 1952. 
Ratios of trade-ins to physical unit 
sales of refrigerators, washing ma- 
chines, and ranges jumped sharply 
to new highs in 1952—at least ten 
points above the 1951 ratios in 
each case. Smaller increases oc- 
curred in the trade-in ratios for 
vacuum cleaners and television. 

Table 2 shows the.trade-in per 
cent to physical unit sales of five 
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key appliances as reported in the 
seven annual surveys. As pointed 
out above, the trade-in problem 
with its many facets was one of the 
most frequently mentioned prob- 
lems in the dealers’ analysis of 
their main operating problems for 
1952 and 1953. With refrigerator 
and washing machine sales now 
above the 60 per cent mark in ratio 
of trade-ins to new sales, this fac- 
tor in the business seems certain to 
bulk even larger, especially in view 
of the fact that a definite down- 
trend in new family formation is 
now underway. 


Turnover rate improves 


The average turnover rate for 
the NARDA dealers participating 
in the 1952 survey was the best 
showing recorded since this factor 
was first computed in the survey for 
1949. The averag2 turnover rate 
for 1952 was 4.4 times. The rates 
in previous years were: 1951, 3.3; 
1950, 4.3; and 1949, 3.8. 

The 1952 accomplishment was 
made on the strength of an 8.8% 
increase in dollar sales plus the 
fact that the dealers engaged in 
inventory reduction to the extent 
of having 15.3% less stock (dollar 
value) at the end of the year than 
at the beginning. 


This compares with a 1951 year- 
end inventory position 6% above 
the starting level for that year, 
while in 1950, the year-end inven- 
tory was 49% higher than the be- 
ginning inventory. Thus we note 
that the inventory reduction came 
to be the order of the day after two 
years of net accumulation. 

NARDA points out that it would 
be as interesting as it is impossible 
to determine the degree and sources 
of conscious motivation, if any, 
which prompted the dealers’ inven- 
tory sell-off in 1952. Did it come 
through manufacturers’ and dis- 
tributors’ urgings or guidance? Or 
did it arise with dealers themselves 
as an automatic compulsion on be- 
half of strengthening the cash posi- 
tion? Or was it a combination of 
these or other forces? 

Another encouraging trend indi- 
cated by the 1952 survey is the 
sharp rise in sales per square foot. 
Increased selling intensity, plus a 
statistical quirk produced by the 
fact that a larger than usual pro- 
portion of big volume dealers par- 
ticipated in the 1952 survey, re- 
sulted in a sharp increase in the 
average sales per square foot fig- 
ures, often used as a measure of 
relative retail selling efficiency. The 
1952 ratio of $104 in sales per 
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square toot selling space compares 
with $82 reported in 1951, $75 in 
1950, and $73 in 1949, the first year 
for which this measure was intro- 
duced in a NARDA survey report. 

Approximately 70% of all deal- 
ers participating in the survey gave 
comparative dollar figures on sales 
and profits for both 1951 and 1952. 
In the face of both an increase in 
dollar sales and a sharp rise in 
sales per square foot of selling 
space, dollar profits of these dealers 
declined slightly in 1952 as com- 
pared with 1951. Nine out of every 
ten dealers participating in the sur- 
vey demonstrated a dollar profit 
result for 1952, but only three out 
of ten showed dollar profits higher 
than in 1951. Accordingly, a net 
dollar profit decline of 2.8% from 
1951 was the result for this group 
of dealers. 


The operating story 

The 1952 net profit ratio to net 
sales for all reporting dealers was 
3.2%. compared to 2.9% in 1951. As 
shown in Table 3, giving national 
operating costs and profit ratios as 
indicated in the seven annual sur- 
veys, net operating profit in 1950 
was 6%, in 1949 5.2%, in 1948 
4.6%, in 1947 6.8%, and in 1946 
8.5°.. Thus the 1952 ratio of 3.2% 
was second lowest in the seven 
years, being only slightly above 
1951’s record low. 

Table 3a provides a special gross 
margin analysis applying to mer- 
chandise only, that is, after exclu- 
sion of service revenue from total 
sales and costs of service parts and 
supplies from costs of goods sold. 

The main elements in the 1952 
operating picture are discussed 
item by item in the following para- 
graphs. 


NET SALES. (Includes sales of 
merchandise and revenue from ser- 
vice.) Im 1952 revenue from service 
amounted to 10.6% of the combined 
total compared to 8.6% in 1951, 7.4% 
in 1950, and 8.4% in 1949. 1952’s new 
high share for service:is a ‘ood re- 
flection of the growing importance 
of the service operation and problem, 
emphasized mainly by television’s in- 
fluence. For purposes of ratio compu- 
tations, Net Sales has a value of 100, 
tc which all cost and profit elements 
are related. 


COST OF GOODS SOLD. (Inven- 
tory at cost as of January 1, 1952 
plus all purchases at cost during 1952 
minus inventory at cost as of De- 
cember 31, 1952. Includes cost of mer- 
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chandise in addition to cost of ser- 
vice parts and supplies.) The cost-of- 
goods-sold ratio for 1952 was 68.0% 
of net sales, or $68 for every $100 of 
net sales. This compares with 68.8% 
for 1951. Inasmuch as the total oper- 
ating cost ratio in 1952 rose 0.5%. 
the drop of 0.8% in cost of goods 
made it possible for the NARDA 
dealers to boost their net profit ratio 
by the amount of the difference, 0.3%. 


GROSS MARGIN. (The difference 
between net sales and cost of goods 
sold.) The 1952 Gross Margin 
amounted to 32.0% of net sales and 
thus (because of the 0.8% drop in 
cost of goods) was the highest since 
1949, topping 1951 by 0.8% and 1950 
by 1.2%. As is shown by Table 3a, 
the 1952 gross margin on merchan- 
dise only was 30.2% of net sales, up 
0.5% from 1951, but 0.1% below 1950. 


TOTAL OPERATING COSTS. (The 
sum of the operating cost ratios for 
the various expense elements listed 
in the survey schedule.) The total 
operating cost ratio for 1952 was 
28.8% of net sales ($28.80 of every 
$100 of sales). This was the highest 
total cost ratio ever recorded in a 
NARDA survey, rising 0.5% over 
1951’s previous high, Factors contrib- 
uting to this result are discussed as 
follows: 


ADMINISTRATIVE COSTS. (The 
sum of items numbered 1 through 6 
hereunder.) A 7-year high was 
reached in 1952 by the administrative 
costs ratio which amounted to 20.6% 
of net sales, or $20.60 of every $100 
of sales. The previous high of 20.4% 
was established in 1951. 


(1) Owners’ and/or Managers’ Sal- 
aries. The ratio to net sales for this 
expense was 3.6% in 1952, represent- 
ing a drop-off of 0.5% from the 1951 
record high of 4.1%. However, at 
3.6%, this ratio held even with the 
1950 figure which was the high as of 
then. This ratio does not take into 
account the effect of proprietors’ with- 
drawals from profits. Earlier in this 
report it was pointed out that only 
three of every ten dealers showed 
dollar profits in 1952 higher than in 
1951. A possibility not to be ignored 
is that in 1952 there was relatively 
more drawing from profits (in prefer- 
ence to salaries) on the part of own- 
ers than in 1951. If this actually 
took place, it would explain at least 
part of the drop in the salaries ratio 
in 1952. 

(2) Office Salaries. This expense 
accounted for $2.10 cut of each $100 
of sales in 1952 compared to only 
$1.60 in 1951. The 1952 ratio of 2.1% 
thus was a new high for the NARDA 
dealers, surpassing the previous high 
of 2.0% recorded in 1949. It is com- 
mon knowledge that well - qualified 
office help has been at a premium for 
some time. Obviously, the NARDA 
dealers encountered the full effect of 
this in 1952. 


(3) Salesmen’s Pay. (Includes sal 
aries, commissions, draws, overrides, 
bonuses, prizes and expenses.) The 
ratio for this element in 1952 was 
5.7% of net sales—the pinnacle to 
date, up 0.1% from 1951’s previous 
peak. The “shortage of good sales- 
men” mentioned by a majority of 
dealers as a major headache seems to 
persist despite increasingly large sums 
paid out for sales help. 


(4) Service Men’s Wages and Ex- 
penses. After reaching an all-time 
high at 5.7% in 1961, the ratio for 
this expense fell off to 5.1% in 1952, 
although the latter figure was the 
second highest on record. The 1952 
1951 reduction in this ratio may be, 
at least partly, attributed to an in- 
crease in the number and activities of 
independent service operators who 
have at once enticed service business 
as well as service technicians away 
from the dealers. Whether this trend 
will prove to be a blessing or a handi- 
cap to the dealers remains to be seen. 


(5) Vehicle Expense. (Includes 
wages, delivery equipment mainte- 
nance and equipment depreciation.) 
The NARDA dealers paid out $2.40 
from every $100 of net sales to cover 
this expense in 1952—a new all-time 
high 0.6% above 1951’s peak of 1.8% 
of net sales. 


(6) Other Administrative Expense. 
(Includes all office supplies, collection 
costs, travel, entertainment, etc.) This 
expense group required 1.7% of net 
sales in 1952 compared to 1.6% in 
1951. The 1952 ratio was equal to 
that of 1949, the previous high. 


OCCUPANCY EXPENSE. (Includes 
rent, heat, light, janitor service, etc., 
and. in the case of building owners, 
such items as property taxes and in- 
surance, repairs, mortgage interest, 
and depreciation.) The 1952 occu- 
pancy expense ratio amounted to 
2.5% of net sales, same as in 1951 
which was the lowest for the 6-year 
period up to then. 


ADVERTISING EXPENSE. (In 
cludes newspaper and other periodical 
advertising, direct mail, billboards, 
radio-TV, and window trimming ex- 
penditures.) The 1952 ratio for this 
expense was 2.6% of net sales com- 
pared to 2.7% in 1951, the previous 
high. 


BAD DEBT LOSSES. (Receivables 
classed as uncollectable and/or re- 
serves set up to cover losses.) This 
ratio was at the “normal” level of 
0.2% of net sales in 1952, doubling 
the all-time low of 0.1% in 1951. Ap- 
parently more dealers are “getting 
religion” regarding the virtue of mak- 
ing an entry on the survey form to 
cover the Bad Debt judging 
from the fact that a much larger pro 
portion of those reporting in the 1952 


item, 


survey gave a figure for this than in 
1951. As pointed out repeatedly in 


previous NARDA surve! 


reports, the 
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omission of this item from a dealer’s 
return results in an understatement 
of his total operating expense and 
may also result in overpayment of in- 
come tax. 


ALL OTHER EXPENSES. (All 
taxes, except on owned real estate 
which is covered under Occupancy 
Expense, insurance on stock and fix- 
tures, interest paid, and any other ex- 
penses not designated in the survey 
schedule.) This expense group showed 
a ratio of 2.9% of net sales compared 
to 2.6% in 1951. (The 1949 ratio of 
3.2% remains as the record high for 
those expenses.) A break out of taxes 
(except those applying to owned real 
estate) shows that this factor ac- 
counted for slightly more than one- 
fifth of the “All Other Expense” total. 
The ratio of such taxes to net sales 
in 1952 was 0.6%, compared to 1.0% 
in 1951. 


NET OPERATING PROFIT. (Ob- 
tained by deducting the total operat- 
ing expense ratio from gross margin.) 
The 1952 net operating profit ratio 
to net sales was 3.2%, up 0.3% from 
1951, making the latest year’s the 
second lowest figure on record. Al- 
though the 1952 total operating ef- 


pense ratio rose 0.5% from 1951, a 
drop of 0.8% in the costs of goods 
sold ratio made possible the 0.3% gain 
in net profit. It would require the 
persuasion of Socrates to convince the 
appliance dealers that a net profit of 
3.2% is a happy thing to live with. 


Since we consider the NARDA 
dealers who participated in he 
1952 cost survey to be an “above 
average” group, their realization of 
only 3.2% net profit leaves in its 
wake the suspicion that a national 
net profit average for all U. S. 
appliance-radio dealers would be 
something pitiful to see. Appar- 
ently, thousands of these dealers 
must be in business just for the 
fun of it. Since price cutting is 
patently the favorite indoor sport 
of so many of these dealers, there 
seems to be no alternative for the 
others except that of exerting all 
possible effort toward the ends of 
more dynamic selling and more effi- 
cient control of operating costs 
(implemented by the collection and 
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dissemination of more and better 
facts reflecting current sales and 
inventory trends). 


Expense analysis 
The NARDA survey schedule 
called for more detailing of specific 
expense items than did the previous 
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survey questionnaire. Accordingly, 
it is possible to include in this re- 
port a special analysis of expenses 
representing the combined per- 
formance of all reporting dealers. 
Table 4 is set up to show the de- 
tailed expense breakdowns under 
three broad classifications: Person- 
nel Expense, Operating Expense, 
and Losses. Column 1 of the table 
shows the specific expense items in 
each of these classifications ana- 
lyzed in terms of ratios to net sales. 
Column 2 provides an extra-dimen- 
sional interpretation of the expense 
breakdowns by showing each spe- 
cific expense item as a per cent of 
total expense. This makes it pos- 
sible to obtain an additional com- 
parative view of the importance of 
each of these expenses within the 


general operating cost 
taken as a separate entity. 

Here are typical examples of the 
many interesting facts revealed by 
these tabulations. In Column 1, 
showing expense ratios to net sales, 
personnel expense accounted for 
18% of net sales or $18 for every 
$100 of sales. On the other hand, 
operating expenses accounted for 
$8.90 of each $100 of sales. Losses 
as such amounted to 1.9% of net 
sales. 

When these expense items are 
considered in terms of total ex- 
pense, with total expense taken as 
100%, then personnel expenses 
amount to 61.6% of the total, oper- 
ating expenses account for 31.8%, 
and losses account for 6.6%. 

The operating costs and profit 


structure 


ratios shown in Table 3 for 1952 
have been subdivided by dealer size 
groups in Table 5. The table also 
includes comparative figures for 
1951 for all but the dealer classi- 
fication having annual volume in 
excess of $500,000. Here are some 
of the points of interest deductible 
from Table 5: the highest gross 
margin was reported by dealers of 
the largest sales volume classifica- 
tion. Lowest total operating costs 
were reported by dealers in the 
$150,000 to $250,000 annual sales 
volume classification. Highest net 
operating profit was reported by 
the same class of dealers having 
the lowest total operating cost. 

The most noteworthy change in 
the group ratios between 1951 and 
113) 


(Please turn to page 
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SPECIAL GROSS MARGIN ANALYSIS—1952 ONLY 





Net Sales of Merchandise Only.. 
Total Cost of Merchandise Only 


Gross Margin on Merchandise Only............ searinnetet i 


100.0 
72.7 
27.3 


100.0 100.0 100.0 
68.7 70.5 69.1 
31.3 29.5 30.9 





I. New England and Middle Atlantic (NE): Connec- 
ticut, Maine, Massachusetts, New Hampshire, Rhode 
Island, Vermont; (MA): New Jersey, New York, 
Pennsylvania. 


bama, Kentucky, Mississippi, Tennessee; 
Arkansas, Louisiana, Oklahoma, Texas. 

. East North Central and West North Central(ENC): 
Illinois, Indiana, Michigan, Ohio, Wisconsin; 
(WNC): Iowa, Kansas, Minnesota, Missouri, Ne- 
braska, North Dakota, South Dakota. 

’. Mountain and Pacific (M): Arizona, Colorado, 
Idaho, Montana, Nevada, New Mexico, Utah, Wyo- 
ming; (P): California, Oregon, Washington. 


(WSC): 





. South Atiantic, East South Central, West South 
Central (SA): Delaware, District of Columbia, 
Florida, Georgia, Maryland, North Carolina, South 
Carolina, Virginia, West Virginia; (ESC): Ala- 





—— 
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Trained mechanics keynote 


@ WE BELIEVE the steady gain in 
business volume we have had over 
the years is largely attributable to 
the close attention we have always 
given to providing excellent ser- 
vice. 

Emphasis en the selection and 
training of highly skilled me- 
chanics in the installation, servic- 
ing and overhauling of air-condi- 
tioning units throughout the year 
is basic to our operation. You can- 
not train an air-conditioning me- 
chanic one month before the sea- 
son opens, nor expect competence 
in a couple of months. Though it 
has meant a yearly payroll cost to 
us of $30,000 maintaining an all- 
year force of 11 men, with 20 on 
the staff in season, we find this the 
only way to meet the high stand- 
ards of service on which our busi- 
ness and increasing volume are 
built. 

Specializing in air-conditioning 


96 


units may be a contributing factor 
to the 40 per cent gain in last 
year’s volume of 600 units, as may 
the complete inclusion of all types 
and models of air-conditioners for 
every variety of need. But we 
place top emphasis on service. 

Our nucleus of 11 year-round 
mechanics are men with consider- 
able experience with know-how. 
They have met all tests and require- 
ments, and have proven themselves 
by performance. 

Our first requirement of an appli- 
cant is refrigeration experience. 
We test his knowledge of the com- 
ponent parts of a unit and their 
function both orally and by writ- 
ten examination. The acid test 
comes in an applicant’s performance 
in the shop troubleshooting a unit 
in which there is some restriction 
in the refrigeration system or a 
short in the wiring system. By 
observing the manner in which he 


goes about finding and correcting 
the defect, and the time it takes 
him, we can determine how promis- 
ing he is. 

We watch for eligible young me- 
chanics among. seasonal helpers 
who work under the supervision of 
our trained mechanics. Alertness, 
attentiveness and mechanical 
ability are rated in these helpers 
by those who supervise them. 

A second requisite of applicants 
is carpentry ability. Installation 
requires some carpentry skill for 
neatness, for proper slope of unit 
so thac there will be no leak of air 
inside the house, for proper con- 
densation, etc. 

Once an applicant has passed re- 
quirements, he is placed in the 
shop for several months. Here he 
will learn to clean the complete air 
conditioning unit, disassemble it 
right down to the pan, repair the 
component parts of a unit and 
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Left, Vice-president A. 
G. Bishop takes over 
a class of apprentices 
in the shop of Bishop 
Equipment Co., 
in Washington. The 
company places em- 
phasis on training 
skilled mechanics 
throughout the year. 
Right, supervisor of 
the shop looks on as 
an apprentice tests an 
air conditioning unit 
in preparation § for 
troubleshooting. 


learn their function, and reas- 
bd semble a complete unit. 
successful Service By constant association with ex- 
perienced personnel, to whom he 
may be assigned on installations, 
by a... Bishop he picks up various additional 
Vice-president, Bishop Equipment Co., Inc. skills. He observes, for example, 
Washington, D. C. a casement installation, watching 
how the bars are cut. The super- 
vising mechanic places on _ his 
helper as big a burden as he thinks 
he is ready to assume. He is per- 
mitted to fill the compressor with 
oil, later make adjustments on 
valves, being retained on each job 
each step of the way until he is 
competent enough to move on to 
the next one. When he has com- 
pleted his 3-year period of train- 
ing as an apprentice, he is a mas- 
ter mechanic, given every type of 
job and expected to know the elec- 
trical as well as the refrigerating 
aspects. 

Believing as we do that the com 
ing seasons will bring increased 
need for air conditioning units, 
we have invested thousands of dol- 

(Please turn to page 115 
Apprentice mechanics, after basic shop 


training. assist skilled mechanics in 
installing air conditioning units. 
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They invite the ladies for lunch— 
and appliance demonstrations 


@ LUNCHEON parties for eight wo- 
. men, held about three times a week, 
by C. E. Wright have been one of the most success- 
ful methods ever employed by Fel- 
der-Bell Inc., West Palm Beach, 
Fla., appliance dealer, for promot- 
ing sales of’ electrical household 
goods. Within six months last year 
seventy-five of these small groups 
were assembled for luncheon and a 
demonstration of dishwashers and 
other appliances. 

In addition to the luncheons, cook- 
ing lessons are given periodically 
throughout the year to which larger 
groups of women are invited, and 
during the slack season, meetings of 
the “Summer Club” are held in the 
store. 

The luncheon meetings and dem- 





Large supermarket crowds are espe- 
cially adaptable to demonstrations of 
electrical appliances put on by store 
and power company personnel and 
sponsored by Felder-Bell. Below, the 
Felder-Bell store, bedecked in flowers 
for a special promotion event, has at- 
tracted as many as 2,000 persons dur- 
ing a two-day manufacturer’s feature. 
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onstrations are held in a room on 
the second floor of the store build- 
ing, which is completely equipped 
with a modern kitchen. They are 
presided over by the store’s econ- 
omist, Mrs. Mera Marshall, occa- 
sionally assisted by a home econ- 
omist from the Florida Power and 
Light Company. 

A total of about 600 housewives 
within the six months’ period gave 
their undivided attention to dem- 
onstrations of modern devices for 
easier homemaking, and_ several 
hundred others attended the larger 
meetings. The promotional value 
of such gatherings has become so 
apparent that Felder-Bell considers 
them one of its best methods of 
stimulating interest in the appli- 
ances it has to sell. 

But, the store’s promotion efforts 
do not stop there! 

First of all, the company co-op- 
erates wholeheartedly with the pro- 
motions proposed by manufacturers 
whose products it sells. It even adds 
some touches of its own. Last 
spring, for example, it conducted a 
two-day promotion featuring ‘“‘Free- 
dom Fair,” the manufacturer’s 
name. 

Lloyd E. Bell, president of the 
company, says, “This was probably 
the highlight promotion of the en- 
tire year.”” More than 2,000 persons 
attended during the showing and 
demonstration, which was officially 
opened by the mayor of the city. 
Two major appliances were given 
away as prizes without anybody’s 
buying anything. 

Not much selling was done dur- 
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ing these two days, but the manage- 
ment was convinced that the oppor- 
tunity of showing its wares to such 
a large group of people brought 
good results later on. 

Another promotion method which 
Felder-Bell has found very effective 
is a demonstration of equipment in 
supermarkets. These demonstra- 
tions are put on periodically by the 
store’s own sales people and home 
economists of the power company. 
The large amount of store traffic in 
a supermarket affords an excellent 
opportunity for getting 
“leads.” 


One of the company’s advertising 


sales 


ed 
1A re \ 


The store’s home demonstration kitchen (left, top) is located in a 20 by 50- 

foot room on the second floor. Fifty women can be seated in the room 

arranged for appliance demonstrations. 

manufactured-sponsored window display contest went to Felder-Bell for 

this display. Below, an average of three or four demonstrations a week are 
attended by groups of eight to 50 women. 


(Right, above) First prize in a 


” 


Brand Names. 
Every one of its advertisements 
carries this slogan. Every twelve 
weeks a 30-inch newspaper adver- 
tisement is devoted solely to a list 
of the major brands which the store 
features. Its policy in promoting 
well-known brands has become such 
a major part of the advertising and 
sales programs that it has entered 
an annual contest conducted by the 
Brand Foundation, 
awards prizes for the best promo- 
tion of advertised brands. 

All of Felder-Bell’s promotions 
are backed by heavy newspaper ad- 

(Please turn to page 114) 


slogans is “Buy 


Names which 
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Sales’ sights set high! 


Room cooler sales quota for 1953 
set at ten times 1952 figure 


by J. F. Fitzgerald 


® Buck GLENNON, of Glennon’s 
Cushman Motor Scooter Sales Co., 
in Mobile, Ala., has promised him- 
self to sell 540 air conditioning 
units this summer. And it’s likely 
that he will do so, judging by the 
fact that within one year’s time he 
has quadrupled the sales volume of 
appliances which he stocks. 

Situated in an area with an ex- 
tremely low saturation point for 
the air conditioning market, the 
Glennon company firmly believes 
that the sale of units is coming into 
its own this summer. Last sum- 
mer’s sales totalled 54 units, sold 
in a three months’ period after 
they were stocked. 

Another fact which Mr. Glennon 
believes will help him greatly to 
reach his goal is that modern mo- 


tels, which seem to be especially 
suited for the new dual units with 
heating and cooling which he stocks, 
are springing up all along the Gulf 
Coast. 

Mr. Glennon plans to accomplish 
his purpose through the use of his 
own brand of advertising campaign 
which began back in December dur- 
ing the Christmas rush. The Glen- 
non company is located in one of 
the city’s newer manufacturing 
areas, in which the only advantage 


. for an appliance firm is the low 


rent. All other factors in the loca- 
tion are against success in this 
area where walk-in traffic is con- 
spicuous by its absence. This is 
the reason Mr. Glennon has relied 
so heavily on advertising. But this 
advertising has paid off for the com- 


roe 


pany in the past, and great faith is 
placed in it. 

“When you are off the beaten 
track as we are,” says Mr. Glennon, 
“advertising becomes most impor- 
tant. What we save in rent goes 
right into advertising. We realize 
that our advertising has to be at- 
tention arresting, and we see to it 
that it is. I use co-op advertising 
for all it is worth, and think any 
dealer who fails to do so is foolish. 

“I’m a firm believer in making 
myself well-known,” he continued. 
“It isn’t ego that puts my face on 
all my newspaper advertisements. 
It’s simply good business. For in- 
stance, I recently had a lead on room 
air conditioners for a local 20-unit 
motel. When I called on the custo- 
mer, I didn’t even have to intro- 
duce myself. The maid who was 
cleaning took one look at me and 
called out that Mr. Buck Glennon 
was there.” 

Mr. Glennon writes his own 
copy, and the more “white” that 
shows on it, the better he likes it. 
That means fewer words in small 
type, lots of illustrations, with 


BUCK SAYS: 
LARRY PATTERSON is now connected 
with our firm and invites your 


PRICES START AT 


eo 


; ©. N. "Buck'” Glennon, a native 
_Mobilian, has been in business in ~ 
espe ems “Mobile for 181 years. During | 


bse ad he has built a reputation of hone st 


sh ie 


CALL 7-0443 


For Free Transportation 
to Our Store 


sr ponyerrymecrg tne 
without the use of outside converters 


GLENNON’'S 


CUSHMAN MOTOR SCOOTER SALES CO. 
; 600 WEINACKER AVE. 
“Lamey's Te Across From Us" 7-0443—-PHONE—7-0443 
@'tr's the Service Eehied the Sule Ther Coser” 
_— MOURS: 8 A.M, to 6 P.M. MONDAY THROUGH SATURDAY 
J Member Television Dewicrs Asm. 0} Mobite 





Because of the lack of traffic into his store which is not 
well-located for the retail business, Buck Glennon relies on 


his own brand of advertising to attract buyers. 
his ads have brought good results. 


To date, 
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coined phrases and catchy slogans. 

Effective advertising accounted 
for every sale of window fans dur- 
ing the 1952 season. The ads stated, 
in effect, “You don’t have to come 
in. Just call us and give us the 
size of your house. Your fan will 
be delivered promptly.” Telephone 
calls kept the cash register jumping 
to a total of more than $3,000 in 
sales during the hot months. 

Mr. Glennon always uses room 
cooling calculation sheets and be- 
lieves he has been most successful 
in selling the customer just what he 
needs. 

“It’s all set up for him,” Mr. 
Glennon points out. “If you over- 
size or under-size a _ customer, 
you’re in trouble. I’m a firm be- 
liever in thermostatically-controlled 
units, and I speak from experience 
gained in my own home. Thermo- 
stats keep the temperature constant 
and are good from both the health 
and economy standpoint. A unit 
will use less electricity if properly 
controlled and certainly the owner 
is more comfortable.” 

Another thing in which Mr. Glen- 
non believes firmly is his reputation 
for dependability. He really lives 
up to his advertisements. He cites 
as one example a homeowner to 
whom he sold five air conditioning 
units. The customer wrote: “You 
told me those units would be in- 
stalled on a certain date. Much to 
my surprise, they were installed on 
that date. I was surprised because 
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it has been difficult in the last few 
years to get any one to do work 
around our house or to get any of 
our electrical devices installed or 
repaired without a great deal of 
delay.” 

Buck Glennon admits that he was 
flying blind when he added electri- 
cal appliances to his merchandise 
stock. But he believes that he now 
has his brogans firmly planted in- 


Mr. Glennon believes his habit of be- 

ing sure a customer is sold the right 

air conditioner has helped build his 
reputation for dependability. 


side the appliance sales door. 

He recommends his method to any 
merchant who wants to enter the 
appliance field without too great a 
financial risk: “Take it step by 
step, and more accurately, appli- 
ance by appliance; start with two 
or three items and develop your 
know-how as you go along.” 

“The three items which I selected 
as starters, air conditioning units, 
window fans and power mowers are 
good beginners for any dealer be- 
cause all three are better-than-aver- 
age profit items. 

“Incidentally,” he added, “I think 
many established dealers are sound 
asleep when they concentrate on 
white goods to the exclusion of 
these higher profit items. All three 
of these items are free of the trade- 
in nuisance which can ring down 
the curtain fast for the inexperi- 
enced dealer.” 

Mr. Glennon pointed out that per- 
haps he had several advantages to 
begin his business with: (1) aname 
that was well-known in Mobile busi- 
ness circles, (2) good factory repre- 

(Please turn to page 112) 


Last summer, effective advertising accounted for every fan sale made by 
Glennon’s. Ads advised customers to call and state the size of their houses. 
Fans were delivered promptly after the proper model had been selected for 
the house by Glennon personnel. Phone calls brought in over $3000 in sales. 
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To build appliance volume— 


“use the user” 


by Horace Slate 


Sales Manager, Jones Electric Service 
Coleman, Texas 


® THERE ARE A LOT of tried and 
true “gimmicks” which the appli- 
ance dealer may utilize to build up 
a satisfactory, if only temporary, 
boost in sales. Over the long haul, 
however, which is the chief concern 
of all of us at present, we have 
found that “using the user” in the 
most active possible way, is re- 
sponsible for 87 per cent of our new 
appliance volume. 

In our store, every salesman is 
required to keep up with his pre- 
viously-sold customers as aggres- 
sively as he does with new pros- 
pects. By merely adhering to this 
plan, we have found, we can keep 
every salesman supplied with pros- 
pects as a matter of course, and that 
we invariably have so many calls 
scheduled that selling only ten per 
cent of the list will keep our volume 
up. 

From the first moment a sale is 
completed, either one of our sales- 
men or I follow through on the in- 
stallation and see to it that the 
householder is thoroughly satisfied 
with the appliance, understands its 
use, and is sold on the firm as well. 
Then, from ten days to two weeks 
later, we make the first callback. 
There is a very practical reason for 
this. 

Naturally, the probability exists 
that I might have missed pointing 
out some particularly appealing 
phase of the appliance’s use. By 
calling back again, and going 
through the same sort of discussion 
with the housewife as took place 
after the delivery, I am bound to 
catch any oversight. If it is a 
washer, for example, I may be able 
to show the housewife some simple 
method by which she can economize 
on her soap. If a range is concerned, 
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a better or more practical method 
of extracting the best from the oven 
may be the subject. With the re- 
frigerator, I can work on the basis 
of better placement of foods under 
storage, preventing the frosting of 
coils, or even so simple a subject as 
waxing the refrigerator to protect 
the finish. 

The most important factor ‘in 
making such “user calls” is that I 
am in the customer’s home, and 
while there, I can see for myself 
what possibilities exist for selling 
“add-on” appliances, or accessories. 
For example, many of our water 
heater sales have followed within a 
month after installation of a new 
automatic washer—merely through 
observing the washer in action, 


noting the temperature of the water 
delivered, and playing upon the 
homeowner’s desire to get the most 
from the unit. A new refrigerator 
sale can quite easily bring to light 
the need for a new sink, a garbage 
disposer, etc. 

During all of these calls, we 
simply strike up a conversation with 
the housewife, tell her that we want 
to see that the appliance she has 
already bought is operating prop- 
erly, and “pass the time of day.” 
One of the most important psycho- 
logical factors, I have found, is to 
“listen rather than talk.’”’ We sub- 
scribe to the much proven adage 
that “everybody loves to talk and 
hates to listen.” In our case, it’s 
money in the pocket, because when 
the housewife “lets her hair down” 
and talks appliances with us, she is 
almost bound to bring up the names 
of friends and relatives who are in- 
terested prospects. 

It is never wise to aggressively 
solicit such names. Instead, iet the 
conversation drift in the proper di- 
rection, and the housewife will vo!- 
unteer them. The new prospects are 
always followed up immediately, 
and because the list obtained in this 
way is ever expanding, we always 
have enough names so that sales to 
only ten per cent of the new pros- 
pects make the entire job well 
worth-while. 

(Please turn to page 114) 





Large ad does the trick 


Free linoleum offer 


sells 33 major appliances 


@ AN OFFER of free inlaid linoleum 
for kitchen floors sold 33 major ap- 
pliances in ten days for a Richmond, 
Va., dealer recently. The Reliable 
Furniture Company used a six-col- 
umn by 20-inch ad twice during one 
week in the Richmond News Leader 
to do the trick. The ads offered 
standard weight inlaid linoleum in 
20 patterns to fit any size kitchen at 
no extra charge with each purchase 
of the listed Norge appliances. Fea- 
tured appliances were two refrig- 


erator models, an automatic washer, 
and an electric range. 

Within ten days, the store sold 13 
refrigerators, five ranges, and three 
automatic washers. Twelve conven- 
tional washers that weren’t included 
in the flooring promotion were sold 
as indirect results of the ad. 

The dealer’s cost for the linoleum 
was between $10 and $15 per kit- 
chen, according to a company 
spokesman. The installation was 
done by trained floor mechanics. 
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(iit appeal 
boosts clock sales 


@ BY OFFERING the electric clock as 
a year-round gift item, Morton 
Tyree, manager of the housewares 
section of Harvey’s Department 
Store, in Nashville, Tenn., has 
transformed it from a lifeless space 
filler to the most eagerly sought 
traffic appliance in the whole store. 

Of course, there’s more to this 
accelerated turnover than just tell- 
ing the potential buyer, “Here’s a 
nice gift for Mom.” But by making 
the gift suggestion the main appeal, 
Harvey’s_ tick-tocks have topped 
combined sales of all other small 
appliances. 

In a general store section where 
big and little appliances are sold 
together, it is hard to get a com- 
mission salesman to take time off 
to sell a $5, or even a $25, clock 
when he can use the same time sell- 
ing a $300 refrigerator or freezer 
and make more money. For this 
reason, the first move toward giv- 
ing these electrical timepieces a 
popular appeal was to separate 
them and other small appliances 
from the main appliance section 


and provide separate salesmen to’ 


push them. 

As a result of this move, Har- 
vey’s electric clocks are now min- 
gled with many non-electric house- 
ware items in the main housewares 
section. Practically all iteras there 
are in a lower price range and there 
is little inducement to shove one 
along ahead of the other for the 
commission earnings. 

In this baleony section on the 
fourth floor of the store, Mr. Tyree 
has spent much time in the ar- 
rangement of displays to show off 
the clocks to best advantage. A 
special gift display has been placed 
at the head of the steps directly 
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by Ross L. Holman 


in front of the customer's eyes as 
he enters the area. To every buyer 
entering the section with a gift- 
minded purpose, this display is sug- 
gestive. It contains toasters, perco- 
lators, irons and some non-electrical 
housewares besides clocks. Within 
the display, a special section for 
clocks alone has a strong eye appeal. 

Hundreds of gift-conscious buy- 
ers who come to Mr. Tyree’s bal- 
cony to select something as a 
Christmas, wedding, birthday, 
Mother’s Day, or anniversary gift, 
say they don’t know what to buy. 
Alert clerks do the management and 
the customer a great service by 
knowing from long experience to 


{ 


display the selections of the depart- 
ment in the most provocative man- 
ner, and by suggesting suitable 
items. 

Mr. Tyree’s clock section is a 
sort of cabinet with a number of 
shelves. Several quaint clocks are 
sprinkled outside the regular clock 
exhibit with other kitchenware, and 
beside each shelf of kitchenware is 
a clock swinging to the vertical 
support to which the shelf is hung. 
These clocks remind the potential 
buyer that a clock would be a valu- 
able adddition to her own kitchen as 
well as a welcome present for any 
relative or friend. 

All of Harvey’s gifts sell rapidly, 
but clocks seem to have an especial- 
ly strong gift appeal when offered 
as such because of the wide price 
range within which they may be 
found and the wide variety of de- 
signs in which they are manufac- 
tured. Today there seems to be an 
interestingly designed timepiece for 
every imaginable purpose. Unusual 
designs often sell the feminine cus- 
tomer a clock she finds she just 
can’t resist. The fastest selling 
price range is from $5 to $7.50, and 
more kitchen clocks are sold than 
any other type. 

Frequently, in order to whoop up 
«# clock promotion, Harvey’s buyers 

(Please turn to page 114) 





Concentrating clocks into a display of their own in the gift department has 
made them one of the best-selling gift items carried by Harvey's Depart- 
ment Store. The display is designed to be an eye catcher. 
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Tews K 


Timely items relating to dealers, light and 


power company sales departments, electrical 


wholesalers, manufacturers and their agents. 


Phileo dealers 
hold summer meeting 


PHILCO CORPORATION personnel 
numbering 7,500 from every state, 
Hawaii, and Alaska, convened at 
the company’s midsummer mer- 
chandising convention in Atlantic 
City from June 7 to June 10, ac- 
cording to Ray B. George, vice- 
president in charge of merchandis- 
ing. The program centered around 
information on the Philco products 
and their merchandising, and op- 
portunity was given for the ex- 
change of ideas and business plan- 
ning. 


Vacuum cleaner 
sales trends 

DESPITE a drop of 18.4 per cent 
from factory sales of 329,294 stand- 
ard-size household vacuum cleaners 
in March, top month since 331,445 
units in October, 1950, April sales 
of 268,548 cleaners were largest, 
with the one exception, since Oc- 
tober, 1952, when the industry-wide 
total was 292,474 units, according 
to figures announced by C. G. 
Frantz, secretary-treasurer of the 
Vacuum Cleaner Manufacturers’ 
Association. 

April sales also were 23.7 per cent 
above 217,169 units in the same 
month of 1952. 


Thor announces 
expansion of line 

THE THOR CorP., of Chicago, has 
recently expanded its line of wash- 
ers, dryers, and ironers, to include 
freezers, refrigerators, and electric 
ranges. 

With an eye to “kitchen plan- 
ning,” the new appliances have been 
designed to carry out a look-alike 
theme, and several of the older ap- 
pliances manufactured by the firm 
are being redesigned to harmonize 
with the new ones. Thor’s rede- 
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signed electric and gas dryers, for 
instance are match-mates to its 
automatic and spinner washers. 
This same theme of design harmony 
is carried out in the upright freezer 
and refrigerators. 

According to general sales man- 
ager, T. R. Chadwick, “It is now 
possible to furnish the kitchen with 
the same care to design harmony 
as furnishing a living room or din- 
ing room. Thor has given the in- 
terior decorator’s touch to kitchen 
appliances.” 

Thor’s new appliances include an 
electric range with built-in oven 
unit and independent burners, three 
refrigerators, and an upright freez- 
er. Three chest-type freezers were 
introduced by the company earlier 
this year. 


Home trial offer 
promotes cleaners 


UNIVERSAL’s $1,000,000 spring 
campaign for home cleaning equip- 
ment aimed at getting more dem- 
onstrations of JET 99 cleaners in 
consumer homes will feature in- 
creased national magazine coverage, 
greater newspaper and radio activ- 
ity, supplemented by TV advertis- 
ing in major markets throughout 
the country, W. J. Cashman, direc- 
tor of advertising and promotion 
for Landers, Frary & Clark, has 
announced. 

Feature of the big JET 99 spring 
cleaning campaign is a special 10- 
day free home trial offer whereby 
every homemaker making the free 
home trial will receive absolutely 
free a home cleaning kit valued at 
$3.69. 

Each unit is packed in a separate 
corrugated container delivered to 
the dealer at the cost of $1.59 each. 
Dealers will give the special home 
cleaning kit as a free gift to con- 
sumers who accept the JET 99 on 


the free 10-day home trial. If the 
consumer returns the cleaner after 
10 days she keeps the valuable 
home cleaning kit as a gift; if she 
retains the cleaner, the dealer then 
offers her a special bonus of a 
Universal Chest-O-Seat valued at 
$24.95 as a trade-in on her old 
cleaner. 

To make the program attrac- 
tive to Universal dealers, Landers, 
Frary & Clark will replace any 
trial cleaners returned to dealers 
through their distributors for a 
new cleaner at no cost. 


Southern firms 
to handle Mitchell 


NEW FRANCHISES to handle the 
1953 line of Mitchell window type 
room air conditioners have been 
awarded to several major appliance 
distributors, it was announced re- 
cently by E. A. Tracey, vice-presi- 
dent in charge of the Air Condi- 
tioning Division of the Mitchell 
Manufacturing Co., of Chicago. 

In Little Rock, Ark., Mitchell 
products will hereafter be distrib- 
uted by Home Appliance Distribu- 
tors of Arkansas. The company’s 
address is 114 East Bridge St. 

Hoffman Electric Supply Co., 7-13 
S. Frederick St., Baltimore 2, Md.; 
has also been named by Mitchell. 
McGowan Electric Supply Co., St. 
Francis and Macomb Sts., Talla- 
hassee, is a new Florida distributor 
for the company, and Motor Radio 
Co., Inc., 2440 Charlotte St., Kan- 
sas City 8, Mo., has been named in 
Kansas. 


Westinghouse plans 
dishwasher demonstration 


KEYED TO THE THEME, “Try be- 
fore you buy,” a sales program to 
merchandise the company’s 1953 
line of electric dishwashers is now 
underway by the Westinghouse 
Electric Appliance Division. 

“With less than three per cent 
saturation, the dishwasher market 
represents a huge potential, and the 
key to more dishwasher sales is 
actual home demonstration,” re- 
ports W. R. Arbuckle, manager of 
the water heater and kitchen util- 
ities department. “A free trial in 
the customer’s home is a proven 
way to show how much an auto- 
matic dishwasher can do for her 
and how it will fit her needs.” 

To help dealers Jaunch the home 
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demonstration program, Westing- 
house has devised a simplified plan 
centered around the company’s new 
model DWB-24-P portable dish- 
washer plus a free direct mail 
activity. 

With the purchase of a portable 
dishwasher model as a demonstra- 
tor, the dealer receives a three piece 
direct mail campaign free to 50 
prospects. The dealer supplies the 
names and the mailings are made 
for him by the factory. 

The eye-catching direct mail 
cards tell the story of the offer and 
point out advantages of the West- 
inghouse automatic dishwasher. Im- 
printed with the dealer’s name and 
address, each piece contains a re- 
turn mail card requesting a dish- 
washer demonstration. 

In addition to the direct mail 
activity, the dealer receives news- 
paper advertising mats and radio 
spot announcements that identify 
his store with the “Try before you 
buy” dishwasher plan. 

As a natural tie-in with the dish- 
washer sales program, Westing- 
house also has made available a 
Waste-Away food waste disposer 
demonstrator model. The unique 
demonstrator, attached to a special 
carrying cart for easy handling, 
permits a complete demonstration 
in ten minutes. 

Sales training materials that give 
sales features, design and construc- 
tion details as well as consumer 
benefits of the new dishwasher and 
the food waste disposer have been 
made available for distribution to 
dealers. 


Regina Corp. sponsors 
intensive advertising 


AN EXTENSIVE consumer adver- 
tising program on the Regina Twin- 
Brush Polisher and Scrubber and 
the Regina Electrikbroom is sched- 
uled for this spring by the Regina 
Corp., Rahway, N. J., according to 
Lannon F. Mead, president. 

Starting with the March issues 
and continuing through May, the 
company has sponsored full-page 
color advertising on these products 
in several national magazines. 

Ease of use and versatility are 
the selling theme of the polisher 
and scrubber advertising, as indi- 
cated by the caption the advertise- 
ments carry, “Like having a ‘handy 
man’ to do your scrubbing, waxing, 
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APPLIANCE PARK TOUR—Decked out in trainmen’s caps and necker- 
chiefs, this group is part of a visiting contingent of more than 150 top 
utility executives from all over the country who recently made a railroad 
tour of “Appliance Park,”” new headquarters for the General Electric Com- 


pany’s Major Appliance Division in 


Louisville, Ky. Left to right, M. E. 


Skinner, vice-president, Union Electric Co., St. Leuis; G. T. Bogard, GE 
manager of utility sales, Louisville; T. B. Ferguson, and J. C. Young, vice- 
presidents of Texas Power and Light Co., Dallas. They attended a two-day 
meeting, the first in a series of such get-togethers to be sponsored annually 


by the division. 


polishing, all around the house.” 
Illustrations show the Regina prod- 
uct performing its many uses about 
the home. In addition, the new Re- 
gina rug cleaning attachment, op- 
tional equipment with the polisher, 
is illustrated in action. 

Consumer advertising on the Re- 
gina Electrikbroom will run simul- 
taneously with the advertising on 
the Regina Polisher and Scrubber. 
Ease of use and speed in daily clean- 
ing with the electric broom is 
stressed in this advertising. 

To enable retailers to tie in with 
this consumer advertising, Regina 
is providing stores with an array of 
dealer help material, including 
newspaper advertising mat services, 
radio and television commercials, 
envelope stuffers, counter easel and 
giveaway booklets. 


Norfolk firm 
to handle Reveo 
. THE PRESIDENT of Davis Distrib- 
uting Co., Norfolk, Va., John C. 
Davis, has announced that his firm 
has been appointed to handle Revco 
Chill Chest and Upright food 
freezers. 

Mr. Davis stated that his terri- 


tory will be comprised of 14 Vir- 
ginia counties and seven counties 
in North Carolina. 

The appointment was made by 
W. H. Lassiter, Jr., Revco, Inc., 
representative in the area. 


Virginia firm 
to handle Arvin 

BUCHANAN - WILLIAMSON CoO., 
Grundy, Va., has been appointed as 
an exclusive Arvin radio and tele- 
vision distributor for five counties 
in the western tip of Virginia, ac- 
cording to Paul W. Tanner, general 
sales manager of the radio and tele- 
vision division of Arvin Industries, 
Ine. 

The distributing organization, of 
which George W. Bishop, Jr., is 
president and C. F. Neel, treasurer, 
is affiliated with Williamson Supply 
Co., Williamson, W. Va., which dis- 
tributes Arvin products to several 
counties of that state. 

Mr. Bishop announced that M. H. 
Woodworth, sales manager, and his 
staff plan an intensive sales, mer- 
chandising and promotion drive on 
Arvin products. J. C. Bowles is in 
charge of the service department of 
Buchanan-Williamson 





Silent Salesmeu 





Shavex— 
Demonstration display 


TO IMPLEMENT the slogan “Demon- 
stration sells Shavex,” the manufac- 
turers of the electric shaver accessory 
are now offering their dealers a new 


field-tested demonstration display unit. 


The display can be demonstrated in 
30 seconds. 

The demonstrator is made of blond 
Birch and is equipped with a perma- 


nently mounted Shavex, a reversible 
mirror, and a six-foot cord which 
plugs into any electric outlet to pro- 
vide current for counter demonstra- 
tions. A flick of the switch permits 
the customer to change the operating 
current from a-c to d-c while using 
any electric shaver, just as he would 
at home with a Shavex plugged into 
the wall socket. 

Performance of the Shavex can be 
shown even by the most inexperienced 
salesperson with the aid of the new 
demonstrator. 

2 
Manitewoc— 
Freezer display kit 


A NEW FREEZER DISPLAY kit is now 
available to Manitowoc upright freez- 
er dealers. Life-like food shelf inserts 
make the freezer “come alive” with a 
great variety of appealing frozen 
foods. 

The four-color shelf inserts, cut the 
exact size of each shelf, are easy to 
use. Each insert stands firmly on at- 
tached fold-out easels. When neces- 
sary, an insert may be removed easily 
to show depth of the Cold-Hold com- 
partments. 

Small panels on each shelf insert 
spotlight important Manitowoc sell 
features. For instance, one panel 
states that “this shelf holds a full 





quarter of beef,” another that there 
is “almost 5 cu. ft. of space per shelf.” 

Also, the great variety of food dis- 
played shows the huge capacity of 
the Manitowoc freezer and suggests 
many new frozen food possibilities. 
Orderly food arrangement effectively 
demonstrates convenience of the up- 
right models. 

The shelf inserts completely elim- 
inate the expense and necessity of 
bulky dummy packages, and actually 
make the freezer appear full of food. 

An outer door banner, with handy 
“Kleen-Stik” tape edges, completes 


the display kit. The colorful banner, 
when taped on the outside door, in- 
vites customers to “Walk right up and 
open this Manitowoc upright freezer 
to see what it holds in store for 
YOU!” 

The four individual shelf inserts 
plus outer door panel, wrapped in a 
flat easy-to-handle package, are avail- 
able from the factory. 


No-Shok— 
Self-display carton 


A UNIQUE self-display counter car- 
ton for the No-Shok “Super-30” as- 
sortment of extension cord sets, has 
been introduced by the manufacturer, 
Bell Electric Co., of Chicago, Ill. The 


assortment contains 10 nine-foot No- 
Shok safety extension cord sets, and 
20 No-Shok safety duplex receptacles, 
thus offering a No-Shok department in 
a minimum counter space. The sturdy 
earton folds into a brilliantly colored, 
eye-catching display sign. 


j THE WASHER 


With 


SUCCESSFUL FLOOR DISPLAY—The popular Duchess floor display for dealers, 

which was over-subscribed during its initial run, is once more available. Three 

fall-color, easel-backed floor pieces, an agitator post display card, four two- 

eolor streamer banners, and a six-piece hanging disc unit are ineluded in this 
complete packaged set. 
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Manitowoc 


Freezers 


MEAN 


Manitowoc is the freezer with more 
of the features freezer buyers want 
most... big 181% cu. ft. capacity for 
the economy of quantity buying... 
upright design that puts all this 
storage space into only 214 x 3 

ft. of floor area . . . no hidden shelf 
corners . . . Cold-Hold inner doors 
... and beautiful kitchen-keyed 
styling. 








Manitowoc is backed by the biggest full- 


. . . . ue 
color national advertising campaign of any 
exclusive freezer line. What’s more, 


Manitowoc advertising and promotion 
sells the same way you sell. There’s heavy 
emphasis on food appeal and a better, 
more convenient way of living right 

down the line . . . in ads, literature, 

mats and point-of-sale material. 


Manitowoc quality has already won tens 
of thousands of loyal users across the 
country. Their enthusiastic satisfaction 
is real assurance of consistent referral 
business at low sales cost for you... 

for years to come. You'll keep the profits 
you make, too, because Manitowoc 
freezers have established service records 
any dealer would be proud of. 


Start now to build yourself a secure, profitable 
future in the freezer business; get in touch with your 
Manitowoc Distributor today. 

Manitowoc Equipment Works, Manitowoc, Wisconsin 








Summer Market 
Visitors — 
see us at 


See Manitowoc Advertising in Saturday Evening Post @ Better Homes and Gardens ® Good Housekeeping ® Outdoor Life 
Successful Farming © Progressive Farmer © Capper's Farmer ® Farm Journal ® Country Gentleman © Sunset 
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Uames aud Faces 


Several new appointments in the 
Frigidaire Division of General Motors 
Corp., have been announced because of 
the setting up of an organization of 
zone sales and service managers to 
handle these contacts. 

Administrative and operational 
matters involving districts will be 
handled by a new branch and distrib- 
utors operations department at the 
factory, headed by H. T. Mattern, now 
manager of the Central Region office 
in Dayton. He also will become man- 
ager of branches for the Frigidaire 
Sales Corp: 

R. H. Huston, Eastern Region man- 
ager, New York, will become assistant 
sales manager of appliances at the 
factory. 

F. M. Davison, new Southeastern 
Region manager, Atlanta, will handle 
special assignments in the general 
sales department at the factory. W. G. 
Jennings, Southwest Region manager, 
Dallas, will become manager of the 
Oklahoma City branch. 

H. F. Lehman, general sales man- 
ager, explained that the new zone sales 
and service managers, operating out 
of the factory, would assume some of 
the responsibility now held by four 
of the division’s five regional offices, 
and the new organization will be 
, Staffed primarily by former regional 
personnel. 

S 


R. C. Graves, Ben-Hur Mfg. Co. 
sales manager, has announced the ap- 
pointment of Thomas E. Mitchell, as 
manager of Ben-Hur’s Southern Sales 
District with headquarters at Mem- 
phis. 

Mr. Mitchell, formerly with Sealy 
Mattress Co., will direct sales of Ben- 
Hur farm and home freezers in West- 
ern Tennessee, Arkansas, Mississippi, 
Louisiana and Northeastern Texas. 


Expansion moves of Major Appli- 
ance Distributors, Inc., Charlotte, 
N. C., Admiral distributors, include 
the opening of a branch office in 
Raleigh, and the appointment of seven 
new district managers. Announcement 
of the increase in the sales organiza- 
tion came from A. D. Sickles, presi- 
dent. 

The new district men (and their 
headquarters) are: Richard T. Ray- 
mond, Raleigh; James M. Tennery, 
Asheville; Woodrow W. Campbell, 
‘Winston-Salem; William F. Bryan, 
Greensboro; William R. Smith, Lum- 
berton; Charles A. Mozingo, Farm- 
ville; and James H. Taylor, Greenville, 
S. C. They will report to John O. 
Stover, general sales manager. Char- 
lotte salesmen include Otto Schuster, 
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Albert L. Thomason and Robert A. 
Kelsey. 

Forthcoming television stations in 
Raleigh, Asheville, Winston - Salem 
and Greenville are helping to boost 
TV volume, Mr. Sickles explained, and 
radio and appliance sales also show 
substantial increases since the first 
of the year. 

In addition to Admiral products, the 
firm distributes Duchess washers, 
Tracy kitchens, Westinghouse small 
appliances, Mathes fans and Frugal 
oil and gas space heaters. 


The appointments of Frank A. Low- 
ery as merchandise manager of dish- 
washers and food waste disposers and 
W. M. Sayre as merchandise manager 
of water heaters for the Westinghouse 
Electric Appliance Division were an- 
nounced recently by W. R. Arbuckle, 
manager of the water heater and kit- 
chen utilities department. 

In their new posts, Mr. Lowery will 
be responsible for the development 
and promotion of dishwasher and 
food waste disposer sales and Mr. 
Sayre will have similar responsibil- 
ities for water heaters. They will re- 
port to Mr. Arbuckle. 

Mr. Lowery began his Westing- 
house career as a laundry equipment 
factory representative in September, 
1947. In January, 1950, he was named 
major appliance factory representa- 
tive for the Division’s eastern district, 
a post he held prior to his present 
appointment. 

Mr. Sayre began his career with 
Westinghouse in 1927 in production 
and later served in various accounting 
and service capacities. In November, 
1945, he joined the water heater and 
kitchen utilities sales department. 
Prior to his present appointment, he 
was headquarters representative for 
the department. 


Appointment of two new regional 
managers has been arnounced by 
James E. Herbert, national sales man- 
ager, Motorola Inc. 

Maurice L. Carter will cover south- 
ern Ohio, Indiana, northern [llingis, 
and northern Kentucky with head- 
quarters in Cincinnati. Mr. Carter has 
been with Motorola-Chicago Inc., dis- 
tributors, for the past eight years, 
most recently as north side sales man- 
ager. He succeeds C. W. Swanson who 
was recently named mid-west sales 
manager. 

Ronald L. Bates will cover Louis- 
iana, and parts of Tennessee, Okla- 
homa, and Alabama from Memphis 
headquarters. He has been with 
Motorola-Detroit Inc., distributors for 


the past two and one-half years 
covering the Lansing area. Mr. Bates 
succeeds T. J. Morley who was re- 
cently named southern sales manager. 


Sam Wagman, former sales man- 
ager of Emerson Radio of Florida, 
has joined Frame, Inc., of Miami, local 
distributors of Coolerator products 
and Olympic television, in the capac- 
ity of merchandising manager. 

Mr. Wagman, prior to his three 
years with Emerson, had a wide and 
diversified experience in the television 
and appliance business at both whole- 
sale and retail levels. 

In his new connection, Mr. Wagman 
will work directly with dealers in 
helping them promote and merchan- 
dise efficiently. 

& 


George E. Durban, aged 75, former 
special public utility representative of 
Frigidaire Division, General Motors 
Corp., died in his home on Durban 
Road, near Dayton, May 9, following 
a long illness. 

Mr. Durban had been associated 
with General Motors for 32 years, 
prior to his retirement from full time 
active service with the company in 
July, 1949. He started his long GM 


George E. Durban 


career with the Delco Light Co., of 
Dayton, in 1917. 

In 1922, he became associated with 
Frigidaire and a year later was ap- 
pointed assistant sales manager. Mr. 
Durban joined the public utility staff 
as a special representative in 1928 
and continued in this capacity until 
his retirement, excepting during 
World War II, when he served as war 
contracts representative. 


A new district representative has 
been appointed by the Norge Division 
of the Borg-Warner Corp., it was an- 
nounced recently by H. L. Clary, vice- 
president in charge of sales. 

He is Carl S. Fowler, 3546 Roswell 
Road, Atlanta, Ga. Mr. Fowler was 
formerly with an appliance distributor 
in Raleigh, N. C. His territory will 
include Atlanta, Birmingham, Miami, 
and Jacksonville. 
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The appointment of John P. C. Lud- 
low as eastern regional sales manager, 
Electric Housewares Division of the 
John Oster Manufacturing Co., has 
been announced by John Oster, Jr., 
executive vice-president of the com- 
pany. 

In his new position, Mr. Ludlow 
will direct Oster sales activities in 
the eastern seaboard states, from 
New England through Virginia. 

Prior to his appointment, he was 
affiliated with the Toastmaster Prod- 
ucts Division of the McGraw Electric 
Co., where he served in sales and man- 
agerial positions. 


T. C. Parker has been appointed 
sales representative for Northern 
Georgia and the seaboard area of 
Georgia for M. M. Hedges Manufac- 
turing Co., of Chattanooga, Tenn. 

Mr. Parker, who has been with the 
Hedges organization since 1948, also 
will continue to represent the com- 
pany in North and South Carolina. 


William H. Chase has been ap- 
pointed advertising and sales promo- 
tion manager of the Fedders-Quigan 
Corporation, according to A. J. De- 
Fino, general manager. He succeeds 
Robert E. Cassatt, who recently was 
promoted to sales manager of the Re- 
frigeration Appliances Division. 

Mr. Chase formerly was associated 
with the Bendix Home Appliances Di- 
vision of AVCO Manufacturing Corp., 


William H. Chase 


South Bend, Indiana, where he served 
as assistant to the director of adver 
tising, merchandising and sales pro- 
motion. 

Previously, Mr. Chase had been as- 
sociated with the Rudolph Wurlitzer 
Company, of North Tonawanda, New 
York, in various capacities, including 
assistant to advertising manager, re- 
gional sales manager and advertising 
manager. 


The board of directors of the Emer- 
son Electric Manufacturing Co., St. 
Louis, has recently announced the 
election of William S. Snead as pres- 
ident and chairman of the board, and 
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NTZ 


TV INSTALLATION ACCESSORIES 


CUT INSTALLATION COSTS 
. 2. INCREASE PROFITS 


Jontz TV Installation Accessories give you extra quality, 
greater economy. All Jontz products are heavily zinc-plated 
with an additional chromate coating ...six times more weather 
protection than ordinary zinc-plating 


TELE - TUBE 
CONSTRUCTION 
Jontz masts are 
madewithNikoh 
Tele-Tube 
highest quality 
electric weld 
steel tubing 
with heavy zin 
galvanized 





t coating. Your 
mW assurance of 
tubular strength 
and durability 
} 
A B c 


i 
A-KWICK CLIMB TOWER— : 
MODEL 100 | % 


B-SUPER” KWICK CLIMB TOWER— ’ 
MODEL 200 h 
d NY 
C-KWICK UP TELESCOPIC MAST (7S 
~) 


APEX MOUNT, 
MODEL A-S 
4-way swivel mount 
for any type of insta! 
lation. Fully adapt 
able to flat surface, 
peak roof, or corner 

mounting 





MODEL 115 and 125 
KRANK UP TV MAST 


2% . . . ROTARY MOUNT, 
Lightweight, yet strong, durable... MODEL $ 
constructed of highest quality steel 4-way rotary base 
mount. Fits along roof 
peak for safe, easy ir 
inate strain from cables. Easy to stallation 


tubing, with locking device to elim- 





erect, easy to service...crank up to —_ 
27 feet on Model 115, 47 feet on 
Model 125. Available in a complete c f ‘ 
economy package including all hard- . 
were O ¢ 
GUY RINGS 
Your inquiries will receive prompt BY JONTZ 
The answer to yc 
attention. guy ring needs. Handy 
Write us for details today! Jontz guy rings may 
be used with either 3 
or 4 guy wires y 
choice of 5 1. D.’s 


QUALITY fi ECONOMY 


MANUFACTURED By 


JONTZ MANUFACTURING CO. 


1101 East McKinley, Mishawaka, Indiana, Mishawaka 5-5178 





John A. Driy as executive vice-presi- 
dent. The elections came as a result 
of the death of Oscar C. Schmitt. 


Appointment of R. O. Gustafson as 
district sales manager for the Dallas, 
Texas, territory was recently an- 
nounced by F. C. Margolf, sales man- 
ager of the Coolerator Co. 

Prior to his appointment as district 
sales manager, Mr. Gustafson served 
as manager of field financing for Cool- 
erator. 

His former business associations in- 
clude General Electric Credit Corpo- 


R. @. Gustafson 


ration, Chicago; Household Finance 
Corporation, Chicago; and the City 
National Bank, Rockford, Illinois. 

Mr. Gustafson’s sales territory will 
include Little Rock, Arkansas; Okla- 
homa City, Oklahoma; San Antonio 
and Houston, Texas. 


Appointment of W. Joe McCorkle 
as sales training specialist for Amana 
freezers in the southeastern United 
States, was announced recently by W. 
J. Dickinson, sales training director, 
Amana Refrigeration, Inc. 

In his new capacity, Mr. McCorkle 
will conduct sectional group training 


W. J. McCorkle 


meetings for Amana dealers and their 
sales organizations. Particular em- 
phasis will be placed on the training 
of the many new Amana freezer deal- 
ers in the firm’s southeastern terri- 
tory. 
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Prduct Parade 


UHF antenna 


AFTER EXTENSIVE laboratory and 
field work, the Radion Corporation of 
Chicago, 1130 W. Wisconsin Ave., 


Chicago, Ill., has begun production of 
a new indoor antenna for UHF tele- 
vision sets. 

Designated the “Bullseye’’ because 
of its compact flat loop, the new an- 
tenna is a full wave loop, engineered 
for broadband coverage, low standing 
wave ration and low “Q.” It is ten 
inches high and nine inches wide, and 
weighs less than a pound. 

The antenna is designed of alumi- 
num and mahogany phenolic base. It 
is shipped fully assembled, and can 
be used for UHF sets, conversion jobs, 
and temporary installations at peak 
seasons. 


® 
Television picture tubes 


THE ELECTRONIC TUBE Division of 
Westinghouse Electric Corp., Depart- 
ment T-070, Box 284, Elmira, N. Y., 
has added to the line of Reliatron 
tubes now available, two television 
picture tubes, the 21YP4 and 21ZP4A. 

Both tubes are directly-viewed pic- 
ture tubes that have a nominal bulb 
diagonal of 21 inches. The spherical 
face of neutral gray glass minimizes 
reflections within the face plate, re- 
sulting in improved picture contrast. 
The spherical face bulb of the 21YP4 
and 21ZP4A has been designed to pro- 
vide for an increase in picture area. 
An external conductive coating pro- 
vides a filter capacitor when it is 
grounded. Both types use an external 
single-field ion-trap magnet. 

The 21YP4 employs low-voltage 
electrostatic focus and magnetic de- 
flection; the 21ZP4A uses magnetic 
focus and magnetic deflection. 

eS 
Hotpoint selling guide 

A NEW FOUR PURPOSE selling guide 
describing all Hotpoint appliances 
and listing the ten most prominent 


features of each has been made avail- 
able to the company’s distributors and 


dealers from the Hotpoint Co., 5600 
W. Taylor St., Chicago 44, Ill. 

According to D. D. Thompson, sales 
training manager, the booklet is a 
guide to a quick review of appliance 
sales features; reminder of selling 
points during demonstrations; hand- 
out piece for prospects to take home 
and a stuffer to enclose with promo- 
tional mailings. It fits inside the coat 
pocket and serves the salesmen as a 
full-line review. 

This is one of a number of concise 
selling aids the company has developed 
for retailers as part of a continuing 
sales training program. 

e 
Compact dehumidifier 


THE BERNS Air King Dri-Aire, an 
electric dehumidifier which operates 
efficiently in the average enclosed 
area, up to 10,000 cubic feet, has just 
been introduced by Berns Mfg. Corp., 
3050 N. Rockwell St., Chicago, III. 

The compact unit measures only 
13-in. by 18 in. by 20-in. and depend- 


ing on the temperature and humidity 
will draw from two to three gallons 
of water every 24 hours. It has a 
three-gallon capacity drawer type con- 
tainer which is removable from the 
front as well as %-in. fitting for use 
with a permanent drain. 

The Dri-Aire (DH1ON) is finished 
in a rich mahogany and has swivel- 
type, rubber covered casters, so that 
it can be easily moved about. The 
entire dehumidifying mechanism is 
permanently oiled and hermetically 
sealed so that it should never require 
servicing or maintenance. 

ad 
Portable ironer 
A PORTABLE IRONER on a strong, 


lightweight stand that can be folded 
away in a small space, is a new prod- 
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uct being produced by Armstrong 
Products Corp., Huntington 12, W. 
Va. 

The ironer is mounted about 27 
inches from the floor. The stand is 
made of steel tubing, chrome plated, 
and is designed to give maximum sup- 
port to the ironer. Rubber floor bump- 
ers prevent sliding and scratching. 

A handle extends across tke full 
width so the ironer can be easily mov- 
ed to any location, by simply tilting 
it back and rolling it along on its two 
Bakelite wheels. 

A positive spring catch holds the 
ironer firmly in operating position. 
When the catch is released, the ap- 
pliance swings into a vertical position 
for storage. 


Automatie roaster 


A NEW LOW-PRICED automatic roaste! 
and Utilitable are recent additions to 
the Everhot line offered by Tropic- 
Aire, Inc., a subsidiary of McGraw 
Electric Co., Elgin, Ill. The new 
roaster has been engineered to include 
many features of the Everhot de luxe 


pander, furnished with the fan, per- 
mits fit to windows up to 32 inches 
wide. 

A one-sixth hp motor is rubber 
mounted, and the cabinet is heavy 
gauge, re-enforced steel also with rub- 
ber mounts. The closely stamped 
decorative grille acts as a protective 
rear guard. Front grille is optional. 
Outlet shutters and automatic timer 
bearing assembly riveted to side and 
are also optional equipment. 

Construction is “H” framed with 
bottom of the fan housing, and is 
extra strong and rigid to insure quiet 
operation. Four deep-pitched blades 


are designed to insure powerful per- 
formance. 
€ 


Canister home cleaner 


A COMPLETE NEW canister home 
cleaner, developed by the Apex Elec- 
trical Manufacturing Co., 1070 E. 
152nd St., Cleveland 10, Ohio, and 
designed to meet public demand for a 
low-priced unit, is now in full produc- 
tion. 

Called the Aero-Cleaner, the new 
Apex appliance is equipped with an 
easy-to-remove canister lid and dis- 
posable dust bag. It is finished in 





Our fan 
family 
circle is 
complete 


It’s twins, at the Murray house. Murray an- 


nounces the two latest additions to its fan 
family circle... 

The brand new 16” portable window fan, 
“room ventilator,” for window and floor use 
and... 

The gigantic new 30” window fan for the 
average-to-large home. 

These twin additions offer dealers and dis- 
tributors the most complete, attractive and 
efficient family of money-makers available in 
the fan field. 

Now—a Murray window fan for every pur- 
pose, every home, every budget. You won't miss 
a sale with Murray. —, 


roaster already on the market, but is 
available at a much lower cost. 
Heavy-gauge steel body of the 
roaster is insulated with Fiberglas, 
and will cook a whole meal with one 
operation. The matching Utilitable is 
shipped “‘knocked-down,” providing a 
small package that is easy to handle, 
to stock, and is less susceptible to 
damage. 


Ventilating fan 


THE ADDITION of a new model to its 
Rex-Airate line has been announced 
by Air Controls, Inc., 2310 Superior 
Ave., Cleveland, Ohio. 

Called the “Airgale,” the new unit 
is a 20-inch, two-speed reversible ven- 
tilating and cooling fan. It can be 
used to exhaust stuffy inside air, or a 
flip of the combination switch will 
reverse the motor to bring in fresh, 
cool air from the outside. 

Two sliding brackets, one en each 
side of the fan housing, located at the 
top, make installation a simple matter 
requiring only a screw driver. An ex- 


WRITE FOR NEW CATALOGUE 
New catalogue on complete line of 
DELUXE and Standard industrial and 
attic fans and "window fan line 


Ventilating & Window Fans 


H. C. BIGLIN COMPANY, INC. © 177 HARRIS ST., ATLANTA, 





ELECTRICAL SOUTH for JUNE, 1953 





maroon with an attractive web-like 
texture, and has a silver enameled 
cover. The high speed, oilless ball 
bearing motor develops 15,000 rpm, 
and operates on either a-c or d-c 
current. A patented Apex diffuser 
augments the performance of its high- 
ly efficient magnesium single-stage 
an. 

A tool caddy and complete set of 
cleaning tools is provided with the 
unit. 


ae 
Cleek radio 


A NEW CAPEHART “Deluxe Six” 
Clock-Radio, model TC-62, has been 
shipped to distributors, Capehart- 


Farnsworth Corp., Fort Wayne 1, 
Ind., has announeed. It has been 
styled after the company’s Model TC- 
20. The modern plastic cabinet is be- 
ing produced in five designer colors— 
sage green, gray blue, burgundy, 
ivory, and ebony—and the clock face 
is designed for “at-a-glance” reading. 

Tubes have been added to increase 
the sensitivity of the receiver and en- 
rich tonal qualities. Selectivity to 
avoid station overlap has been in- 
creased also. 

ww 


Small refrigerators 


TWO LOW-PRICED refrigerators with 
deluxe features have been added to the 
line of major appliances of the Gen- 
eral Electric Co., 310 W. Liberty St., 
Louisville 2, Ky. 

Two feet wide, the new refrigerators 
provide maximum capacity for apart- 
ment and limited-space installations 
and offer such features as door shelves, 
vegetable drawers, and full-width 
freezer compartments hitherto avail- 
able only in higher priced models. 

The two models are the LC-70 and 
the LB-76. The former has a seven- 
foot capacity, while the latter, a 
manual defrost model, has a 7.6 cubic 
foot-capacity. Freezing compartments 
of both will hold up to 22 pounds of 
frozen foods. Both models carry a 
one-year warranty against defective 





BLOWER FOR POWER 
FAN FOR VOLUME 


eA 


a § ry me product 


rhymes with “FINE"’ and means it! 


PRYNE AND COMPANY, Box S-63, 
Eastern Factory: Keyser, West Virginia 


a ee a actentnanabaal 


Pomona, at 





materials and an additional four-year 
guaranty on the sealed-in refrigera- 
tion system. 

@ 


Tiltable fan 


THE “TILTA-BREEZ,”’ fan innovation 
which has been placed on the market 
by Lau Blower Co., Dayton 7, Ohio, 
is a versatile easel fan which may be 
tilted in any direction. 

The fan comes in three sizes, 12- 
inch, 16-inch, and 20-inch. The fan is 
equipped with a handy carrying han- 


dle, and all three sizes are available 
with adjustable metal spacer panels 
permitting either permanent or tem- 
porary installation into sash-type win- 
dows for exhaust or intake. All of 
the models have finger-proof guards 
on both sides. 


Wall exhaust fan 


TYPICAL OF the larger industrial 
units in the full line of ““Windmaker” 
industrial and commercial fans now 
being manufactured by Phil Rich Fan 
Manufacturing Co., 2900 Caroline St., 
Houston 2, Tex., is the wall exhaust 
fan. 

Finished in hammer-tone gray, the 
fan has a streamlined venturi frame 
for silent operation. The sealed-for- 
life SKF ball-bearings are rubber 
mounted, and there is heavy welded 
construction throughout. The fan is 
easy to install, with the motor mounted 
on the inside of the building and the 
automatic wall shutter, which is de- 
signed to be weather-proof, is on the 
outside. 

Among other fans in the line are 
circulators, portable blowers, wall ex- 
haust fans, and dutside cabinet wall 
fans with automatic shutters. Par- 
ticularly useful is the “Versatile Cir- 
culator” which can be mounted on 
wall, post, table, or floor. 


Sales sights set high 
(Continued from page 101) 
sentation through a tie-in with one 
of the better distributors in the Mo- 
bile area, and (3) the low rent 
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building which is used. 

As remarkable as Glennon’s room 
conditioner sales volume is, the 
company’s best volume is in power 
mowers. Starting from scratch, 
without previous experience, the 
company sold $10,000 worth of 
mowers during the summer months 
last year. Mr. Glennon is quick to 
credit advertising again. 

He doesn’t claim a magic formula. 
He says it was strictly leg work, 
his own, combined with the fact of 
being well-known and keeping his 
name, his face, and his business 
constantly before the public. 

This past July, Glennon’s ad- 
vanced into the television field. They 
stock five major brands. Like most 
other dealers, they built up a big 
inventory, even though, as Mr. 
Glennon ruefully stated, it meant 
“mortgaging my soul.” Television 
hit the Mobile scene like an atom 
bomb, and without a large inven- 
tory Glennon’s would have been left 
behind. As Mr. Glennon says, “You 
can’t play ball if you’re not in the 
ball park.” 

The people at Glennon’s believe 


that when the local stations, just 
going on the air, complete their test 
patterns, the television market in 
Mobile will follow the pattern es- 
tablished in other cities where local 
stations have recently come on the 
air. Dealers found their stocks de- 
pleted almost overnight. He expects 
TV business in Mobile to be ex- 
ceptionally good through another 
eight months to a year, then shake 
down to normal good business. 

Glennon’s next planned advance 
into the appliance field is already 
coming up on the horizon. They 
have just recently received a ship- 
ment of freezers. 

The build-up of business has been 
so rapid that it calls for remodeling 
plans. The parts department was 
recently moved into an L-room off 
the main sales room which has been 
enlarged to 600 square feet. This 
move expedites handling of parts 
and gives more floor space for dis- 
play. The motor scooter repair 
room is being moved from the room 
directly in back of the present sales 
room .into the Glennon Dunbrik 
Company building. This room is to 


be converted into a sales room for 
the new freezer department. 

The step by step advance into the 
field of electrical merchandising is 
working fine for Glennon’s. And 
why not? As a dealer, Mr. Glennon 
is feeling his way, and it’s logical 
to believe that he is a better dealer 
because he first learned to crawl 
and then to walk. 


Costs survey results 


(Continued from page 95) 


1952 was the 6.6% rise in total 
operating reported by the 
group of dealers having the small- 
est annual sales volume. The 
smallest dealers absorbed sharp in- 


costs 


creases in salesmen’s pay, service- 
men’s wages, occupancy costs, 4d- 
vertising expense, and the effect of 
this left them with a net profit loss 
ratio of 1.7%, although the same 
group reported a net profit of 3.2% 
in 1951. 


Geographical variations 


The operating and profit ratios 
shown in Table 3 for 1952 and 1951 





Another State Stove Exclusive! 
TWO YEAR GUARANTEE ON ELEMENTS AND THERMOSTATS 
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heater you can sell. . 


When you offer your customers 
a 5 year warranty plus an 
optional 10-year Protection 
Policy with every State Electric 
Water Heater . 
add the exceptional 2-year 


.. When you 


guarantee on elements and 
thermostats... When you bring 
out the eleven other features 
that make State the fastest 


and rnost profitable water 


. Mister, wher you can offer all 


that, you've sold another water heater. 


For the full story of State’s twelve 
points for profits and a complete 
catalog, write or wire — 


STATE STOVE & MANUFACTURING COMPANY 


509 25th Avenue, North, Nashville, Tennessee 
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have been rearranged in ‘Table 6 by 
For this 
purpose, the country has been di- 


geographical divisions. 


vided into four regions indicated 
by the four Roman numerals. The 
exact states included in each region 
are listed at the bottom of Table 6 
but roughly Group I includes the 
northeastern area; Group II, the 
southern and southwestern area; 
Group III, the north central area; 
and Group IV, the mountain and 
Pacific states of the West. 

The following commentary brings 
out several of the most significant 
changes in the regional patterns as 
between 1951 and 1952. Dealers in 
the northeastern area experienced 
a sharp rise in cost of goods sold, 
showing a 1952 ratio of 73.4 
against 69.1 in 1951. Because of 
this, and despite a drop in total 
operating costs, these dealers closed 
out 1952 with a fractional net oper- 
ating loss. 

The largest rise in total operat- 
ing cost in 1952 as compared to 
1951 was shown by dealers in the 
southern and southwestern states. 
Their 1952 ratio in this connection 





IRONING CORD HOLDER 
that Stays on the Board 


Here’s the holder that makes sense— 
it stays on the board, folds flat for 
storage. Shockproof grip holds the 
cord, prevents wear. Handy three-way 
outlet plus extension cord lets women 
iron where they wish, and plug in a 
lamp and radio, too! Out-O-Way has 
everything. Retails at only $2.49. 
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Keeps cord off board. Less wear on cord. 




















Inbuilt extension cord 
with 3-way plug. 


DAVIS Mfg. Company 


PLANO 1, ILLINOIS 
Southeast Rep. Southwest Rep. 
H. K. Dewees Co. Don Estes 


Merchandise Mart 
Walton Bidg.,Atlanta,Ga. Dallas, Texas 


Folds flat for easy storage. 





was 31% of net sales as compared 
to 27.2% in 1951. However, these 
same dealers enjoyed a drop of 
3.1% in cost of goods sold and thus 
prevented a more serious decline in 
their net profit ratio which was 
2.4% in 1952 as compared to 3.1% 
in 1951. 

The largest net profit ratio in 
1952 was shown by dealers in the 
mountain and Pacific states. Their 
net profit ratio in 1952 was 4.4% 
in 1952 as compared to 4% in 1951. 


Use the user 
(Continued from page 102) 


There is another type of “using 
the user” call which can follow, too. 
Whenever a manufacturer sends out 
literature on his new appliances, 
“handy hints” or anything which 
the housewife can use to increase 
her satisfaction with the appliance, 
we deliver it in person. Instead of 
merely mailing out a folder, a per- 
sonal call pointing out the improve- 
ments which are involved, will get 
more goodwill, and certainly again 
open up the door to more prospects. 
As pointed out above, at least 87 
per cent of our major appliance 
sales have been created directly 
through this “‘using the user” cycle. 

The telephone, of course, is often 
useful in making followups, but for 
the most part, it requires the face- 
to-face, friendly discussion type of 
call to net proper results. Here at 
Jones Electric Service we have 
coined a phrase which is supported 
as a practical motto for our sales- 
men. This reads simply “Presenta- 
tion of a major appliance without 
a proper demonstration is mere con- 
versation.” Nothing was ever truer! 


Boosting clock sales 
(Continued from page 103) 


purchase a manufacturer’s closeout 
of clocks at a substantially reduced 
price and advertise these as a teaser 
to bring buyers into the housewares 
department. The bargain price, of 
course, helps to sell the closeout 
design, but it provides an opportun- 
ity to show the large array of other 
clock patterns displayed. Without 
in any way lowrating the bargain 
clock, the saleslady often sells, in- 
stead of it, another design to which 
the buyer is attracted. She some- 
times sells a second timepiece, too, 
in addition to the bargain item 


which first caught the customer's 
attention. 

Christmas is the season wher 
clock turnover at Harvey’s is great- 
est. That is when the store puts on 
its most intensive promotion in 
newspapers and on radio. However, 
some buyers purchase ahead of 
time the quaint design and unusual 
clock that strikes their fancies, and 
keep it until the gift-giving need 
arises. 

Harvey’s sale of each electric 
clock, of course, is made easier by 
the one-year guarantee backed up 
by the manufacturer. But to give 
every buyer a feeling of security 
against a gyp even then, the store 
supplements the factory warranty 
with this guarantee of its own: “No 
sale is final until the customer is 
satisfied.” This guarantee goes with 
every item in the entire store, and 
clocks are no exception. Manage- 
ment of Harvey’s feel that their 
guarantee is one of the store’s best 
volume builders. 


They invite the ladies 
(Continued from page 99) 


vertising. In addition, it sponsors 
a local radio program five days a 
week, and ties in with any radio 
program which the manufacturers 
it represents may sponsor. 

Window displays furnished by 
manufacturers are used as well as 
the store’s own creations. Last year 
one of its displays won first prize 
in a manufacturer’s contest. 

The company also subscribes to a 
direct mail service which consists 
of eight mailings a year and con- 
ducts its own mail campaign on 
room air conditioners, fans, and 
ranges. All of its own regular mail- 
ings, such as monthly statements, 
are accompanied by envelope stuf- 
fers and folders. Its postage meter 
machine stamps “Buy Brand 
Names” on every envelope. 

The company’s advertising and 
promotion program is backed up by 
a persistent “back of the scenes” 
training program for sales person- 
nel. A brief sales meeting is held 
every morning, and once a week 
there is an hour and a half sales dis- 
cussion, which includes mock sales 
demonstrations, moving pictures 
showing equipment, demonstrations 
by suppliers’ representatives, and 
an occasional outside speaker on 
selling methods. These meetings 
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are conducted by K. A. Fowler, 
sales manager. 

Felder-Bell’s sales force consists 
of four outside and two inside sales- 
men. Much of its selling is done in 
the home. A Negro contractor is 
a part-time outside salesman, and 
brings in a good many orders from 
the city’s colored population. 

During the nineteen years that it 
has been in the electrical appliance 
business, Felder-Bell, Inc., has 
built up an enyiable reputation as 
an aggressive merchandiser of elec- 
trical goods in the Palm Beaches 
and in Southeast Florida. 


Trained mechanies 
(Continued from page 97) 


lars in setting up a shop for the 
servicing and repair of hermetic as 
well as open units. As a depot ser- 
vicing hermetic units from as far 
away as 300 miles, we have had an 
intensive training program 
throughout the year to prepare for 
coming needs. 

Growing volume, we believe, will 
depend largely on the prompt and 
dependable service a dealer can fur- 
nish on the unit he has sold. Es- 
sential basic equipment in the shop 
for any dealer considering this ser- 
vice should include a workbench, 
gauges, ammeter and voltmeter for 
sealed units, an electric hand drill, 
vise, dolly, grinding wheel, com- 
plete set of handtools, prestolite and 
a truck. 

We have three expert salesmen 
thoroughly trained in refrigera- 
tion and air conditioning prin- 
ciples and in the operation and 
servicing of the unit. Two of 


them have come up through our 
shop. 

Making 50 home surveys a day 
among the three of them, six days 
a week from April to July, sales- 
men consider home conditions, in- 
vestigate the current available, and 
recommend the most suitable unit. 
We have absolute confidence in 
these men to size up a situation 
competently and recommend the 
most satisfactory equipment. 

Convinced that an air condition- 
ing unit offers the only comfort to 
be had from excessive heat, we 
point out, where there is some in- 
decision in the customer’s mind, 
that fans offer only a brief respite 
through the circulation of air. 
Fans can only give you what you 
start out with: if there is hot air 
brought in from an alley, the relief 
is negligible. A fan can be ef- 
fective only if there is access to 
some source of cool air. We point 
out that air conditioning brings 
comfort because the temperature 
of the air is lowered, and humidity 
is reduced. 

We do a large volume in used 
units, again making our cardinal 
principle the right unit to do the 
job. We will recommend a_ used 
unit over a new one if we believe 
it means a better buy for our cus- 
tomer. 

Our service manager spotchecks 
on installations. It would be eco- 
nomically impractical to follow up 
and check each one. However, 
watching his mechanics closely, he 
spotchecks particularly on those 
where weaknesses have shown up 
in a mechanic’s shopwork. 

One year’s service is given free. 


Prompt dependable service, with a 
substitute unit if the customer’s 
unit requires a shop repair, is the 
cornerstone of our growth. For 
customer satisfaction has meant 
referred business to the extent of 
75 per cent. 

A single instance will demon- 
strate this. Two years ago we in- 
stalled a unit in a _ customer’s 
home. That same season she re- 
ferred us to a friend to whom we 
sold and installed a room cooler, 
and since then to four others. 

Because air conditioners are 
high priced, we limit our direct 
mail to areas of higher income 
About 1000 pieces of mail 
go out in one mailing, and there 
are about 12 to 15 mailings in a 
season. We send out 


groups. 


reminder 
postcards in February and March 
to our customers on servicing their 
unit before the season opens. In 
season we run newspaper ads in 
the big dailies about three times 
weekly. The Classified Directory 
of the telephone book is another 
source of business. 

Telephone promotion is issued 
only in following up leads fur- 
nished by customers. 

We take care of our own cus- 
tomers first. Last year we were 
swamped with calls from persons 
who had bought their units else- 
where. We were unable to handle 
the calls, and turned away consid- 
able service volume. 

This year we anticipate the sale 
of about 1000 units, and are fully 
equipped with trained mechanics to 
meet this added load with the same 
high standards of service we have 
given in the past. 











Sell COOL Breezes 
with BAR-BROOK * 


BREEZEBUILDER* 


Sizes for 

36” and 42” 
Openings 
Other Models 
30” to 54” 


AVP FANS 


Easiest package fan 
on the market to install. 
Certified Ratings. U. L. i Unit 
Approved. 


BAR-BROOK MFG. CO., INC. 


Fan Makers Since 1932 


VALLEY FANS for 
HOME AND INDUSTRY 


Penthouse 


Write for complete information 


VALLEY FAN MANUFACTURING CO. 


5.000 to 
CFM Torrington 
Blades, Westing- 
house and G.E. 
Motors, SKF Ball eS 
Bearings, Brown- 
ing Drives. 


50.000 


Vertical Discharge Fan 


*T.M. Reg. U. S. Pat. Off Fort Valley, Georgia 








6135 Linwood Ave. Shreveport, La. 
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Look what Frosty's doing 


10 boost your 
de-frost-it sales 








7 ...he’s giving away $36,000 worth 
of Ciro’s Danger perfume to your 
sales people 


Frosty, an engaging little fellow, can 
help you make bigger ‘“de-frost-it” 
profits. You see, Frosty is the cen- 
tral character in a new cartoon book 
“Frosty the ailing refrigerator.” As 
Donger by CIRO the your sales personnel follow Frosty’s 
for which perfume adventures they'll discover the fast, 
lovers pay up to $30. easy way to sell the Paragon “de- 
frost-it’— the economical attach- 
ment that makes any electric refrigerator self-defrost- 
ing. Then, by filling out and mailing a simple question- 
naire on the contents of the book, they will receive 
absolutely free, a full dram of this nationally famous 
perfume ...reserved for retail sales personnel only. 


dv ...he’s helping you get top results from these big 
promotions 





Three more traffic build- 
ing promotions for this 
year! The first, for Moth- 
er’s Day and June Brides 
is already swinging into 
high. Sensational Fall and 
Christmas promotions still 
to come. Materials in- 
clude: counter display, 
window banners, decals, 
stuffers, tags, literature 
and mats. 


¢@ ...he’s setting the stage so you'll get full benefits of 
@ 48 million-sales-message national advertising program 
*NOW, PARAGON GIVES YOU two ‘‘de-frost-it’’ modals, to enable 
you to sell every customer . . . to fit any refrigerator location. Have 
your sales people received their copy of ‘‘Frosty the ailing refrigerator’’? 


Are you ready to cash in on big ‘‘de-frost-it'’ profits? Ask your jobber 
or write for details. 


Sold only through authorized retailers. 


PARAGON ELECTRIC COMPANY 


1618 Twelfth Street e Two Rivers, Wisconsin 


PRICED forPROFIT! 


Styled for Eye Appeal-Buy Appeal and 


NATIONALLY ADVERTISED 








Series 240 HEETAIRES 


1000 to 1500 Watts — 120 and 240 Voits 





& 


ECONOMICAL, LOW COST, 


WALL RADIANT 
HEETAIRES 


@ Built to quality standards — and styled for 
eye-appeal — buy-appeal — WALL RADIANT 
HEETAIRES are priced for profit and merchan- 
dised for sales. 


Compact and easily installed, HEETAIRES are 
manufactured in a complete range of types and 
sizes —a quality line with both MANUAL and 
AUTOMATIC THERMOSTATIC HEAT 
CONTROLS... 


Builders and architects from coast to coast, are 
specifying and installing WALL RADIANT 
HEETAIRES in every size and style of home. And 
nationally-advertised and publicized homes specify 
auxiliary heat in bathrooms. 


A coast-to-coast HEETAIRE sales representative organization 


is ready to serve you. Write us for the names of our 
sales representative in your area. 


MARKEL | LA SALLE 


ELECTRIC PRODUCTS, Inc PRODUCTS, Inc 


WORLD'S LARGEST EXCLUSIVE MANUFACTURER OF TIME CONTROLS 
1953 
° FOUNDED 1920 © BUFFALO 3, N. Y. 
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ante Porcelain 
big nt Finish 
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Seven-speed Tuttle and 
Kift Monotube Burners 


. Preway also offers three 


profit-making, non-automztic ranges, 
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d the Zr¢ce 
A front runners bebe that you need 


Whuy sell the “hammer and tongs” way — reduced prices at reduced 
mark-ups — when Preway gives you outright price leadership at 
normal profit. That’s strong language, but it’s crystal clear, 
You don’t have to cut anything with this fighting line.* Everything is 
there — everything ... price that beats the field, style that women want, 
automatic features second to none, and quality construction that you can 
prove black on white — for all Preway automatics have been tested and 
rated by the Electrical Testing Laboratory. No other ranges in America 
have scored higher than these four front runners that Preway makes to 
reach every segment of your market. Join the hundreds of alert 


merchandisers who are promoting Preway — profitably. Write today 
for full information. 


PRENTISS WABERS PropucTs Co. 


1653 SECOND ST., N., WISCONSIN RAPIDS, WIS. 


your 


Exclusive, easily 
removable Drip Bowl 








This Summer All Trails Lead to ce te 
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Any day now sales prospects will be 
stampedin’ down the trade-in trail straight 
to their nearest Westinghouse retailer’s! 
Yep, looking for that cash bounty offered 
on every maverick appliance traded in 
for a new, 53 Westinghouse replacement. 

This “trade now” drive is spurred on 


a) 


by all-out, national advertising to make 
it a rootin’ tootin’ success. And to make 
the big roundup complete, Westinghouse 
distributors will gladly help every retail- 
er outfit his store as a “trading post” with 
all the trimmings . . . during this sum- 
mertime promotion! 


WESTINGHOUSE ELECTRIC CORPORATION ~- Electric Appliance Division, Mansfield, Ohio 


is advertising 
Westinghouse Products 
to 5,238,000 
Sunday Newspaper 
Supplement 
Readers 


Westinghouse TRADING POST PROMOTION 


Spotlights Dealers’ Local Trade-in 3 


Spreads the Big News to 15,500,000 
Program. 


Newspaper Supplement Readers — 
And Millions More Over TV. 


Corrals Bounty-Full Summer Business 
on All Ma‘or Westinghouse Appliances. 


you CAN BE SURE...IF ws Westinghouse 


WSS OC) GE 


aber + Blectwle Blonker - oR: Ey 


Provides Spectacular Local Store 
Display for Westinghouse Retailers. 


” 4 


Roaster Oven . Mobileire + 
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. and you 
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SINGLE 
CONDUCTORS 4 SINGLE © onbDuUCT< RS 


Relays are extremely rugged 20 





+ 
amperes, 120 volts AC Also 20 amperes, 
sd 277 volts AC for low voltage control of 
oe | high voltage fluorescent lighting All re- 
| i lays mount in ¥4'' knockouts 
- _— _ 
| ' | 
| o| | 
+++ | 
. 
mgt ; | 
7 Control Switches are toggle type and 
— os } } } 
fit Despard plates and straps. One, two 
Se ee or three control switches | left, above) or 
—a, . 
pst one Manual Selector Switch and one 
em moe ome control switch (right, above) can be 
= Se we | mounted on 4 single strap Manua! selec- 
— tor switch controls from 1 to 9 circuits. 
also available 


Key-operated switch 























(| ASK YOUR ELEC 


1903° 50 YEARS O 
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Here is a low voltage remote control 2 oe 
system with all the features oem 
+—$--+- 
you've wanted ..- LTTT 
Because it saves 5° much installation time, ee 
the cost of this very flexible system com se | 
pares favorably with conventional systems. rt 
Actually less, in many cases. It offers 4 TL. 
super-convenient means of switching light- 2 
ing and appliance circuits. It has scores of t+4 
applications — in homes, office buildings, a 
es, factories. 


schools, churches, warehous 





Master Control- 
ler automatically } 
controls up to 23 | 
individual circuits BB BS 
from any location. Ey 
D.C. Power Unit, Li 
designed for © nsistent Ll 
and trouble-tree service a 
Eliminates A.C hum iz 
Write tC 
; for Low Voltage 
Reloy Ganging Box Control Bulletin. 
for speedy, © onvenient 
and quiet installations Address 
Square D Company, 
6060 Rivard Street, 


Detroit 11, Mic higan. 
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Two G-E armor cables (1) will replace the maze of open wiring (2). 


Contractors Cut Costs 
With General Electric’s V-c 


Interlocked Armor Cable System 


You can reduce installation time and cut installation cost when you use 
the G-E V-c interlocked armor cable system. 

The illustration above shows how two armored cables (1) can replace 
two dozen low-voltage cables (2). This improvement is part of the 
complete electrical modernization of Kaiser-Frazer’s newly-acquired parts 
plant in Dowagiac, Michigan—recently completed by the Koontz-Wagner 
Electric Company of South Bend. Installation costs were minimized by 
using G-E armor cable to feed 4.16-kv into five load centers for a radial 
distribution system. 

G-E No. 1799 varnished-cambric-insulated interlocked armor cable is 
light and flexible—long lengths can easily be pulled into position and 
bent around corners and projections. It can be spliced quickly with simple 
mechanical joints. Your customers will like the space savings and easy 
accessibility of an armor cable installation. too. For more information, 
write Section W86A-624, Construction Materials Division, General Elec- 
tric Company, Bridgeport 2, Connecticut. Pee 


Registered Trade-marl: General Electric Company 77 
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AND 


CABLE IDEAS 
for Electrical Contractors 


f 


Cable application booklet: Tells 
how to select. splice. and termi- 
nate G-E Versatol* Geoprene cable 
—the all-purpose. rubber-type 
cable for dependable wiring. Write 
for your free copy. 


New BX* armored cable is lighter 
and stronger: By utilizing glass 
braid, imprevious to rot and flame, 
G-E has developed a new, smaller- 
diameter BX cable that carries 
U. L. listing. It is lighter, stronger, 
and easier to pull through drill 
holes than ever before. 


= 


Heavy-duty portable cords: De- 
signed for heavy-duty portable 
electric equipment, in garages, fac- 
tories, and wherever severe serv- 
ice conditions are encountered. G-E 
Type S rubber-jacketed cords are 
tough. flexible. durable. and re- 


’ sistant to most acids, alkalies, and 


water. 


For high-temperature wiring—G-E 
Deltabeston*: Let your G-E Con- 
struction Materials distributor 
help you select the right Delta- 
beston wire or cable for protec- 
tion against average or extreme 
heat conditions, as well as mois- 
ture, oil, corrosive vapors, or 
abrasion. 


ELECTRICAL SOUTH for JUNE, 1953 





